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COLUMBIAN Pure Manila ROPE 





because 


IT’S QUALITY TRADE MARKED 


Columbian’s world-renowned red, white and blue markers: 


are a customer's guarantee of quality in Pure Manila Rope 


QUICKER CUSTOMER SERVICE 


The Columbian Rope Merchandiser displays rope in various 
sizes . . . right where the customer can see and handle it. 


COMPLETE LINE 


Columbian has exactly the right rope and cordage for all | 


ye 


uses, whether on the farm, in industry, or marine. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, ‘The Cordage City,” WN. Y. 
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A LOOK AT A WOOSTER DEFENSE BRUSH SHOWS YOU 





It’s the mixture that's 






\ALOOSTETN 


YVBRISTLE 70-30 HORSEHAIR 


VV DEFENSE FS 


Wooster Defense Brushes are made right... 
to provide for brush buyers the best value 
possible under existing restrictions. 


Made right means that the great majority of 
long-length bristles in a Wooster Defense mix- 
ture are pure hog bristles. Most of the required 
percentage of substitute bristle is blended into 
the brush in the shorter lengths. This makes 
for an important fullness of pure hog bristle 





The longer lengths of bristling materials 
used in Wooster Defense Brushes are very 
predominantly pure hog bristle, as shown 
in red, above. 






at the tip—the business end of the brush, where 





working and wearing qualities are proved. 
You can sell a Wooster Defense Brush with 

confidence, for it’s the mixture that guar- 

antees proper formulation of bristling mate- 


rials always. 


WOOSTER BRUSHES (j 


fOSS-SEy THE WOOSTER BRUSH COMPANY * WOOSTER, OHIO ¢ SINCE 1851 Waser 
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IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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says O. H. PETERS, Pres. 
H. L. PETERS, INC. 
Buffalo, N. Y. 


“T’ve seen it happen in my store 
time after time. Women will usually 
want to see half a dozen different 
kinds of whatever they’re shopping 
for except when it comes to buying 
extra security for their homes. 
Then they’ll ask for a YALE night- 
latch—just like that. It seems that 
even the people who don’t know 
much about hardware know that 
any YALE lock gives more security 
for the money.” 


» 


THE POPULAR 
YALE NIGHTLATCH #040 


Here’s a best-seller in the out- 
standing YALE line of auxiliary 
locks. It’s long on the YALE security 
features that help you make sales, 
and its all-around quality —as with 
any YALE lock—needs no selling. 
Ask your distributor’s salesman 
about the complete profit story on 
YALE auxiliary locks! The Yale & 
Towne Manufacturing Co., Dept. 
S-105-2, Stamford, Conn. (In Can- 
ada, St. Catharines, Ont.) 


YALE IS A REG. T.M. 


YALE & TOWNE 
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Wren a person buys a file, the odds 
are he has a useful, ngt wasteful. 
purpose in mind. Files fill thousands 
of important needs in keeping the 
national economy rolling—both for 
defense and for domestic progress. 
Mechanics, farmers, miners, truckers, 
repair services, the skilled trades—all 
have war-emergency reasons for keep- 
ing tools, implements, machines and 
other equipment in working condition 
—especially items facing curtailment 
for civilian use. 

Steel figures in most of them. Its 
conservation is vital. Saving steel in the 


evils 


S<"0, NICHOLSON FILE CO. * 25 ACORN ST., PROVIDENCE 1, R. I. 


U.S.A. (In Canada, Port Hope, Ont.) 


files themselves is achieved through 
using The right file for the job and 
using the longest-lasting files for all 
jobs. No file brands meet these dual 
requirements more fully than Nichol- 
son or Black Diamond. 


It’s good business to get in line with 
the trend: (1) Consult your whole- 
saler about the correct conservative 
file stock for your store. (2) Write us 
for the latest Nicholson or Black Dia- 
mond Catalog, and (3) send us your 
request for “File Filosophy.” contain- 
ing pointers on how to serve customers 


helpfully. 
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“PRODUCTION” PAPER DISCS 














“PRODUCTION” PAPER 
FACE PLATE DISCS 











What’s new in home tools? 
Professional-quality sandpaper! 


3M introduces longer-lasting aluminum-oxide sandpaper for home 
use—the same tough abrasive preferred by expert woodworkers 


Now your customers can use the world’s toughest 
woodworking abrasive in their own home shops! 
3M Home Wocleeop Sandpaper is coated with 
aluminum-oxide—the same tough mineral that’s 
been the favorite of woodworking manufacturers 
for years. , 


And for the first time this “Production” Paper 
is pre-cut and packaged to fit most home power 
tools—plus the popular 3M Sanding Block. 


Your stocking problems are made easy by a 
simplified grit range—fine, medium, coarse and 
very coarse—and Universal Centerhole* discs fit 
all arbors from 4%" to 1”. 


Concentrated national advertising in Popular 
Mechanics, Home Craftsman and Popular Home- 
craft is carrying the news to millions, so stock up 
now—be ready for some business. 
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3M 


HOME WORKSHOP 
SANDPAPER 
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Made in U.S.A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., 
also makers of other “Scotch” Brand Pressure-sensitive Tapes, ‘Scotch 

Sound Recording Tape, ‘‘Underseal’’ Rubberized Coating, ‘‘Scotchlite’’ Ke- 
flective Sheeting, ‘‘Safety-Walk’’ Non-slip Surfacing, ‘‘3M’’ Adhesives. 
General Export: Minn. Mining & Mfg. Co., International Division, 270 Park 
Avenue, New York 17, N.Y. *Patent Applied For. 
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PriceControlPrice 
ControlPriceControl! ! 


Our mail from dealers, which has been rising 
steadily for some time, reached a crescendo these 
past two weeks when literally hundreds of dealers 
across the nation wrote us in connection with the 
retail price regulations. 

We are attempting to answer each letter as 
promptly as we can obtain the correct informa- 
tion. Some letters pose involved questions that 
require time to check and to obtain the proper 
information. If we don’t answer your letter as 
quickly as you would like, please remember that 
we would rather take two days and supply you 
with a complete, accurate answer, than to give you 
a quick and incorrect guess. 

The entire matter of hardware retail price con- 
trol was the subject of much rumor over the past 
10 days. All sorts of reports circulated through 
the trade. Some were reasonable, some a little 
fantastic. 

In the meantime, meetings were underway in 
Washington at which OPS officials and the Hard- 
ware Retail Advisory Committee (see p. 202 for 
personnel of this group) were discussing the in- 
dustry’s objections to CPR-7. 

This committee had before it many proposals 
for changes in retail hardware price controls that 
would make them reasonable and practical for 
both the dealer and for OPS. 

This study of the problem of retail hardware 
price control cannot but impress upon OPS the 
simple fact that CPR-7 was designed to fit the 
large department stores and not the small hard- 
ware dealer who must do his own paper work as 
well as his own selling. 

Some of the proposals before OPS and the ad- 
visory committee represent very sound thinking 
and, if acted upon, would serve to give the hard- 
ware trade the relief it needs from paper work 
and at the same time give OPS a means of check- 
ing the maintenance of price ceilings. 

The chief objection from the trade to CPR-7 
was the complicated list price charts which dealers 
were required to prepare. It is a reasonable as- 
sumption that means for eliminating this paper 
work will be one of the first considerations in any 
study by OPS of retail hardware price controls. 
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Informal Editorial Comments 


By W. A. Phair 


OPS must also face the very practical fact that 
probably less than 10 pct of the nation’s dealers 
will be able to meet the May 30 deadline for filing 
the price lists. 

Facing this situation, OPS has given serious 
thought to the possibility of perhaps removing 
hardware dealers from CPR-7 and modifying the 
list price requirements. It is believed that they 
are giving much thought to the possible use of 
manufacturers’ and wholesalers’ suggested selling 
price lists. 

However, and this is important, it is a long way 
between giving thought to changing the regula- 
tion and actually issuing a new order. Such a 
proposed order must be considered not only by the 
active administrators of the various OPS sections, 





IMPORTANT: The latest news on hardware price 
controls is an official statement issued by OPS on 
May 9 and published in this issue on page 202. 
This statement was issued to answer some of the 
rumors now circulating in the trdtle. 





but also by the top brass lawyers and _ policy 
makers. Many steps that may appear reasonable 
and proper to the working administrators of OPS, 
may not appear proper to the lawyers or the policy 
group. 

The time required for any proposed order to be 
processed through the various channels can vary 
from a few days to six months... if it ever clears. 
It is doubtful that even the good Lord himself 
could predict that. 

Since OPS is at least giving the matter consid- 
eration, and since the trade is represented in 
Washington by a group of intelligent, practical 
retailers, let’s give them a fair chance to work 
out a new plan. 





You Won't Find It in 
Your Daily Newspaper 


The letters we have been receiving suggest that 
some dealers are only now waking up to the fact 
that we have retail price control. As one dealer 
put it, “I didn’t see anything about it in the news- 


— 
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papers.” Of course he won’t find such specialized 
information in his newspaper. 

Yet for months, we, and other hardware busi- 
ness magazines, have been devoting page after 
page to this subject, keeping you abreast of what 
was happening. This is a job no newspaper or 
general magazine can possibly do. It’s a job that 
only a specialized business magazine, such as 
HARDWARE AGE can do. 

This experience should serve to prove the value 
of close reading of each issue of HARDWARE AGE. 
These days, in particular, it will pay you to read 
the Washington News and Views (page 10) and 
the Priority and Price Digest (page 202) to keep 
posted on what is new on price controls. 

Happily, the bulk of our readers have been fol- 
lowing our columns carefully and are familiar 
with what is happening. Their chief problem is 
how will it be humanly possible to make out the 
required reports. 

Many tell us how helpful they have found our 
columns. To them, and to you, we say that these 
reports are for one purpose only . . . to be of value 
to you. We will welcome suggestions for making 
them more helpful. 

But above all, read them and know what is hap- 
pening. You will get information from your 
business magazine that you cannot get any 
place else. 





You Can't Relax Yet in 
Fight to Tax Co-Ops 


With most of the hardware trade’s attention 
centered on developments in price control and in 
sales volume trends, there is a tendency to forget 
the very important tax hearings underway in 
Washington which will consider the question of 
taxing the untamed income of the co-ops. 

It is very important that your interest in estab- 
lishing tax equality be made known to your rep- 
resentatives in Washington. The co-op lobby is 
not relaxing its effort; the independent merchant 
cannot afford to relax his. 

Washington is still looking for added revenue. 
There is some discussion of a national sales tax 
as a source of added revenue. And while this 
search goes on for added taxes from already over- 
taxed sources, at least $1 billion in fair taxes is 
available by applying simple tax equality to the 
co-ops. This represents taxation that is morally, 
ethically, and legally proper. 

Such taxation will not kill the co-ops; it will not 
hurt the farmer. This has been proven by the 
testimony of many distinguished and disinter- 
ested authorities. 

Such taxation will remove the unfair subsidy 
which antiquated tax laws force independent mer- 
chants to pay to maintain the competitive ad- 
vantages of co-ops. 

Such taxation will establish an equality of sac- 
rifice, to assure that all competitive enterprises 
carry a fair share of the extraordinary costs of 
the defense program. 

But this tax equality will not be won if you per- 
sist in sitting back and letting some one else do 
the fighting. Don’t wait for George to fight your 


8 * 


battle. Now, while it is fresh in your mind, write 
or wire your representatives in Washington ex- 
pressing your demand for tax equality. 





Please, Collier's, It's 
A Hardware Store 


HARDWARE AGE readers who bought a copy of 
the April 28 issue of Collier’s magazine may have 
felt that the nostalgic general store appearing on 
its cover was familiar to them. 

It was familiar to them... they saw the model 
for this general store in the July 13, 1950, issue 
of HARDWARE AGE, on page 33. It’s a very suc- 
cessful hardware store in Darien, Conn., operated 
by Ed Norvell and Al Wilson. It’s just east of the 
New Haven railroad tracks and is easily visible 
from the train. 

While Collier’s doesn’t come out and say bluntly 
that their cover store is The Tool Box, they have 
given us permission to reprint the cover here and 
on their editorial page of that issue comment that 
“artist Barry McDowell saw a reasonable facsimile 
of the one on our (Collier’s) cover in Darien, 
Conn.” 


For our money, it would have been a more 








ms 


A Collier’s general store. 


WV Hardware Age's hardware store. 





attractive cover if they had left it a hardware 
store, instead of changing it to a general store. 

And, incidentally, the first detailed description 
of this unusual hardware store appeared in your 
favorite magazine . .. HARDWARE AGE. 
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adds a new 
CYLINDER SCREEN and 
STORM DOOR LOCK 


— to its profitable line of SCREEN DOOR HARDWARE ! 





Now, Ilco offers a moderately priced, 
cylinder operated lock, designed for 
use On screen and storm doors. Attrac- 
tive, in either bright or dull polished 
brass finish; smooth and secure in per- 
formance and easily installed. Added 


to the time tested profit-makers in the 





Ilco Screen Door Hardware line, with 


Spring business just around the corner, No. 3425LP A new, neat and compact screen and 
storm door lock in polished brass finish, with cylin- 


Ilco again puts its dealers ahead in the der operation outside and slide button inside. Each 


annual competition for this valuable locks both knob and lever. Easily installed in bored 
mortises. Reasonably priced for volume sales. Also 


seasonal business. * supplied in dull brass finish — No. 3425LB. 


$4 2.5.4 5 3 3 4 
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No. 7426B Tubular screen No. 7446B Kim type screen No. 7456B Mortise type screen 
door latch set, in wrought steel, door latch set, with wrought steel door latch set, with wrought steel 
dull brass finish. Latch bolt is im, dull brass finish. Latch trim, dull brass finish. Latch bolt 


ee case is cast iron, dull brass fin- a ‘ : ie 
operated by knob or lever; slide ish. Latch bolt is operated by is operated by knob or lever; 


stop inside deadlocks knob. For {nob or lever; slide stop inside ‘Slide stop inside deadlocks.knob. 
use on right or left hand doors. deadlocks knob. For use on right For use on right or left hand 
Backset 134”. or left hand doors. Backset 14". doors. Backset 144”. 


No. 3001 Senior, screen and storm door closer, 
offers excellent value at moderate cost. Has protec- 
tive cushion spring which absorbs shock when door 
is slammed open. Pearl gray finish. For use on right 
or left hand doors. Ask about door closer mount, 
available for display. 








BE SURE TO PLACE YOUR ORDERS NOW FOR THIS“HIGHLY SALEABLE, SEASONAL HARDWARE, 


The merchandise offered in this advertisement is subject to any Government restrictions or limitations imposed, Zz — ~ 


INDEPENDENT LOCK COMPANY 
FITCHBURG - MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


OPS Gets Plan for Using List 
Prices for Dealers’ Ceilings 


Protests from thousands of hardware dealers against 
the unworkable features of retail price regulations are 
slowly but surely forcing the government to clear up 
its muddled price-control picture. 

The government’s first confession that Ceiling Price 
Regulation 7 (fixing mark-ups on the majority of re- 
tail goods) was not all it was cracked up to be, came 
early this month with appointment of a_ special 
subcommittee of hardware retailers to recommend im- 
provements and corrections in the existing orders and 
regulations. 

Operating as a unit of the Retail Hardware Industry 
Advisory Committee, the subcommittee was to tell OPS 
on May 15 what needs to be done if the government’s 
price-control program is to succeed. 

First step was taken on May 2 at the initial meeting 
of the retail hardware advisory group. Industry mem- 
bers of the committee warned the government bluntly 
that price-contro] machinery would collapse of its own 
weight unless unworkable kinks in the machine were 
straightened out. 

Meanwhile, a considerable segment of the trade 
would like to see hardware retailers removed from 
coverage of CPR 7 and placed under a regulation 
applying to manufacturers’ prices. Household refrig- 
erator and freezer manufacturers, for example, are 





See page 202 for important statement on hardware 


price control by OPS. 





pushing this idea with OPS this week. They point out 
that their industry has historically operated on the 
basis of published suggested retail list prices, with 
fixed discounts from the retail list prices in determin- 
ing prices at the wholesale levels. 
OUTLOOK—The subcommittee is expected to 
shoot at least three recommendations through 
its parent committee to the OPS officials re- 
sponsible for administering price-control reg- 
ulations. These recommendations will be 
directed toward solution of such problems as: 

(1) How to amend existing regulations to 

é permit retailers to retain their historical mark- 
ups in setting ceiling prices. 

(2) How to utilize effectively manufactur- 
ers’ and wholesalers’ suggested list retail 
prices. 

(3) How to spell out simple, workable meth- 
ods of keeping price records. 


10 


20 Pct Tax on Co-op Dividends 
Tentatively Voted by Committee 


The House Ways and Means Committee has tenta- 
tively voted to impose a 20 pct withholding tax on the 
patronage dividends paid by farm co-operatives. 

This proposal, if enacted into law, would yield the 
Treasury about $25 million annually in new income, 
according to present estimates. 

At the same time, the committee agreed to make no 
other changes in the existing tax status of co-ops and 
mutual savings banks. 


OUTLOOK—Although the tentative decision 
to impose a withholding tax on patronage re- 
funds may appear to be “small potatoes,” it is 
the first step in along campaign to bring about 

* equality of taxation among retailers and their 
tax-free competitors. You can expect another 
nove directed toward evening the load to be 
made next year. 


CMP to Cut Sharply Into Steel 
Supplies for Consumer Goods 


Production will be geared more than ever to steel 
supplies under the CMP which will go into effect as 
of July 1. Statements by some Washington officials 
to the effect that the defense program will not require 
more than 20 pct of national production cannot be dis- 
puted seriously at this time. But it does not tell the 
real story. Much more than 20 pct of some lines will 
be required. 

Manly Fleischmann, NPA Administrator, told HARD- 
WARE AGE that more than half of the steel output would 
have to be programmed during early months of CMP. 
This means that less than half of the steel production 
will be left on the free market for manufacturers of 
hardware and other consumer goods. A point often 
overlooked is that the types of steel coming under al- 
location by CMP are largely those most sought after 
by all manufacturers. 

Nearly all production of structural steel will have 
to be programmed under CMP, Mr. Fleishmann said. 
The NPA is prepared for and expecting demands for 
structural types of steel to amount to from two to 
three times estimated output. Requests for allocations 


(Continued on page 200) 
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EXCLUSIVE QUALITY GIVES YOU THE 
FASTEST SELLING HOUSEWARE 
LINE IN AMERICA 


NATIONALLY ADVERTISED 























v7 ARISTO=-MAT sales are larger. 
dv ARISTO=-MAT profits are bigger. 
¢¥ ARISTO-MAT buyers are satisfied customers. 


There is nothing like a satisfied customer to bring you more 
business — and more business means more and bigger profits for you. 


Made of U. S. STEEL, ARISTO-MATS ALL-Purpose 
Stove and Utility Mats give your customers the most 
beautiful protection that money can buy. 


The ARISTO-MAT line is pre-sold through national advertising and 
is a sales tested line that is in demand by your customers who want 
only the best. ARISTO-MATS not only protect stove tops and other 
fine surfaces, but add beauty and charm to every kitchen and add 
extra work space, too. 

Stock the complete ARISTO-MAT line. 
Display ARISTO-MATS in your windows... 
and use our Displ4dy Merchandisers. 

Check your stock and order ARISTO-MATS 


GET THE FACTS 
FROM YOUR JOBBER 
OR 
WRITE DIRECT 





icago 7, Illinois 


PHOENIX TABLE MAT ‘COMPANY e ¢€ 
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Ice Cube Jar 


This stainless steel Thermal Ice 
Cube Jar can be used for either hot 
or cold foods Insulation between the 
inner and outer metal shells insures 
temperature retentiveness for 
hours. It is electrically welded, un- 
breakable, and contains no glass 





liner or filler. Seams are crevice- 
free. There is a bail handle and 
tight-fitting cover, and the finish 
is non-tarnishable. Jar will hold 
25 to 30 ice cubes. Landers, Frary 
& Clark, New Britain, Conn. 


Cove Base Colors 


Continuous length Vinyl Plastic 
Cove Base is now available in nine 
new colors. These include ebony, 
navy, light blue, cherry, dubonnet, 
sea green, forest, chocolate, and 
smoky gray. The colors are perma- 
nent and won’t chip ‘or peel. A new 
folder describes the line. Fremont 
Rubber Co., Fremont, Ohio. 


Casement Operator 


This replacement operator 4706- 
H, can be used to replace nearly 
every type of metal casement oper- 
ator now used. Housing and crank 
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handle are die cast Zamak alloy, 
and the arm is rustproofed steel. 
The operator is packaged complete 





with instructions. H. S. Getty & 
Co., Inc., 3348 N. Tenth St., Phila- 
delphia 40, Pa. 


Three Arm Rack 


This chrome-plated three arm 
all-purpose rack contains a sleeve 
clutch extruded of flexible Aero- 
flex plastic. The sleeve, which is 
mounted on the erld of one of the 
arms, assures steadiness of the 
arms in any position while not im- 
peding fingertip pressure. Aeroflex 
sleeves are silent, not affected by 
humidity, and do not require oiling. 
Autoyre Co., Oakville, Conn. 





Test Swivels 


Two new 150-lb. test swivels for 
offshore fishing and surf casting 
are added to the rustproof Monel 
swiveling tackle. This tackle helps 
solve kinked and twisted heavy test 
lines problems, and does not need 
to be cleaned after use. Model 131, 





retailing for 15¢, is made with two 
end rings, and Model 132, retailing 
for 20¢, has a ring at one end and 
snap at the other. Endrings are 
extra smooth for less wear on lines, 
and lock-type snaps fit all lures and 
jigs. The. Bead Chain Mfg. Co., 
3ridgeport, Conn. 


Garden Dust 
This Knox Out Multi - Purpose 





Garden Dust, designed to kill most, 


garden insects and as a control for 
rusts, mildew and garden plant 
fungi, is packed in a 12-0z. blower 
dust gun. There are over 50 pct. 
active ingredients, which include a 
new high setting point DDT and 
sodium fluoaluminate and copper 
sulfate. This combination kills in- 
sects both as stomach and contact 
poison. Pennsalt Chemicals, B-K 
and Household Products Dept., 1000 
Widener Bldg., Philadelphia 7, Pa. 


HARDWARE AGE, MAY 17, 1951 


in 
Plumb 

Plumt 
sary cl 
plumb | 
The ph 
Plumb |] 
be lowe 
the elev: 
can be 
right lo 


placed ¢ 
and me 
E-Z Co. 
Ind. 


New ( 


The ] 
gun cas 
with a ] 
Place. 4 
guard, s 
rying s 
case. A 
tooled « 
bear, p 


HARDY 





s for 
sting 
Tonel 
helps 

test 
need 

131, 


two 
ling 
and 
are 
nes, 
and 
Co., 


pose 


NOSLas 


for 
lant 
wer 
pet. 
le a 
and 
yper 

in- 
Lact 
B-K 
000 
Pa. 


951 











in hardware merchandise... 


Plumb Line & Bob 


Plumb E-Z eliminates unneces- 
sary climbing and _ retying of 
plumb line cord in layout work. 
The plumb bob is attached to 
Plumb E-Z, and the bob may then 
be lowered by pulling down. If 
the elevation is missed, Plumb E-Z 
can be wound up or down to the 
right location. Cord is easily re- 





placed and the winder is of plastic 
and metal. Retail: $1.35. Plumb 
E-Z Co., 714 Conkey St., Hammond, 
Ind. 


New Gun Case 


The latest of the Boyt Five Star 
gun case line is fine grain leather 
with a pile cloth lining laminated in 
place. An extra long zipper with 
guard, sling leather handle and car- 
rying strap are features of this 
case. A wildlife design is hand- 
tooled on one side, showing deer, 
bear, pointer, setter, quail, pheas- 
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ant, duck or mountain lion. Cases 
are made in models for shot guns 
or rifles with scopes. The Boyt Co., 
New York Ave., at Third, Des 
Moines 6, Iowa. 


Masking Tapes 

This new line of paper-backed, 
pressure - sensitive masking tape 
covers a variety of home utility 
needs. There are two sizes of rolls, 
retailing for 35¢ and 98¢. A color- 
ful point-of-sale counter display 
box, ontaining 12 rolls, is available 
for each size roll. Display No. 30 
holds the %4 in. x 30 ft. tape roll, 





and display No. 90 (illustrated 
herewith) has % in. x 90 ft. tape 
roll. Behr-Manning Corp., Div. of 
Norton Co., Troy, N. Y. 


Wick Lawn Edger 


This Wick lawn edger is designed 
so that the cutting knife follows 
the contour of the ground and will 
not dig or plow. It features a self- 
sharpening, self-adjusting cutting 
knife, spring, heavy gauge spring 
steel cutting wheel and blade heat- 
treated for long life, a 4-in. rubber 

(Continued on page 184) 





TO HELP YOU 


SELL 


Le ee a 
AND OTHER DEALER 
SALES WELPS 


A new, sturdy and attractive two- 
color display box holds six Mouli 
graters. The cut-out top of the dis- 












play folds and stands up. Two dis- 
plays are packed to a shipper. Mouli 
Mfg. Corp., 91 Broadway, Jersey 
City, N. J. 


= 


Father's Day Aids 





ee ee 


Official Father’s Day promotion } 
and display material comes in a co- } 
operative service kit broadside. It | 


is in four colors and reproduces 
the official Father’s Day poster. The 


deluxe display has a three-dimen- | 


sional unit with canopy and table | 


for gifts and a grass floor base. 
There is a 22x28 in. poster, the 
mounted display, giant poster, 38x50 
in., 7-unit display set, 18x8% in. 
streamers, card toppers, 11x17 in. 
pennants, wrapping paper, gummed 
stickers and sales force badges. 
Suggestions for dealers in making 
(Continued on page 196) 
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Hardware Sales High 
In March; Jobbers' 
Stocks Up Slightly 


While latest reports of retail 
sales, covering March, show that 
sales this year are being main- 
tained at a rate substantially above 
any month of 1950, Wholesalers’ 
inventories, on the basis of weeks’ 
supply on hand, are only slightly 
lower. 

While 
their own 


dealers struggle with 

retail price problems, 
manufacturers are tackling the 
problems imposed by their own 
Controlled Price Regulation No. 22, 
and the question of refunds on any 
prices which may have to be rolled 
back after the order becomes ef- 
fective on May 28. 

Numerous manufacturers have 
taken the position that they will re- 
fund to their distributors and 
wholesalers the extent of any roll- 
back that the new price rules may 
necessitate. This would apply to 
merchandise in inventory, as well 
as to stock shipped between now 
and the rollback date. 

The problem of passing any such 
refunds along to the retail level 
poses the problems for wholesalers, 
chief of which will be the bookkeep- 
ing task of accounting for perhaps 
a few pennies on one or two items. 

Since manufacturers haven’t as 
yet announced any refunds that 
they may make, the action that 
will be taken by distributors has 
not crystallized. 
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> Trade Was Strong in Early Months 
> Makers State CPR 22 Policies 
> Instalment Credit Total Falling 


Major household appliances are 
in superabundance and manufac- 
turers are stimulating retail sales 
with strong promotional efforts. 
RCA and GE firmed the jittery 
TV trade by promising to hold their 
prices for the immediate future. 





March Selling Slower 
Than Was Expected 


Retail sales in all lines gained 
less in dollar volume than is usual 
in March. 

After allowance for seasonal in- 
fluences and trading day differ- 
ences, sales were down 5 pct from 
February, according to the Dept. 
of Commerce. 

Easter did not show the ex- 
pected increase. Department stores 
were affected by the reduced pur- 
chasing of appliances. 


Record Jobber Sales 
In First Quarter 


Estimated sales of wholesale 
hardware distributors in the first 
quarter of 1951, were far and away 
the greatest in history. 

The 3-month total of $854 million 
were $197 million greafr than in 
the like period of 1948, which pre- 
viously was the highest first quar- 
ter on record. (See chart, p. 222). 

March sales, as reported to the 
Dept. of Commerce, by 377 whole- 
sale hardware firms, was 9 pct bet- 
ter than February business and 44 
pet better than in the same month 
of 1950. 

Wholesalers had an 11.9 weeks’ 
supply on hand at the end of 
March, as compared with 13.6 
weeks’ supply, at the end of March 
1950. (See chart, p. 224). 








Soon after the imposition of the 
OPS Manufacturers’ Ceiling Price 
Regulation 22, many makers of 
products sold through the hard- 
ware trade began to notify their 
distributors that they would guar- 
antee them protection against any 
resulting price reductions which 
may be required after May 28, 
when the ruling takes effect. 


Housewares Manufacturers Guarantee Trade 
To Rebate Any Price Cuts Made Under CPR 22 





The following are the an- 
nounced policies of a partial list 
of manufacturers on this matter: 

Corning Glass Works, Corning, 
N. Y., has announced to its dis- 
tributors that it will credit its ac- 
counts with the full amount of 
any possible price rollback under 
OPS regulation 22, on Pyrex oven- 

(Continued on page 222) 


HARDWARE AGE, MAY 17, 1951 








RUS 


106 


HARI 


holesale 
he first 
id away 


million 
than in 
ch pre- 
t quar- 
p B22). 
to the 
whole- 
yet bet- 
and 44 
month 


weeks’ 
and of 
1 13.6 
March 





e an- 
al list 
iatter: 
rning, 
3 dis- 
its ac- 
int of 
under 
oven- 
,) 


. 1951 








There's more in this for you 
than meets the eye! 


Think of all the sales of other products be- 
hind every box of RB&W fasteners! 

RB&W bolts, nuts, screws and rivets are 
great hardware staples that constantly bring 
customers into your store and expose them to 
everything you sell. 

In addition to boosting other product sales, 
RB&W fasteners are top sellers in their own 
right, as hardware sales figures prove. And 
they’re one of the few profitable, fast-turn- 
over items that you can stock in quantity 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


without worrying about style changes- or 
damage. Thus, you keep time-consuming re- 
ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on your 
shelves . . . clearly-labelled to show in a jiffy 
the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 






RB&W 


THE COMPLETE 





Plants at: Port Chester, N. Y., Coraopolis, Pa, Rock Falls, Ill., Los QUALITY LINE 
Angeles, Calif. Additional sales offices at: Philadelphia, Detroit, 
Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 





106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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propellents. 





“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 


L 








DU PONT 





EK. I. du Pont de Nemours & Company, (Inc.) 








Hardware Stores rank high in sales of Aerosol Products 


The growing popularity of pressure- 
packed aerosol products is further 
shown by the fact that these prod- 
ucts are now stocked by 85% of the 
hardware dealers interviewed during 
the 1950 Du Pont survey of the 
aerosol market. 

Of consumers asked where they had 
most recently purchased an aerosol, 
18°, mentioned hardware stores. 
This indicates a large percentage of 
consumers shop in hardware stores 









Lio LrdaowEe 


The typical counter- or aisle-type 
display, above, is easily set up in 
any store. It’s an effective sales 
stimulator and costs little. 

Many aerosol manufacturers sup- 
ply attractive counter cards, window 
banners, folders, leaflets and other 
point-of-sale material. Some offer 
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for aerosol products. 

Hardware stores are logical outlets 
for aerosol products. . . particularly 
those relating to home uses, such as 
insecticides, household deodorants, 
silver polishes, moth killers and the 
like. Neighborhood hardware dealers 


* often find it well worth while to sug- 


gest that their customers try new 
aerosol products. Convenience and 
effectiveness of these products assure 
consumer satisfaction. 


STORE DISPLAYS HELP BOOST AEROSOL SALES 





Gu 


newspaper ad mats. Many jobbers 
and wholesalers gladly cooperate in 
arranging displays, and it is sug- 
gested that you talk with their repre- 
sentatives about similar merchandis- 
ing of aerosol products you carry in 
stock. Be sure to use these aids. They 
can increase your sales. 





NEW DU PONT SURVEY SHOWS 


How the “News” 
can help your selling 


The ““Du Pont Aerosol News’ hopes 
to report steady progress of the aero- 
sol industry. Aerosols have received 
an enthusiastic welcome from the 
public. Demand for them has in- 
creased markedly each year, and it 
will undoubtedly increase even fur- 
ther. 


As new aerosols appear, they offer 
new profit opportunities for retailers. 
Many aerosols have inherent sales 
appeal. They command attention... 
invite trial, often prove better, more 
effective, easier to use, neater and 
more economical than older forms 
of packaging. Re-sales are high. 

“Du Pont Aerosol News’ also 
plans to tell of successful retail ad- 
vertising and selling campaigns, and 
it is believed information of this kind 
will be useful to you in many ways. 








ee 








“It's Mrs. Pettingill... she wants to know have 
we got an aerosol that sings Happy Birthday ?” 
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Aerosol NI; WS 








REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


« » THROUGH CHEMISTRY 





**Kinetic’’ Chemicals Division, Wilmington 98, Delaware 





REND TOWARD AEROSOLS 





Many Aerosols 
Now on Market 


The 1950 Du Pont survey revealed 
that consumers are purchasing the 
many new aerosol-packed products 
that appeared on the market during 
the year. The list is rapidly expand- 
ing. Among the most frequently men- 
tioned types purchased were: 

Insecticides . 

Insect repellents 

Moth killers 

Household deodorants 

Protective coatings for silver, etc. 

Paints 

Hair preparations 
Both high-pressure (‘“‘bomb’’) and 
low-pressure (‘‘beer can’’) types were 
bought in gratifying quantities, al- 
though the popular trend is obviously 
toward aerosols of low-pressure de- 
sign. Report indicates that retailers 
can expect a-steady increase in sales 
and profits on all types of aerosols. 
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Manufacturers of “Freon” Propellents 
Look into Market for Aerosols 


Wilmington, Del.—Results of a na- 
tionwide survey of the aerosol mar- 
ket have recently been issued by the 
Du Pont Company, manufacturers 
of the “Freon” propellents used in 
most aerosols. The survey, fourth of 
its kind, shows that aerosol-packed 
products are steadily gaining con- 
sumer favor. 


DEALER SALES INCREASING 


Interviews with more than 2000 retail 
dealers in 42 trading areas, coast to 
coast, reveal that 70% now stock 
aerosols. Extent of dealer stocking 
and sales has shown a consistent in- 
crease since the first survey in 1947. 





furs, fabrics and finishes. 





When Were Aerosols Introduced? 


Aerosols (pressure-packed products) first gained notice from reports of 
‘bug bombs” used by G.I.’s of World War II. This new method of dis- 
pensing insecticides was remarkably effective and its success assured 
acceptance of similar products in home markets. 


The aerosol principle has now been applied to many new products, pro- 
viding new sales opportunities for alert, progressive dealers everywhere. 


Why Are “Freon” Propellents Best? 


‘*Freon” propellents are ideal for all aerosols because they are safe .. . 
nonflammable, nonexplosive, virtually nontoxic . . 


These propellents are also noncorrosive and stable, assuring trouble- 
free operation. That is why the majority of aerosol producers select 
‘*Freon” propellents. They assure you and your customers of complete 
satisfaction with their aerosol purchases. 


AEROSOL METHOD APPROVED 
Further analysis shows that more 
than 87% of these dealers report 
satisfaction with sales; also, that 8 
out of 10 dealers believe the aerosol 
method of dispensing is better than 
other methods. 


CUSTOMERS WELL SATISFIED 
To learn what users think of aerosols, 
2208 women in all 48 states were 
asked questions about aerosols. 47% 
had purchased aerosols during the 
year and over 95% expressed satis- 
faction with them. The report indi- 
cates the market is a lucrative one, 
fast-growing and of promising retail 
sales possibilities 
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Stock up now on these good-looking, long 


cities 


lasting, Hodell Porch-Swing Sets. They’re 
tops—standard equipment with over sixty 
per cent of swing manufacturers. Each set 4 
includes two complete Y-type chains and “\— 
a pair of ceiling hooks—everything needed 
to hang a swing. The chain is the neat, 
sturdy Bulldog pattern, a popular seller 
with the hardware trade for many years. 
Order now through your jobber for spring 
and early summer selling. Don’t wait until 
too late, as the supply may be short. 


HODELL 
CHAIN 


Sewes he Bede 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 












Hodell Porch-Swing Chains are “oagge. se in 
complete sets . .. one set to a box, clearly 
and attractively labeled. 


’ 
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‘DEPEND ON YOUR 
WHOLESALER 







He can still supply you with 



















- FARM TARPS & 
a TRUCK TARPS 


Millions of yards of canvas are going for defense, 
and this means future availability for the com- 
mercial market is uncertain. But as always look 
to your wholesaler who regularly carries an ade- 
quate stock of Eagle Tarpaulins to meet the de- 
mand. You may be sure he will take care of you 
during this emergency to the best of his ability 
and as long as the supply lasts. So now, more than 
ever, it’s to your advantage to depend on your 
wholesaler. Check your stock today and order 
enough Eagle Tarpaulins to supply the demand 
of your customers. 











EXCLUSIVE EAGLE FEATURE: 
Grommets won’t pull out because 
3 they’re anchored against rope bound 
‘ \ oy in hem . . . 203% more strength than 
te ordinary tarpaulins. 


Bers CARRY EAGLE TARPS 










4 OUT OF 5 wn .f 


“ 





F a“ 
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FARM TARPS AND TRUCK TARPS 


Manufactured by 


H. WENZEL TENT & DUCK COMPANY 


1035 PAGUA BIR EEF e we 2 eee ee Oe ee 
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APPROXIMATE WEIGHT 


Features 3% TO 3% LBS. 


Blade and front strap a single unit. 


Blade and straps forged from High 
Carbon Steel. 


Since 


C 1774 ) 


fully tempered. 


j 

’ 
Blade and lower section of socket care- c : ») | : 

4 


Straps are pre-formed. 


Uniformity in lift and balance of every 
tool — hang and balance never change. 


Pre-forming of straps the guarantee. 


Strength comes from its tubular shaped 
tempered socket filled by handle driven 


in under great pressure. 


Featherlite meets railroad track shovel 
weight test of 200 pounds. 


PARKERSBURG, W. VA. AMES BALDWIN WYOMING ae NORTH EASTON, MASS. 
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You cant let them 
forget you 


During the period when it is going to be impossible 

to supply your customers with all the fence they want, 
we'll still continue to remind them that American Fence 
is the best buy. However, it will be necessary to 

allocate the supply of American Fence among dealers in 
proportion to past business. This will be done as 

fairly as possible. Please be patient. 


Theres mote AMERICAN FENCE tn woe Than any Hher teand, 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO . COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM ° UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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ATKINS 


You need never disappoint a customer (or 
lose a profit) when you carry the Atkins 
“Silver Steel” line! For it includes hand saws 
for every purpose — for every customer! 
And they are saws you can sell with confi- 
dence—confidence that the customer will be 
satisfied—and stay satisfied! ...No other 
manufacturer makes “Silver Steel” saws. 
They are exclusive with Atkins and Atkins 
dealers. This is important because the 
words “Silver Steel” etched on a saw blade 
means that it is made of the finest, toughest, 
longest-lasting steel ever compounded for 
sawing purposes! 


Sell Atkins “Silver Steel” Saws and 
You Sell the Finest! 


Only ATKINS makes"S24er S&e2” products 


E. C. ATKINS AND COMPANY 


Home Office and Factory: 402 S. lilinois St., Indianapolis 9, Ind. 
Branch Factory: Portland, Ore. Knife Factory: Lancaster, N.Y. 
Brench Offices: Atlanta * Chicago + Portland * New York 


4 + 
Pane wet 


WATEINS ALWAYS AuEAD” 
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BIG LAWNS Formal Gardens 
a WeediPatanes % 


Whatever the Grass Cutting Problem... 
| Facobsen | Has the Answer 












































SIDE WHEEL MOWERS 


for Fast, Open Cutting 


REAR DRIVE MOWERS 


for Landscaped Lawns 


Noted for rugged stamina and 
easy handling on lawns of 
all sizes. Three models: 
cutting widths 
from 21 to 26 
inches (includ- 
ing riding type). 


Reel type mowers with rear drive 
for close trimming and superb 
smoothness of cut. 
Three sizes: 21, 24, 
and 30-inch cutting 
widths (including 
riding type). 


POWER UNIT WITH LEAF MILL, 
SICKLE MOWER, LAWN MOWER 


X 
_ 


ROTARY DISC MOWERS 


the Combined Purpose Machines 
















Here’s a new labor-saving 
combination. With these attachments, 
the Model A does the work of three 
machines, handling weed cutting, 
lawn mowing and leaf , 
disposal jobs quickly, 
easily. The dependable 
quick-starting Jacobsen 
engine has ample 
reserve power. 
Attachments mount 
easily, with only 
three nuts to tighten. 


Ideal town and country mowers 

because of their ability to cut all 
growths quickly, cleanly. Seven 

models: cutting widths from; 
18 to 62 inches (in- 
cluding riding 
type). 





“Write for full details on the new Jacobsen- 
Worthington sales program — planned Ga" 
for your maximum profits — with the most * iy awe 
complete line in the industry. ~. MANUFACTURING COMPANY 
RACINE, WISCONSIN 


as 
IMRT sess 
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10.000.000 PEOPLE 


read all about 
Taylor Instruments 


Cash in! Your customers are sure to be among 
the 10,000,000 people who read about Taylor 
Instruments in Fie_tp & STREAM, THE SATURDAY 
EvENING Post, Betrer Homes & GARDENS, PAR- 
ENTs , House & GARDEN, House BEAUTIFUL. 


Adds fun to any motor trip! Tay- 
lor Auto-Altimeter* with 22” 
dial in attractive plastic case. 
Available in 3 ranges: 

5,000 ft. (No. 2068C) $ 9 ea. 
10,000 ft. (No. 2068D) $10 ea. 
15,000 ft. (No. 2068F) $12 ea. 
Order through your wholesaler 

today! 


Fish hate—customers love— 
this Taylor Fisherman’s 
Barometer that tells when 
fish are biting! Right 94 
times in 100, say hundreds 
of reportsfromveteran fish- 
ermen in sports journals 
the world over. Predicts 
local weather, too. Good 
grade barometer move- 
ment in 314” green plastic 
case. No. 2280, retails for 
$9. For altitudes 3500— 
7000 ft., $10. Order through 
your wholesaler today! 





Tells ’em where to fish—shallow, med- 
ium depth or deep. Taylor Fish-Finder* 
Thermometer has rugged 5x1” stain- 
less steel scale with easy-reading 
etched figures and graduations. Water 
cup guards bulb against breakage. 
Handy size for tackle box. Good for 
air temperatures too. No. 5280 retails 
for $1.75. Order through your whole- 
saler today! 










Taylors 
| Centennial 
ACCURACY FIRST 
Li, SINCE 185: 


NOY 






Taylor Instrument Companies 
Rochester, N.Y., and Toronto, Canada 
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Sell Taylor!—the best known name in fishing 
barometers, thermometers, compasses, Auto- 
Altimeters*— other much needed instruments 
for sports —trips— vacations! You Make At 
Least 40% Gross Prorit On Every ITEM. 





FISHING THERMOMETER 


Shallow Fishing 
Deep Fishing 


Cold Water 


Warm Water 


STAINLESS STEEL 





Pulls ‘em in the minute they walk in your door! Eye-catching 
Taylor Fish-Finder display mounts one Fish-Finder Ther- 
mometer on front—five more on back to simplify stock handl- 
ing. Small 8” x 12” easel type display turns small counter space 
into a steady profit-maker. You receive a new counter card 
with each re-order. No. 528012, 6 Thermometers on card, your 
cost $6.30, retail price $10 50, your profit, $4.20. 

Order through your wholesaler today! 


Tell 'em they can't get lost with 
this Taylor Gydeway* Compass. 
Smart campers buy two. Always 
accurate. Rugged 2” maroon 
plastic case. Jewelled center. 
Sensitive, automatic-locking 
bar needle. No. 2935 retails for 
$2.75. Order through your who!e- 
saler today! 


*Trade-M 


—= 


TAYLOR INSTRUMENTS 
MEAN “ACCURACY FIRST” 
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| sell the featu res...and the 
| ‘... F eS sell COLU M BIA! 
8 
fishing 
Auto- 
uments 
KE AT 
EM. 
You pack a wallop of sell when you can truthfully 
nahin tell prospects, “Here’s a Columbia Feature no other 
hendt- bicycle can boast of!” 
Ching And one of the best and most popular of Columbia’s 
d, your many exclusive features is the sleek Full Length, 
Full Protection Chain Guard. It means safety, cleaner 
: riding and the neater, streamlined bicycle chassis 
eet ne that makes Columbia stand out in any crowd. 
Metebike — The kids love it! 
tt So be sure to emphasize the patented, Full Length, 
——— Full Protection Chain Guard by Columbia, when you're 
oon . 
enter. selling. It’s one of the many great features that make 
= “ter Columbia Bikes so easy to sell . . . so hard to sell 
whole- against! The Westfield Manufacturing Company, /, 
Westfield, Massachusetts. 
de-Mark *Reg. U.S. Pat. Off. 
EVERY MODEL “GUARANTEED 
AS LONG AS YOU OWN IT” 
ST” “SINCE 1877 .. . AMERICA’S FIRST BICYCLE” 
1951 HARDWARE AGE, MAY 17, 1951 * 
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Leading 


National Magazines 





Aladdin Industries, Incorporated 
4 Nashville, Tennessee 
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, These 
Advertisements 


Wit Appear in 





“Puts it ANY place he wants — he must 
have a STEPGLASS® Rod!” 


MORE THAN 
6,500,000 
Copies of 


OUTDOOR 
PUBLICATIONS 


GEST tW GLASS 
SOR PERPECT CASTS 


A new rod...with a new action 
that will amaze you! Exclusive 
step-taper tip has live power for 
distance with light lures — and 
backbone for accuracy and to set 
hooks solidly. Five lengths: 4 ft. 
to 6 ft. $19.95. Other solid glass 
casting rods $7.95 to $18.50. 


4 












that 


Your Customers 
Read... 





New! sointep ExPLoRER® 
Tantalizing action gets re- 
sults! Travels deep. Weight 
1/2 ounce. $1.50. “Fire- 
lacquers” $1.60. 


Be Sure 
to Have 
this Tackle © 
when They 
Ask For It... 






New! smsaouzre 
Fish can’t resist it. 
Semi-weedless.Trav- 
els shallow or deep. 
Wr. 5/8 oz. $1.25. 







FREE! Write now for 
*51 issue of ‘‘Fishing— 
What Tackle and When.” 


SOUTH BEND BAIT CO. 
910 High St., Seuth Bend 23, Ind. 


See Your 
Jobber Now 
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“That SUPER SNOOPER® Sure Fooled Me, Mac!” 


New Gai}s 


Only a fish could tell you how 
these new baits really fool the 
big boys. It’s their tantalizing ac- 
tions —their life-like finishes that’ 
make them so different. Get them 
... if you want fish you can really 
brag about. 





“FIREMOLD” 
SUPER SNOOPER® 

Darting, diving surface \ 
bait. Fluorescent ‘‘Fire- ~ 
powder” molded in plas- 

tic body. Wt. 1/2 oz. $1.35 





EXPLORER® 
Fish can’t resist it. 
Travéls medium to deep. Wr. 1/2 
oz. Regular and jointed $1.25, $1.50. 
“Firelacquers’’ $1.35, $1.60. 





‘ } Ou 
GoPLUNK® ~ 


“Pops” and “plunks” to baffle 
bass. Great for night and surface 
fishing. 3/8 oz. 4 finishes. $1.50. 







FREE! Wrice for’S! is- 
sue of ‘Fishing —What 
Tackle and When.”’ 
SOUTH BEND BAIT CO. 
\ High St., South Bend 23, ind. 
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Styled celling | 


for todays : 
Congowall for 1951 


TRADE-MARK 





No wonder dealers like to handle Congowall! It’s a pack- 
age sale, over-the-counter, and your profit’s in the till... 
no installation follow-up, no difficulties. Your customer 
can put it up herself, and does! These pictures in Congo- 


wall national advertising show her how easy it is. 
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Every woman in the country who would like a more 
modern, work-saving kitchen, bathroom, or hall is a 
Congowall prospect—sell her with the Gold Seal, the 
strongest warranty in the industry! Be sure you stock 
the complete line of fashion-right colors in solid, multi- 


. 


shaded, and marbleized tile designs! 


Congoleum-Nairn Ine. 


Kearny, N. J. Makers of guaranteed floor and wall coverings: Nairn Linoleum 


+ Co 
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Nairn Asphalt Tile © Nairn Self-Polishing Wax ¢ Congoleum ¢ Congowall 


© 1951 CONGOLEUM-NAIRN INC, 
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Your new line — newly designed in 
bright new colors; new products for 
new merchandising. Engineered by a 
quality house with a quarter century 
of experience in rubber goods. There 
are 30] Prettyware rubber housewares 
for every room in the house. You see 
some of them here—our catalogue shows 
our complete line—send for it today. 


Melly ware 


PRETTY PRODUCTS, INC. 
COSHOCTON, OHIO 


Offices: Empire State Building, 
New York and Principal Cities 





Nationally Advertised 
FAIR TRADE Contract Price 


$1495 









@ Women who have tried the MET-L-TOP 
sit-down way of ironing say: “‘I never realized there would be 
such a difference. It’s so restful!’? The word is going around 

. a big new replacement market is open... every home is 
a prospect and every day more and more women are asking 









These “Speed-Top” MET-L-TOP models 

















for the. 





— 


IRONING TABLE 


In MET-L-TOP you not only have the sales prestige of the 
“Big Name” in ironing tables, but the advantage of more features 


that women want. You can sell “‘the difference”... 
difference” that clinches sales. 


and it’s “‘the 


HERE ARE SOME of the BUY-APPEAL FEATURES 
YOU CAN POINT OUT to CUSTOMERS 


o Easily-Operated Touch Con- 
trol Lever—Convenient finger- 
touch control is located just under- 
neath the table edge...no grop- 
ing or fumbling. Six height 
adjustments, from 26 to 35% 
inches, made instantly. 


® Automatic Safety Lock: This 
ingenious, self-operating feature 
locks the table at the lowest posi- 
tion. Table cannot collapse acci- 
dentally. 

@ Extra Comfort: This new 
MET-L-TOP provides the extra 
comfort of sit-down ironing. For 
stand-up ironing the table is quick- 


ry GEUDER, PAESCHKE & FREY CO. 


Milwaukee |, Wisconsin 


CONSUMER PRODUCTS 





See opposite page for more of the wide G. P. & F. Line 


ly adjusted to the right height to 
avoid back and arm strain. 

© Double Top is an _ exclusive 
MET-L-TOP feature. Two sheets 
of steel are firmly pressed together 
and eyeleted. Top never sags or 
buckles—full 15 x 54 inches in size. 
® Self-Leveling Front Foot al- 
ways keeps the table level. The 
wide sturdy feet rest firmly on 
floor... will not tip, wobble or 
creep. Rubber tipped feet protect 
floor. 

@ Non-Snag Construction, 
smooth, rounded metal parts, 
sturdy, rigid tubular legs. 











give you a complete line of outstanding 
ironing tables 
BO 





ADJUSTABLE-HEIGHT MODEL 


This famous MET-L-TOP Ironing Table is easily and 
quickly adjustable to seven different standing positions... 
just the right height for short, tall or medium women. Has 
the many features that have made MET-L-TOP famous 
...including exclusive double-top with hollow channeling 
- all welded and riveted construction ...mno screws or 
bolts, no annoying squeaks or wobble, and many others. 
Nationally Advertised FAIR TRADE $ 1 095 
Contract Price, 
@ NON-ADJUSTABLE MODEL: For women of 
average height, this model is the ideal ironing table. Has 
all the features of the adjustable-height model, except 
height adjustment. Should be tested to make sure that it 
is the proper height for the customer. The advantages of 
the adjustable height model, when needed, are well worth 
the extra dollar. 
Nationally Advertised FAIR TRADE $995 


‘ontract Price, 





for extra profits 


feature MET-L-TOP tai- 
lored-to-fit pad and cover sets. 
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ADD TO YOUR PROFITS 
By Stocking These Items 
From the Wide G.P.&F. Line 
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@ For over 70 years, American 
farm and city homes have used and praised G. P. & F. 
Cream City Galvanized Ware. Individually hand- 
dipped... every seam and crevice is sealed with molten 
zinc to protect it against rust and corrosion. Special 
metals are added to give the finish an attractive spangle. 








Here are just a few leaders 
in the Cream City Line 











@ The Cream City Tinplate 
Line of Dairyware is a profit line for the hardware 
trade. It’s complete in items that are well constructed 
and easy to clean. Gives you quality that creates cus- 
tomer satisfaction. There are a variety of items in the 
line, including pails, strainers, cream cans and milk 
kettles. The pails and strainers are available in all 
popular sizes and price ranges. 
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For the “comfort” of radiant heat today 
steel pipe is first choice— 


Self preservation is the first law of nature and man’s urge 
to seek comfort is part of it. Civilizations long extinct knew 
that, too. The ancient Greeks had a word for it which means 
the same but doesn’t look nor sound as warm and friendly as 
our own word “‘comfort.”’ 


But in whatever language you say it, one of the ways of 
attaining comfort is by keeping warm, and the Ancients knew 
about radiant heating centuries ago. By passing smoke and 
hot gases from their fires through ditches and ducts, they 
warmed the floors and radiated heat throughout their homes. 


Today radiant heating brings sun-like warmth to every room, 
in a completely scientific and effective way, by circulating hot 
water through embedded steel pipe coils. Proved through more 
than 60 years of service in conventional hot water heating sys- 
tems, steel pipe has every quality required by modern radiant 
installations . . . low cost, strength, weldability, formability, and 
complete suitability. 


Yes, if the Greeks had known about it they would have had 
words to say ‘'steel pipe is first choice,’’ too. 























aL 
il J 


The ancients utilized channels beneath their floors 
to draw hot gases through from firebox to chimney, 
as shown above, thus warming floors. 











CHIMNEY 





























Today steel pipe coils are embedded in floors or 
ceilings during initial construction to provide ad- 
vantages of radiant heating. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL 


INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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SCOTSMAN 
hit 


@ ONLY SCOTSMAN hastheexclusive, patented‘‘ THRIFT- 
PILOT” burner. Burns at True Pilot Stage . . . one 
quart of oil lasts 12 hours . . . saves up to 50% in 
mild weather! 

@ 100% AUTOMATIC HEATING WITHOUT ELECTRICITY! 
New ‘‘Add-On”’ thermostat keeps temperature constant 
... within 2 degrees at all times! No wiring expense. . . 
no electricity needed. A selling feature without parallel! 

@ SQUARE HEAT CHAMBER. Over 25% more heating sur- 
face than ordinary round chamber! 

@ LARGE "HEAT-ECONOMIZER.” Increases radiating sur- 
face, Reduces chimney loss, Saves fuel, Speeds up 
warm-air circulation! 

@ MORE "SALES-CLINCHING” FEATURES! A MODEL 
FOR EVERY PROSPECT! 








1951 SCOTSMAN SPACE 
HEATER PROMOTION 
- » » THE GREATEST EVER! 


The sensational SCOTSMAN“ Gift Automatic Thermostat” 
promotion, coming soon, will move SCOTSMAN heaters off 
your floor as never before! It will make the SCOTSMAN 
heater line one of your most profitable major appliance 
lines! Every detail has been planned for you. Complete 
promotional material will be furnished. We’re going “‘all 
out” to see that every SCOTSMAN dealer is guaranteed 
faster sales, easier sales and greater profits! Get on the 
band wagon for more business with SCOTSMAN because 
SCOTSMAN MEANS BUSINESS! 
Peron. | 
es | recoTsmen : 1s Ri 
Tt) Sa Caan 


~~ 
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SCOTSMAN 


GAS HEATERS 


Testeslanl ol 


@ NEW, IMPROVED “All-In-One” 100% AUTOMATIC 
SAFETY SHUT-OFF CONTROL! The greatest im- 
provement in heater controls in years! Completely auto- 
matic! Completely SAFE! 

@ ‘“‘NO-FLASH-BACK” STAINLESS STEEL, RIBBON TYPE 
BURNER! Will not corrode, rust or burn out. Silent burn- 
ing. Highest efficiency! 

@ COMPLETELY AUTOMATIC HEATING WITHOUT ELEC- 
TRICITY New “ Add-On” thermostat. An unsurpassed sales 
feature! 

@ LARGE HEAT CHAMBER . . . DOUBLE "GAS-ECONO- 
MIZER” Gives more winter comfort from every penny’s 
worth of fuel! 

@ MORE SELLING FEATURES FOR QUICK, PROFITABLE 
SALES. 








DO YOU WONDER THAT 
SCOTSMAN SALES ARE 





pe mg Our WHY <r, 
LL SCOTsman” 
AMERICAN Gas ‘ 


Dept. HAS}, Albert lea, Minne 

cy Please send Complete oe 
C1 Seng me full details 
CG Sena details on the 


T’S EASIER to 


WRITE 
MACHINE Co, TODAY! 


Catalog and Prices. 
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The only rubbish burner with 
the non-losable “zipper” top 
which opens and closes by a 
simple push-pull. Sag-proof 
VOLCANO bottom speeds 
burning. Full welded, reinforced 
construction lengthens life. 


















































cH 
| su 


CALA Ne 























ZIPRTOP Rubbish Burners are 
still available—always in 
demand—the best value in all 
ways! Order from your jobber. 







<< UNION STEEL 
)" PRODUCTS COMPANY 


Hardware Division - ALBION, MICHIGAN 
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® Another reason why the Sargent 4500 
leads among bored-in locks — the 4500 
requires only a 114” crossbore. 


Quick and easy to install, once a builder 


A better lock by — 
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New York 


1 The smaller the bore 
The stronger the door” 






ee 
ipo Rite 
ae : 
at ie ¥ 
i, 4 ey, ae 


The Sargent 4500 requires only a 1%” crossbore 





has used the 4500 line, he chooses them 
for every job. 


That’s why the Sargent 4500 is the most 
profitable lock for you to sell. 


Ask your supplier or write us 
for full information. Dept. 1E 


Sargent and Company 


NEW HAVEN, CONN, Chicago 


Builders Hardware and Fine Tools since 1864 
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% AN ALL-AMERICAN FAVORITE— 
FAST-MOVING, PROFITABLE 


@ You can get every kind and size of chain your customers need 
from one source . . . AMERICAN CHAIN & CABLE. Everybody knows 
AMERICAN Chain. It has served generations of the same families. 
It’s an accepted brand. It’s an “‘All-American”’ favorite. It sells 
fast. It makes money for you. Check your stock. Order today 
from your American Chain wholesaler. Sell AMERICAN. 
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ACCO CHAIN 
SALES-MAKER 


This display reminds 







your customers of the ocete 
. a OS 
chains they need. It 1.2 SS eee 
4 ~J0: arateteteteterer 
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lets them handle it, _v.2leretetetetete® 


and that sells chain. D 















SASH SAFETY 
MACHINE TENSO LOCK LINK 
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Good for new and old clerks— 
Good for new and old store owners— 


“Fingertip Facts about Hardware Chain’’ 


Write today for your copy. 
‘The best thing of its kind ever published.’’ 
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BARCALO PRODUCTS 


get customers 


for you... 
nd help you keep ’em | 


Qa 











Cut yourself in 


BARCALO S 


















Catalog No. D-4. 
Pkgd. 12 per box. 
Wet. per box 3 Ibs. 14 ozs. 


DIAGONAL PLIERS. ... Sell a lot of these new, improved 
Barcalo Diagonal Pliers. They’re the perfect wire-cutting tool 
for home workshop use. Priced for quick sales and fast turnover. 
An ideal leader for your tool department. Light, easy to handle, 
with slim, streamlined neck, designed especially for reaching 
hard-to-get-at places. The extra-long cutting edges are tem- 
pered for years of reliable service. 6” long, with Blued handles 


and Polished Head. 


” nee ttn, Wy, 


ee 


No. 4467 714” long. 
Wet. per box 6 Ibs. 12 oz. 
No. 4468 814” long. 


Wet. per box 11 Ibs. 8 oz. 


LINEMAN PLIERS... A quality Barcalo tool that prac- 
tically sells itself, these drop-forged Lineman Pliers have been 
designed to give complete satisfaction. The keen cutting edges 
are tough and durable, accurately tempered to do their cutting 
job. Blued handles with Polished Head. Packaged 12 per box. 


Available in two sizes. 


ORDER NOW from your Barcalo representative 


BARCALO MANUFACTURING CO. 


BUFFALO 4, NEW YORK 









HARDWARE AGE, MAY 17, 1951 











sroved 
ig tool 
nover. 
andle, 
iching 
' tem- 
andles 


yrac- 
been 
>dges 
ting 
box. 


L951 





a ee es ee 


Zz 








Sliding Rear Pane! Door 


ne 
———$—— 


| 
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interior Height Dimension 
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Safety Glass "4 . : oe } Bs | | D | Ss Pp L AY Cc A s € 


Rigid Steel Frame 


All Welded Steel 
Construction Baked- 


On Enamel Finish. EA. 
m Ste. 


20" Wide 


— | 
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21 Speces for 21 Populer a ia 1 Si h Pieted 
Drill Sizes 1/16" to 1/2". Drill Slee Gauge Chrome Plete 
Each in Easily Accessible 

individue!l Spoces 








Sine and Spece for Selling Price as og ng tog ee og nang tae er ee 
The hardware dealer who's out to make more sales and more cash HOW “PILFER-PROOF” HELPS YOU 
profits on drill bits knows that “out of sight—out of mind" means © Requires Only 2 Square Feet of Coun- 
“out of sight—no sale." That's why he has switched his "hidden" — A Complete Oril Depert- 
drill stock from bins and drawers to the "Pilfer-Proof" Display Case © Censt Opecinn f Glen Bors Hrotinn 


in order to cash in on the natural instinct of people to buy what they Easy Access to Drills. 


No Fumbling, No Hunting—Correct 
3 - eis Drill Sizes Always at Dealer's Finger- 
you can also enjoy these improved drill bit sales and profits. tips. 


Eliminates Losses Through Theft. 


can see, For the small investment in a Century drill bit merchandiser 








DEALERS NET PRICE $18°9 CASE ONLY—DRILLS EXTRA 





NATIONALLY DISTRIBUTED AND 


Sold Through Leading Wholesalers Every where 
CENTURY DRILL & TOOL WORKS - CHICAGO - NEW YORK 


a DIVISION OF AVILDSEN TOOLS AND MACHINES, INC. — FACTORIES: CHICAGO « NEW YORK 
For names of Century Wholesalers in your area write to “Advertising Department," 311 South Green St., Chicago 7, Ill. 
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NCREASE your sales of WYTEFACE* Steel Tapes and Tape 
Rules by putting this merchandiser to work in your store. 


It 


¢ It displays a popular assortment of WYTEFACE Steel Tapes 


SELL MORE 
STEEL TAPES 








Front and rear views of the all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


takes less than 1 square foot of space, yet: 


and Tape Rules where more customers will see 
and buy them. 


Its glass front and sturdy metal construction dis- 
courage pilfering. 
It has a roomy back compartment which holds 
a complete stock. 


It has sales helps printed on the back to aid 
your clerks in making sales. 


Next time you order WYTEFACE Steel Tapes 


and Tape Rules and Refills ask your jobber for 


KEUFFEL & ESSER CO. 


NEW YORK °* HOBOKEN,N.J. * CHICAGO * 


40 


either one of the two assortments which come to you packed 
in this handsome display. 


You, as a hardware dealer, already know the sales ad- 








ve 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials. 
Slide Rules, 
Measuring Tapes. 











EST. 1867 


ST.LOUIS °* DETROIT 


vantages of WYTEFACE Tapes. The black markings on the 


white background are easy to read in any light. 
The patented white surface prevents rusting and 
will not crack, chip or peel off—and it is easy 
to keep clean. 


With this merchandiser, you can sell WYTEFACE 
Steel Tapes and Tape Rules faster than ever before. 
For complete details, ask your jobber or write 
Keuffel & Esser Co., Hoboken, N. J. 


* Trade Mark, Wyteface Steel Tapes are protected by 
U. S. Patent 2,089,209. 


SAN FRANCISCO © LOS ANGELES * MONTREAL 
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| 90s Profitable FROM BOTH SIDES 
OF THE COUNTER... 


CHANNELLOCK 
Made onty by 


CHAMPION DEARMENT 
































When you sell Channellock pliers you profit— 
but, so does your customer . . . to an even greater 
extent. He gets more than a pair of pliers, he gets 
the benefit of the labors of skilled craftsmen—of a 
company, which for nearly 3/4 of a century has been 
producing highest quality tools. Channellock pliers will 
/ give him longer service because of their outstanding features 
—No Wear On The Joint Bolt, Longer Service, Greater 
Strength, Closely Spaced Adjustments—and because they are 
made by Champion DeArment. You ‘sell Channellock Pliers 
proudly—you know that your customers can find none better. 
And remember—Only Champion DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. Meadville, Pa. 


Send for Catalog Dl Today. 





Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 


CHAN yg, LOCK 
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THE NATIONAL CASH REGISTER COMPANY 
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al Adding Machine 


with time-and-effort-saving features 
never before combined on one machine 























Aut ti Subtractions in red. 
Can never be mistaken for 
additions. Stand out promi- F 
nently even after amounts 
have been “checked off” 

on the tape. Identified in- 
stantly, for everyone knows \ 
the meaning of red figures. 


clear signal. Gives 
automatic printed proof of 
whether or not the machine was 
clear when the operator started 
to use it. 



















Automatic space-up of tape. 
Spaces tape to correct tear- 
off position when total is printed. 
Saves time, effort, paper. 






Large answer dials. 
Always show the accu- 
mulated total in large 
numerals. Permit use of ; 
machine without tape. ! ; 







} Automatic credit balance. 
1 Actual minus totals are auto- 
matically computed, and print- 
ed by a single touch of the 
total bar. Prints in red, with 
CR symbol. 









Heavy duty construc- J 
tion. Compact for desk 
use. Portable enough 
to move about, yet rug- 
ged enough tocarryon 
through long years of 
hard service, 






Full, visible keyboard. All 

: ciphers print automatically — 

; : saving time, motion, and effort! 

Two or more keys can be de- 

pressed simultaneously. Amounts 
remain visible until added. 











Easy-touch key action. Depression 
of keys is practically effortless, yet 
sufficient to tell you when you have de- 
pressed a key. Tensionis uniform 3 Y20z. 





The National Cash Register Company presents both time and effort. 





an Adding Machine designed to produce more 
work with greater accuracy and with less time 
and effort. Backed by National’s 67 years’ ex- 
perience, and representing years of research, 
the NATIONAL ADDING MACHINE has time- 
and-effort-saving features never before com- 
bined on one machine. 

National’s superiority is due mainly to the 
many things it does automatically. What a 
machine does automatically, the operator can- 
not do wrong—that promotes accuracy. What 
a machine does automatically, the operator 
does not have to do at all—and that saves 


for a demonstration in your 


Check the features shown above against 
your present machine or method. They are ex- 
amples to give you some idea of the new heights 
of achievement reached in this National. But 
only by an actual demonstration, on your own 
work, can you fully realize how this remarkable 
machine will benefit you! 
Call your local National Cash 
Register Company’s office, or 
the local dealer for National 
Adding Machines,andarrange 


office, on your own figure 
work...or mail the coupon. 





c 
4 
: THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 
1 Please send me booklet NAME..............-..506- SVoccecese ) 
i describing National Add- : 
| ing Machines. (No obligation.) ADDRESS.............. a H 
I 

DAYTON 9, ' Oe ee See nee ZONE 

OHIO ; representative give me a \ 
\. Pilabcovessdiwonen 
i free demonstration. STATE ADDING MACHINES + 
i : ACCOUNTING MACHINES 
{ 
| 
AS ec sas | a eee 
HARDWARE AGE, MAY 17, 1951 


























“Crescent” is our trade-mark, registered 
in the United States and abroad, for 
wrenches and other tools. Sold by lead- 
ing distributors and retailers everywhere 
and made only by Crescent Tool Com- 


pany, Jamestown, N. Y. 


44 











In the minds of millions of tool buyers the name “Crescent” 
on an adjustable wrench means “this is a quality wrench.” 
When any product...be it tools or tea...has sales of 45 million, 
it must be good from every angle. Crescent is proud of this 
record...and because of this record, takes extra pains in manu- 
facture to maintain the high quality which has long been 
synonymous with the names... CRESCENT and CRESTOLOY. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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‘SKIL Home Shop Tools sell themselves 


Says Floyd Mercer, Mercer Hardware, Miami, Florida 


The attractive display 
shown in use at Mercer 
Hardware is one of two 


designs available from 


“There are plenty of reasons why I’m glad I’m a SKIL 
Home Shop Tool Dealer,” says Floyd Mercer. ‘‘Dealing 
with the company is both pleasant and profitable. We get 
good selling support through national advertising* and 
dealer aids—fine cooperation in service and merchandising. 

*‘And when I say these tools sell themselves, I know. 
We have a rental service and we find that when we rent 
a SKIL tool to a customer, he buys that tool. This hap- 
pens time after time.” 

Your SKIL Wholesaler will give you all the details on 
becoming a SKIL Home Shop Tool Dealer Better call 
him today! 





your wholesaler. 


*National advertising features new 
“HOW TO BUILD IT” Promotion. 


Working for you now in ““The Satur- 
day Evening Post’’ and 5 other 
national magazines. Gives actual 
DEMONSTRATION of the many ways 
SKIL Home Shop Tools can mean 
better living at big savings. Presells 
prospects for you, the independent 
hardware dealer. Only you have 
the SKIL Home Shop Tools that 
make the sale every time —16 in 
all, every one packed with power, 
easy to use, and fully guaranteed. 













ome 
eis’ 
~ / 

SKIL itnine Whee Too 


SKIL Home Shop Tools 
are packed in 
self-display cartons. 
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Is are made only by SKILSAW, Inc. 
Avenue, Chicago 30, Illinois 


Factory branches in principal cities * In Canada: Skiltools, Ltd., 66 Portland Street, Toronto, Ont, 





SAWS © SANDER-POLISHERS ® 
BELT SANDERS * OSCILLATING 
SANDERS ® DRILLS © DRILL KITS 
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..» WARREN-TEED WRECKING BARS 


Warren Tool makes No. 45 Wrecking Bars fast! 

They are completely machine-forged .. . 

one every three seconds. Low cost, volume production 
means more Wrecking Bars for you to sell. 

Made by the world’s largest producer of Wrecking Bars, 

No. 45 is well-known by carpenters and other workmen 
who use well-balanced, capable tools. 

Machine-forged of carbon steel, No. 45 Wrecking Bar has a 
rugged, powerful pull and is as handy to use as a claw hammer. 
A sharp chisel edge, set at the best angle, 

makes prying easier. The special pulling end 

is inset so nail heads can’t slip through. 

No. 45 Wrecking Bar is made in sizes from 2” x 12” 

to %” x 36”. For a fast moving item, 

that can be delivered, order today from your jobber. 


Carpenter’s Wrecking Bar — No. 45 


WARREN, OHIO 
CHICAGO @, tit. 


GENERAL OFFICES 
GENERAL SALES OFFICES - 105 W. ADAMS ST. - 
EXPORT. DIVISION 30 CHURCH SFT. 


NEW YORK 7, N.Y. 
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Here’s NEW BEDFORD’S 
triple play for profits 


Pre-measured rope —in three 
sizes of self-dispensing cartons 


PN Male M-> 410° ae)5 0) 













New Bedford dealers are raising their sights on rope profits! They've 
got a three-way better way of selling better rope. Check New Bedford 
Sales Plus Values. Take a tip from dealers all over the country. 
Stock New Bedford for more profitable, faster sales. 


Q You handle all of your customers’ requirements from three space-saving sizes of 
cartons. Each carton contains full or half-coils, thus saving valuable floor space. You 
don’t need double inventory to service accounts. You save money too! 


Distinctive self-dispensing carton acts as its own salesman. Easy-to-read specifi¢a- 
tions are displayed on the sides; manila is packed in red cartons—sisal in green. 
Factory red markings at ten-foot intervals cut handling time in half, let customers 
know they are getting the exact length of rope they ordered. Rope stays factory fresh, 
free from snarls. No trouble with collapsed coils—no straps, bands or coverings to cut. 


Full unit coils eliminate remnants. Each cus- 
tomer’s requirements start where the last one 
stopped...and so it goes until the last inch of 
New Bedford has been sold. 


Get in there NOW to cash in on New Bedford’s 
4 Triple Play for Profits. Take advantage of this 
better way to sell—better rope. You'll find force- 


NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASS. 


(CO) Rush me full details on New Bedford's ‘Better Way.” 
(1 Please send me introductory trial order: Manila [] Sisal () 
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My Jobber is ae: 
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ful—convincing consumer advertising backing Rope Size | 
? every New Bedford dealer... Fill out the coupon. 
Get set for your share of bigger rope profits. My Name 
Company. 
NEW BEDFORD CORDAGE CO. pe 
NEW BEDFORD, MASS. ste 
Town. Zone State 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 


Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 











. harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 











Because it is extra fine grained, it has no voids or segre- 
gation to make melting uneven and to slow down work. 
















When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 





.. because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 





AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
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Dealer Sales of Cummins Tools 


UP 37," 
rene 


d A : C4 ay ‘ 
Cunning (a POLISHER Pt Yo j in ch 
: — nich Pag 13 ; tandard rd Duty DRILL 


The most beautiful display cartons in the iene Every carton does 
the selling job for you. Feature Cummins Portable Tools in your 
windows, on your counters right now and watch your sales increase. 


" PORTABLE 
1S ro01s © 


4740 NORTH RAVENSWOOD AVENUE + CHICAGO 40, ILLINOIS 
IN CANADA: CUMMINS PORTABLE TOOLS, 33 Church Street, Toronto, Ontario 
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“COLOR DYNAMICS 
brings in 30% of new paint business!” 


—says large Pittsburgh dealer 
in Pontiac, Michigan 


pevnotos 


FRANK Coe WoLos 


“ 
eumen HA 


Companys 
plete Glass 
pitesbure’ on avernes 


Ham, 
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| grape DAY, straight across America, the big swing 
is to Pittsburgh Paints because of the growing 
recognition among home-owners that they paint 
right with COLOR DYNAMICS and paint best 
with Pittsburgh Paints. 


No other paint manufacturer can match the 
advantages in performance and service which Pitts- 
burgh Paints give to dealer and consumer alike. 


re eae SS me me 


. pit 
actentio® pout 
Se ysiaetr ee ing th 


CHEMICALS € 


> 





Gordon E. Reynolds, son 


Now is the time to cash in on the constant flood 
of advertising and sales promotion which is causing 
the demand for Pittsburgh Paints to rise to new 
records everywhere. Investigate the possibility of 
selling Pittsburgh Paints in your community. For 
complete details, wire, write or phone Pittsburgh 
Plate Glass Company, Paint Division, PO-149, 
Pittsburgh 22, Pennsylvania. 


BRUSHES ® PLASTICS 


p__ Pirtssurce Paints 


GtLas §$ 


CO Mee Nw TY 
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we Kitt Clanke IN... SHE MEANS BUSINESS! 
Qs 
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2) ootsctle SALES PLAN 


in the floor machine 





Here's your invitation to the most 

































rental field 


Cash in on this proven profit-builder... | 
pick up business you’ve missed before! | 
Renta lets your customers do a profes- 
sional job of refinishing their floors in just 
one day. Renta keeps business at home, 
too—when you stock the whole line of 


with helps rental machines, finishes, sealers and 
. waxes, naturally it means more profit. So 
paint, multiply your present rental orders by 


» THE Lo oes ane int of | selling the complete CLARKE FLOOR 
4 les CARE PLAN. It’s good business . . . it’s 
more business! It’s big profit! 





NEW OMERS! me 
MgOE TIE-IN SALES! be 
MMO INCREASE IN OVERHEAD! | 
" with the “CLARKE } 


/ 
FLOOR CARE na ee 
THREESOME Smoothie Sander 


CLARKE MV-8 SANDER Portable, for hobbyists, 

A : furniture makers, etc. 
Fastest cutting machine ’ 
in the rental field. Profitable! . 















Soin 


CLARKE P-12 POLISHER 
\ Woxes, scrubs, polishes, steel 


wools, shampoos. f 


‘ 
CLARKE V-5 EDGER 
Perfect for those 
hard-to-get-at spots. 


Sales and Service 


the Olarke Plan 


fe loday! 
Principal Cities 


@ For more business the easy way, 
write, wire or telephone for full details! 
y Clarke SANDING MACHINE COMPANY 


305 CLAY STREET » MUSKEGON, MICHIGAN 
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For Quicker Sales, Faster Turnover, Bigger Profits... 


SELL THE LEADERS ! 


’ per Washable Super [) 


—————————— 


Kem-Tone changed the painting 
habits of America—created a gigantic 
new market—a market that is still 
yours if you tie in your store with 
this powerful advertising campaign 
that is pre-selling these fast selling 
products for you. 


Huge Advertising Campaign Pre-sells Your 
Customers, Plus Finest Merchandising 
Helps for Your Store 


Advertising and merchandising support that 
blankets the country and blankets the best paint 
prospects in your community. Reaching millions 
... with full-color advertisements in home, farm 





SUPER Kim 70a 


Millions of gallons sold ...excep- 
tional profit to dealers on every gal- 
lon. The completely-different wall 
paint . . . velvet-rich, rubber-tough, 
guaranteed washable. A sensational 
success—growing every month. 








Life 


American Home 
Living for Young 
Homemakers 


and women’s monthlies, in popular weeklies. 


Reaching your local customers in hundreds of 
daily and Sunday newspapers. Powerful selling 


helps for your store. 


GET COMPLETE FACTS from 
These 7 Leading Paint Companies: 





Lustre Enamel for 
mms and Finest Yoo 





°*S aid Washes Like Baked 
6 ——— 


KEM-GLO The miracle lustre 


enamel that looks and washes like 
baked enamel. The yardstick for 
measuring enamel quality. Ideal for 
kitchen and bathroom walls and for 
woodwork everywhere. An outstand- 
ing repeat seller. 


Over 40,000,000 Homemakers See 
These Products Advertised in: 


Better Homes & Gardens 


, Saturday Evening Post Sunset 
Good Housekeeping 


Country Gentleman 
Metropolitan Sunday 

Newspapers 
Parade 


What a Combination for Building 
Sales and Profits 


These 3 products have given Paint Dealers 97 million 
dollars in retail profits) Properly merchandised, they are 
the most spectacular profit-making combination in any 


dealer’s paint department. 


Acme Quality Paints, inc., Detroit 
W. W. Lawrence & Co., Pittsburgh 
The Lowe Brothers Co., Dayton 





John Lucas& Co., Inc., Philadelphia 
The Martin-Senour Co., Chicago 
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Rogers Paint Products, Inc., Detroit 
The Sherwin-Williams Co., Cleveland 
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America’s 
ORF FASTEST-SELLING 


Dehumidifier 
ecORTMENT yr 


ECK DAMAGE {> DAMP 
‘ eVTABLE we f NESS 











moh ow ping 


nae 


100% ACTIVE INGREDIENTS 
















oO PEN $s T ° Cc K (Fair Trade-Price Protected) 
No. | Size | Pack | Weight | List per Case List Each 
D-12 | 20x, | doz, | IWibs, $15.48 $1.29 





VY doz. 21 Ibs. 29.70 4.95 






HERE’S WHY EVERYBODY D-50 | S0oz | 
Ny ORDER DE-MOIST FROM YOUR WHOLESALER TODAY 
wants De-Moist 


CHECKS DAMAGE FROM DAMPNESS 
GUARDS AGAINST MILDEW AND RUST 





HANGS UP WHEREVER NEEDED 
CAN BE USED OVER AND OVER! 


G. N. COUGHLAN CO. “of Manufacturers of nationally-known Chimney Sweep Soot Destroyer }> WEST ORANGE, N. J. 
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Colors equip you to compete 


successfully in the big, new One-Tube Mixing 


market for gayer, lovelier Your keynote to lower paint inventory 


costs and satisfied customers is Custom Colors : 
decorator colors. Now—at the simplicity. You can't miss! You can’t fluff! FT: 
You don’t have to be a color expert! # 
LOWEST INITIAL INVENTORY The simple Cook & Dunn SINGLE TUBE SYSTEM ae 
COST—you can stock a choice makes mixing a one-minute cinch—and 
- ou’re sure of positive results every time. 2 
of tested and popularity- , Stee 


rated paint shades which in- 


108 GAY, NEW 


clude many of the heavily 


SALES DEPARTMENT 


EVERY HARDWARE and PAINT DEALER 


N OW @ CAN MEET TODAY’S NEW COLOR DEMANDS 


Cook & Dunn’s Custom GUESSLESS — MESSLESS— FOOLPROOF 





COLORS in 


promoted "House & Garden” FLAT FINISH SEMI-GLOSS 
Colors. ENAMEL-GLOSS RAPID DRY ENAMEL HOUSE PAINT 


Paintings len With COOK e uN 





Address All Inquiries to: COOK & DUNN PAINT CORP., P. 0. BOX 





117, NEWARK 1, N. J. 
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Weatherproof 
until it is 


CALKED , 


No Building is 
































INSTEAD OF 
PUTTY 


a 


Does the job better than 
putty, and makes you bigger 
profits too! Nationally ad- 
vertised, nationally known 
and nationally used. Stock 
up on Nu-Glaze today! 


Nu-CALK 
CALKING 
COMPOUND 





Same fine product as in 
Speed Load. Nu-Calk Calk- 
ing Compound is available 
in % pint, pint, quart, gal- 
lon, 5-gallon cans. Also 55- 
gallon drums. Nu-Calk4s the 
standard of calking quality 





Easy to 
Here are 
NU-CAI 


ontact 
lerer- tae mae 
ture 


SPEED LOADS the user's hands never 


Cc 


STANDARD CG-3 CALKING GUN AVAILABLE 


ew 8 — 
| r\ 


Experienced calking appliers still favor 
our CG-3 Standard Calking gun’s easy 
trigger action and powerful piston action. 
Fitted for use with either Nu-Calk Speed 
Loads or bulk calking. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 


SPEED LOAD 


AK SPEED LOAD enjoys 


ereereie tata’ The specially designed cap 


Here’s the other half of this famous sales- 
making combination! This SPEED LOADER 
calking gun retails at a price that paves the 
way to more calking sales. It’s light, sturdy, 
fool-proof. Retails for only $1.95. Show it and 
you'll sell it! 


Your order will be shipped same day received! 






























here’s the 
most efficient, 


most popular 
calking load 
on the market! 


Na (ALK 


use? YES! And even easier to sel 
>» some: of the reasons why the 


with gun nozzle can't pull loose fron 
be. Glassine-lined container 1s air-proof 
»-proof, practically vacuum packed. With 


touch the compound. Always has a 
smooth, even flow, and easy 
trigger action 





HERE’S THE 
STREAMLINED GUN 
TO GO WITH IT! 





G-4 SPEED LOADER 


PACKAGED 10 LOADS TO A CARTON 


There are 10 
Loads to 


















The EASIEST, CLEANEST, QUICKEST 
WAY TO KILL INSECTS 


{3 Pea, 
“EES Plas , on on 
a Man, omen 





BRIDGEPORT AER<A-SOL INSECTICION f: tops in: Killing power and speed af 
* 

anrinnrnnhways read ¢ fer inotask se! 

KM fies, mowpstoes, gnats, moths. routes. silverfish and nuny other inxovts. 

It's the waecticite fre virtually nll howsdheld meect pests 


Inisiet on gerne Bridgeport AF R>A*SOL, Imecticide. Buy at your drug, 
srooxty, harhware or department stare. Ln ge germ enters 


Large 12 00. ecommmany vice Montiated above only 81.59. Pour other sizes. 19¢, 
$1.18, $2.95 avo] $3.95. $9.95 size wtMable fos $2.25. 


BRIDGEPORT BRASS COMPANY, Bridgeport 2, Conn 
World's | ending Producer af Aer +a + sol Products 


Soreiieee Cr MeO Prreioni pigher ter momo en ornrine Re wsntatton 











TO INCREASE YOUR TURNOVER 


this full page 
in June 18" 
LIFE 
will be read by 
thousands 
of people in 
your community 


Large 12 oz. economy size illustrated 
in LIFE ad above only $1.59% Four 
other sizes: 79c¥ $1.19*% $2.95* and 
$3.95* $3.95 size refillable for $2.25. 


of Bridgeport AER*A*SOL Insecticide, we are maintaining a continuous 
summer advertising schédule in LIFE, LADIES HOME JOURNAL, 
GOOD HOUSEKEEPING, BETTER HOMES & GARDENS and 
Sunday Newspaper Supplements in selected markets throughout the 
country (over 163 million individual advertisements). 


YOU CAN MAKE £8.37 


every time you turn over a square foot displaying Bridgeport 
AER*A*SOL Insecticide (16—12 oz. cans). Compare this profit with 


other items you sell! 


Be ready to cash in on this big promotion! Order from your wholesaler today! 


Bri Bederpors AER-A-SOL' INSECTICIDE 


tTrade Mark 


Weep Bridgeport Brass Company, Bridgeport 2, Conn. 


World’s Leading Producer of Aerxaxsol Products  *Fair Trade Retail Price 
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WWSEED OIL 


FOR BETTER PAINTING 





AND 1OL HANDY HOME USES 


<n on a oO 
‘Guaranteed by 
Good Housekeeping 

S 


* 
$2745 anveanisto WES 














PROTECTS 


101 Sales Opportunities 


... every day of the year! 


H ERE’S a new idea to help you sell Pol-mer-ik Linseed Oil refinishes woodwork . . . protects wood and metal surfaces . . . 

for 101 handy home and farm uses. and gives a better paint job. Pol-mer-ik is fast becoming the 
Pol-mer-ik is now packed in a new twelve-quart counter handiest item in every home. 

and window display called . . . The Handy-Pack. Why not investigate Pol-mer-ik Linseed Oil? Its powerful 
The Handy-Pack is one more step in a great merchandising advertising and merchandising program will build sales for 

and advertising program that will swell your linseed oil you every day of the year. Mail the coupon now for complete 

profits . . . every day of the year. information. 


Year around advertising is running in The Saturday Eve- 
ning Post, Better Homes and Gardens, Good Housekeeping, 
Popular Science, Popular Mechanics and painters magazines. 
It’s telling millions of buyers how Pol-mer-ik polishes . 


ARCHER 
Pabmeor 
100% PURE LINSEED OIL 

Mts Supertveated g 
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ways for you to make more linseed oil sales. And 
remember, Pol-mer-ik is the favorite linseed oil of 
the professional and amateur painter. 


j PACKED WITH POWER! This Soles Kit outlines 101 






Archer-Daniels-Midland Company 
684 Roanoke Building ¢ Mi lis, Mi ta 


Pp 





@ Please send me without obligation the 
free ‘‘Power-packed Pol-mer-ik Sales Kit’’. 







Name 


Address 










State 





Zone 





City 











SENTINEL 
BUDINESD 


@ Sentinel stands for outstandingly good-looking clocks and 
watches of good quality, which sell at prices lower than people 
expect. 























To assure Sentinel’s design leadership, Henry Dreyfuss, nation- 
ally famous, is currently designing the smartest clocks and 
watches ever admired .. . to bear the Sentinel name. + 
Sentinel quality is tops in its field; the Sentinel service program 
is the most modern and efficient; the Sentinel guarantee is real. 
National advertising reaching 88,000,000 readers this Spring 
is telling your customers the story of Sentinel value—of prices 
suprisingly more attractive. 


SENTINEL means business—get your share of it. 


DREYFUSS-DESIGNED SENTINEL V ALARM CLOCK. . 


The miniature 40 hour alarm that’s retailer $2.76; retails for $3.95*. 
become first choice of trade buyers Little Pal Radium costs retailer 
and consumers. Little Pal plain costs $3.15; retails for $4.50* 


Other popular Sentinel models include the THE 
Diamond Wrist Watch—10 Kt. rolled gold plate 
case, chrome plated back, for $4.95* retail; and S E N T I N E L SHOWN ACTUAL SIZE 
the Click Pocket Watch, with durable chrome oes A ; es 
finish, for $2.95* plain, $3.50* radium. 16 OF Chchs and Hatches 
yraham Company @ Bristol ' 


*Plus tax. Specifications and prices subject to change. 
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First Choice with Customers and Retailers alike... 


GIVE 














First Choice with Retailers! 








Yes, first choice because it’s presold 
as no other automatic toaster is or 
ever has been. Easier selling means 
less time per transaction—lowest 
cost per sale. But important though 
these immediate benefits are, there 
are others that are equally profit- 
able. When you sell the ‘‘Toast- 
master’’ Toaster you automatically 
create another satisfied customer. 
You know that this toaster stays 
sold. And people always return to 
the store that handles trouble-free 
merchandise. Times being what 
they are, the practical, long-lasting 
gift was never more popular. So 
this spring, push electric house- 
wares—first choice for every gift oc- 
casion. And remember the ‘“Toast- 
master’’* Toaster—first choice 
with customers and retailers alike. 
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First Choice with Customers! 





Everyone hopes the gift he gives will be appreciated. And the 
“Toastmaster’’ Toaster always is. For America’s most-wanted 
toaster is recognized everywhere as the finest of its kind. The 
gift buyer doesn’t question its quality. No one doubts its abil- 
ity to give lasting service. No one wonders what sort of wel- 
come will await it. That’s why people buy with such confidence. 
They’re convinced that money can’t buy a finer toaster. And 
they are comfortable in the thought that the one to whom they 
give the 


‘Toastmaster’ Toaster is also aware of that fact. 








TOASTMAST 
Crtetonatic: tp Up Frater 


* is a registere od trademark of McGraw Electric Company, make rs of “Toastmaster” 


#°TOASTMASTED 
Toasters, “Toastmaster” and “Scotch Knight” Water Heaters, and other ‘Toastmaster’ Prod- 
ucts, Copr. 1951, Toastmaster Propucrs Division, McGraw Electric Company, Elgin, Illinois, 
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HERE'S WHERE YOUR AUTOYRE SALES ARE BORN 








a 
ye 
g 
* 
& 
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a 
a 


Olam aalelac in dar lame Weiser (61> 
Autoyre bathroom and kitcher accessor 
have carried the slogar 
‘designed to make the passer t 
because it s with that tho ight inn 
that our engineers approach each new ass eralaatsiant 
Distinctive eye-appeal, broad utility and long ser 
nto the design. We're rather proud o 
And we re counting on ther ngenuity to ser 


and your customers dur Alo MmGal smn Olaelelelonalel: 


MATCHED ACCESSORIES FOR BATHROOM AND KITCHEN 
‘Designed to Make the Passer Buy 
THE AUTOYRE COMPANY «© OAKVILLE. CONNECTICUT 
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MORE POWERFUL SELLING FEATURES! 
MORE DISTRIBUTOR and FACTORY SUPPORT! 

















ONLY SUPERFLAME HAS SUPERFAN! 


WRITE TODAY FOR PROOF THAT 


Sugerflame is YOUR MOST 
oo ota “ane” ER ANCHISE! 


To: QUEEN STOVE WORKS, INC. 
Dept. HA51, Albert Lea, Minnesota 
C) Please send Complete Catalogs and Prices. 
(CD Send details on your sales program and how | can obtain on 
EXCLUSIVE SUPERFLAME FRANCHISE. 
CD What is the name of my nearest SUPERFLAME Distributor? 


rm Nome 





SUPERFLAME HEATERS SELL FASTER! STAY SOLD! 


ddress 
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Gentle thumb or foot pressure, 
easily adjusts to any of 9 heights 
—while opening or in ironing 
position. 


Tremendous new sales appeal 

. - terrific low price... Intro- 
duces easier, greater adjusta- 
bility by a revolutionary new 
method of operation . .. Ad- 
justs in seconds to any of 9 
different heights (26” to 36”) 
... Locks automatically and 
stays locked when lifted or 
moved. 

Hundreds of moisture vents 
in roomy 15x54” surface speed 
ironing ... Sturdy, light- 
weight, all-metal construction 

. Handsome Horizon Blue 
enamel finish. 


NATIONALLY ADVERTISED 
Send for complete catalog 





_ Arvin Q height 


PATENT PENDING 


adjustable all-metal ironing table 


Maximum sitting comfort Reduces standing strain 








Flat fold 
—easy to 
handle 





Made-to-measure comfort for every woman! 


ARVIN INDUSTRIES, Inc 


pistaisureo ay Selrnanton 8G. Nie. 


AMERICAN FURNITURE MART, CHICAGO 11 © 1107 BROADWAY, MEW YORK CITY 10 + WESTERM FURNITURE MART, SAM FRANCISCO 3 





















W 7 
& AG LE —the brand name that has been the “buy word” among 





THE EAGLE WOODENWARE MFG. CO. 


“MOP WRINGER MANUFACTURERS SINCE 1889” 


Jobbers, Dealers and users of Mop Wringers for 


the past 60 years. 


There’s a size and type wooden or galvanized 
pail Mop Wringer in the “EAGLE” line for every 


type of floor cleaning need. 


Sold by leading Jobbers and Dealers of Hard- 
ware, Janitor Supplies, Housefurnishings, Insti- 
tutional and Industrial Supplies in every section 


of the United States and Canada. 


MANUFACTURED BY 


HAMILTON, OHIO, U.S.A. 








62 


HARDWARE AGE, MAY 17, 1951 














\ ical 





Go ahead and tell him... 
Times being what they are, chances 
are he'll want you to have a Hoover 


Go ahead 
and sell them! 


Times being what they are, it’s 
He 









a 
J 


at fold 
easy to 
ndle 





| certain they'll want a HOOVER 


STYLE 
1400 This is the year of all years to be selling Hoover. For, in 


times like these, people are just naturally turning to the 
best-known, most-dependable products to see them through 
the long haul. 



















Hoover Cleaners, long famous as “the best,” are capital- 
izing on this increasing public interest in household appli- 
ance investments. A large part of this interest is created 
and fed by the scaled-to-the-future Hoover advertising 

campaign now appearing in leading national magazines 
) ... LIFE, SATURDAY EVENING POST, BETTER 

HOMES & GARDENS, GOOD HOUSEKEEPING, 
LIVING and TODAY’S WOMAN. 


: ; Look for this advertising. Use it to help you sell. Tie in 
—, with it in your own newspaper advertisements, direct mail, 
displays and other merchandising you do to identify you as 
the leading store in your locality that sells Hoover Cleaners. 


/ THE HOOVER COMPANY 


North Canton, Ohio; Hamilton, Ont., Canada; Perivale, England 














It beats, as it sweeps, as it cleans, brings 
back colors, routs out stowaway dirt. 
Triple-Action Hpover Model 29, illus- 
trated, $87.95. Cleaning tools at slight 
extra cost. Other Hoover Triple-Action 
Cleaners from $59.95. 


Cleans by powerful suction—Hoover 
AERO-DYNE Tank Cleaner with the 
famous “‘Litter Gitter’’ nozzlé. Hoover 
AERO-DYNE Model 51, illustrated, 
featuring exclusive Dirt Ejector, 
$84.95, complete with tools. Hoover 
AERO-DYNE Model 41 with Disposable 
Dirt Bag and cleaning tools, $69.95. 







Prices subject to change without notice. Prices slightly higher in Canada. 





Here are the facts that help sell Hoovers Youll be happier with a 


43 years of manufacture—old- in the industry. H 


est and largest. Most complete service facilities 
More than 9,000,000 Hoovers in the industry. 
already sold. Sold exclusively through lead- 
More Hoovers in use today ing local stores. 





than any other make. e Top cleaning efficiency... 

e 48% of Hoover sales made on proved by independent labora- ‘Je » fime wolf 7 
id atiadieleies a | Game and now is the lime to sell it 
Hoover users. e Purchase terms as liberal as 

¢ Most complete line of cleaners government regulations permit. 
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The amazing Selective Potassium Cyanate 











HERE’S WHY CRAB-NOT WILL 
TOP ALL SALES RECORDS THIS YEAR! 


@ Selective formula, relatively non-poisonous 










e@ Convenient powder form — completely soluble in water 

@ Kills mature crab grass and seedlings with equal success 

e@ Combines with 2,4-D for simultaneous broadleaf control! 

@ The only “P.C.” formula available in packaged form with 24-0 


Large ads scheduled for April, May, June, July, and August 
in leading HOME & GARDEN MAGAZINES, PLUS NEWSPAPER 
GARDEN PAGES, INSURE A HEAVY DEMAND FOR CRAB-NOT! 








RAT-NOTS 
25c, $1 sizes 


MOUSE-NOTS 
25c, $1 sizes 


ANT-X Jelly Bait 
35c, $1 sizes 
ANT-X Traps 25c 


NWEW! 
WARFARIN 
RAT AND MOUSE KILLER! 


SLA-RAT 


1 LB. $1.00 ¢ 5 LBS. $4.00 
Metal cans prevent decomposition 
Ouring mo ked by Nott's 
know-how a arS) experience 


CRAB-GRASS AND CHICKWEED KILLER! 


= 







gr 
Oss and thichweed 


Moun PACT 
ae VIeNOn URING CO. 















CRAB-NOT broke all sales records for crab grass 
killers last year. This season — with its record 

of success and the big ad push we're giving it — 
CRAB-NOT is sure to be your greatest Profit-Producer! 
Contact your jobber and order NOW! 


|<" | 
Ms 





DOG-CHECK 
60c, $1 sizes 


MOLE-NOTS 
35c, $1 sizes 


DOG-CHECK POWDER 
35c, $1 sizes 


Feature the “Time Tested Products of 


r WATT 
Gt 


MANUFACTURING CO.. MOUNT VERNON, N.Y 
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SPRINKLING CAN 





RUBBISH 
BURNER 








More than 20,000,000 advertising 
messages keep telling your customers 
—selling your customers—the quality 
story of famous Wheeling Ware! 
That’s how they mow it’s the ware 
that wears—and that’s why they know 
it’s smart to look for the famous 
Wheeling Label when they come into 








= 
SQUARE TUB 


DRAINATUB 





MOP BUCKET ROUND TUB 


e NATIONALLY FAMOUS! 
e NATIONALLY ADVERTISED! 









your store! That's where you're smart, 
finally, to stock Wheeling Ware—to 
get the selling impact, first, of publi- 
cations like THIS WEEK, PARADE, 
PATHFINDER .. . and to get the re- 
selling impact of Wheeling Ware's 
lasting quality — quality that Mrs. 
America's really aware of! 


DUB-L-TUB 





Atlanta 
Louisville 


Boston 
Minneapolis 


Buffalo 
New Orleans 


Chicago 
New York 


WHEELING CORRUGATING COMPANY > WHEELING, W. VA. 
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Columbus 
Philadelphia 






Kansas city 
St. Louis 


Detroit 
Richmond 





WASHINGTON APPLIANCES 


. 4 
OM reg Nd 
Gwe “ S Le ~ =P 


thoy wu” a it! 


SENSIBLE a eee 
COMPETITIVE PRICES... 


AL WASHINGTON Hang? ato 


There’s no real secret to success- 
ful selling. As a Washington dealer 
told us, “just show the customer 
what he wants, present its features 
intelligently ...and the sale is 
made! My customers respect the 
WASHINGTON name, like 
WASHINGTON features and I 
like the profit margin.” 

You, too, can make money selling 
the new WASHINGTON models 

. . sized and priced for every 
family ... modernly designed and 
superbly built. Ask your WASH- 

5 INGTON Distributor for details 
or write direct. 














GRAY & DUDLEY COMPANY 





MARTHA WASHINGION DeJate r MARTHA WASHINGION SCechxéc : 
GAS RANGE—all the wanted features RANGE—Eye-appeal and en k- Established 1862 
and the price is right! with traditional Washington quality. £ Nashville 3, Tennessee 


AAA Lecter nd peta A RA NCPR GE LEAN SEA A wasuicliatanas 





illness Od Surning ' WASHINGTON Vented and = 4 WASHINGTON “Zable “Jog WATER 


HEATER—Down-Draft, Hot-Blast combus- ’ 7 Unuented GAS HEATERS — wide HEATER—20, 30 and 42 gallon sizes; 
tion gets more heat from less fuel. range of radiant and closed circulator compact and truly efficient. 
models. 
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+ something old’’—This turnover 


toaster of 1921 more than pleased 
the brides of that day. And many a 
groom got a good morning's start with 
fresh toast from this well made, effi- 
cient appliance. 


. something new’’--And what a 
beauty! This modern, automatic pop-up 
toaster of 1951 has style appeal all a 
its own. How easily and uniformly 
it delivers tasty toast today! 


(S.\ Dominion (ippliances 
~ HAVE THRILLED BRIDES FOR THIRTY YEARS 


Yes, for thirty years bridal eyes have lighted up at the sight of Dominion 
Appliances—shining examples of home convenience. Many homes— 
through many years — have enjoyed the faithful, efficient performance 
of these household helpers. 

More distributors and more dealers than ever before have had a share 
in selling these 25,000,000 appliances for this ever-growing, never-ending 
market. And, after three decades, the Dominion story is stronger than 
ever and surprisingly simple— Dominion appliances rate with the best 


yet sell for less. 


Available through reputable distributors across the nation 


DOMINION ELECTRIC CORPORATION — MANSFIELD, OHIO 
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<.~Space-Saving Idea 
._that Sells» 


Or a 


STANLEY 
SLIDING 
= DOOR . 





With one size track and bracket 
you can take care of all these 
installations 


| = == , 


Single door mounted inside closet Single door with pocket 





_ 





Double doors mounted inside closet 


Double by-passing doors 


‘ -. 
~— _ ————— me 
) SD | 
So ———_———™ 


Double doors with pockets Three by-passing doors 











sank: ates 
ii Te 
— 


Four by-passing doors 








THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 


STANLEY 





Reg. U.S. Pat. Off. 
HARDWARE ® TOOLS ® ELECTRIC TOOLS © STEEL STRAPPING ® STEEL 





You make a good customer as well as a 
good profit with every set of Stanley Sliding 
Door Hardware you sell. Interior doors 
that slide help solve the small home- 
owner's biggest problem — living space — 
and make the builder's selling job easier. 


Stanley Interior Sliding Door Hardware 
is easy to install, easy to adjust. Doors 
glide smoothly in a V-shaped track, and 
can be adjusted with a screw driver after 
installation without removing trim. 
Simplified stock saves space for the dealer 
(see panel ). 
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Big SIMONIZ ‘»isscc FLOOR WAX offer 
that DOUBLED sales in Lansing, Michigan 


COMES YOUR WAY 
APRIL AND MAY! 


Gets you extra plofits 
. In your | 
4 biggest floor wax season! 




























|] Lansing doubled sales when we ran this offer. You can, 
too! In the Lansing landslide—1 out of 5 floor wax 
customers bought Simoniz Floor Wax. Money came 
rolling in! 

Now we repeat this sensational offer for your custom- 


ers! Lansing had such a landslide in sales and profits salt z polishing 


we're not even changing a word! 


CONTENTS 16 FLUID OUNCES 






Now coming YOUR way: 


@ A tested promotion! We have proof it SIMONIZ 


doubled sales. Ask your Simoniz salesman 
for details. 


@ 8 big ads in your local paper. And we for ATES 


mean big ads... 1000 lines, 640 lines. 


® Concentrated linage in 3 successive 
weeks —Simoniz Floor Wax’s heaviest 


schedule. | it ms os 


@ Colorful free store displays. Let our 
salesman put yours up! 





(ng, 
1M avpee 
on SPmarr Tas _ 





RAZIQ PiMt6A0D OR Psrrt0 ween oes 
Double sales make double profits! Are you ready? Get 


Da ee . in h 
your share! Stock up on Simoniz Self-Polishing Floor —— g eaut 
Wax today! _———— ite 


aw! Wy 
aL Tpuee 
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®Trade Mark Reg. U, S. Pat. Off. 


THE WAX THAT DOUBLED SALES 
IN LANSING, MICH. 








for 
Year Around... 
All Around... 
Money-Making Sales 


stock DOWFLAKE! 








Here’s an item that does a sparkling sales 
job for dealers . . . Dowflake calcium chloride REDUCE BASEMENT 
77-80%. Dowflake is easy to stock and handle MOISTURE 


-. comes with a counter display kit and 
vst DOWFLAKE 


literature to help you sell . . . and because it 
has a large customer appeal all year around, 

kg ' an\ <> 

. ene 
Q AL 


can easily be worked into a steady, profitable DOWFLAKE 
“i 





sales item. 





Dowflake helps lower humidity in basements, IN 
recreation rooms, storerooms, closets, wherever 
you wish. Dowflake attracts moisture from the 


air, cuts mold and rust by reducing excessive , 
humidity. Once used, Dowflake is a “must” in V@ ites 

any home. 
Stock Dowflake in 25 and 100 Ib. bags. Dis- CL] 
play it prominently and let your customers get 

acquainted with it. They’ll bvy . . . and come g 


back for more! 
Jd 











— 


C7 














Dowfiake licks summertime 
humidity. Basements, store- 
rooms, recreation rooms, 
closets and other rooms are 
protected against excessive 
moisture and humidity, freed 
from harmful mold and rust. 
Dowflake can also be used 
to control dust on driveways, 
playgrounds and other 
similar areas. 











This is Dowflake newspaper mat No. 
519. Write Dow for the complete series 
of these sales-making newspaper mats. 





Counter display and literature Consumer ads create r 
help you sell DOWFLAKE demand for DOWFLAKE | 
Ask for the Dowflake counter display kit Dowflake national advertising is work- 
and literature. They make an attractive, ing for you, helping you sell the prod- D OW 
informative, selling package which shows uct, creating a demand for its uses. 
the many Dowflake uses. Use these dis- Have plenty of Dowflake on hand and 
play aids . . . and realize new profits be ready for your share of the sales! : 
with Dowflake! Wee 
CHEMICALS 
THE DOW CHEMICAL COMPANY « MIDLAND, MICHIGAN pee ORR ARLE AS AAT 
wee AND AGRICULTURE 


Write Dow for name of distributor bisa: 
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says MR. EDGAR ROBINSON, 


Robinson’s Paint & Hardware Co., 
Oakland, California 


I sell plenty of Lumite screen cloth, be- “Then I show my customer how the 
cause I prove it’s plenty hard-to-damage! Lumite strands work right back to their 
And here’s how I prove it: original position. The ‘hole’ disappears! 
“TI push a wooden pencil right into a piece “From this point on—as I bring in the 
of Lumite screen cloth. I actually make a other big Lumite sales points—the sale’s 
hole in it! a cinch!” 


Nice work, Mr. Robinson! That's a mighty smart way to put across the fact 
that Lumite screen cloth is really different! It prepares the way for the . . . 


BIGGEST STORY IN SCREENING 


Most convincing . . . sales-making . . . profit-making screen 
doth story ever told—and here’s the story in a nutshell: 


and 
—_ = ech it S it sell / 


Lumite screen cloth is Stain- wa — 
proof, Long-lasting, never 


needs protective painting. It’s 
the ideal screen cloth for every 
exterior use. 


et 







Backed by the biggest advertising 
campaign in screen cloth history! 


Stock up now for more '51 sales . . . Lumite is distributed 
through hardware, lumber and building supply whole- 
salers. For FREE sample and further information write... —*Registered Trade-mork 


Sanay Sonech Cutt 





tUMITE DIVISION - Chicopee Mfg. Corp. of Georgia - 40 Worth Street, New York 13, N. Y. 
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@ When a customer examines carefully a roll of 
Cyclone ‘‘Red Tag’”’ Lawn Fence, he’s quick to 
appreciate the extra values that spell out a 
better-looking, longer-lasting fence job. 

Take a roll of Cyclone Woven Lawn Fence. 
Show your customer the firm, uniform weave 
... the even picket tops. Show him how the two 
top cables are reversed on the pickets instead of 
between them, locking the picket ends securely 
in place. And show him the deep crimp in the 
picket that prevents the cables from being 
pushed up or down. 

These details are positive proof to the cus- 
tomer that Cyclone is the kind of fence he wants 
—strong, good-looking, long-lasting, economical. 

Don’t forget to call your customer’s attention 
to the complete line of Cyclone fence, flower bed 
border, trellis and gates. Strong and durable, 
Cyclone gates are the finishing touch to a good 
fence job. 

Cyclone “‘Red Tag” Lawn Fence is made in 
Style ‘‘LX’’ (single-loop) and Style ‘‘F”’ 
(double-loop). Although supplies are limited, 
your jobber, we are sure, will see that you re- 
ceive your share of available production. 


CYCLONE FENCE DIVISION 


(American Stee! & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 










ee mre 

















See. a Se Ee Mi te ee 


HARDWARE CLOTH INSECT WIRE SCREENING FLEXIBLE STEEL MATS 


) > > < _ < = a « 





eS) CYCLONE ‘Fed Jay” HARDWARE PRODUCTS 


LAWN FENCE - GATES - HARDWARE CLOTH - INSECT WIRE SCREENING - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
UR ie ee ee 9 -: l ere § es 
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= Eliminates Danger from Circular Sawi 
urable, Iminates Danger trom LIrcular sawing 
a good 
Saves Power, Cuts Smoother, Lasts Longer 
1ade i 
" “op Here is the greatest improvement in circular sawing—since the in- 
imited, vention of the circular saw. The sensational new PTI Cut Control 
you re- Saw Blade that brings long-needed safety and remarkable new effi- 
TESTED AND ciency to this important tool! Now for the first time you can have a 
APPROVED new circular saw safeguard in addition to the regular blade guards, 
ON The PTI Cut Control Saw splitters and anti-kickback holders—a safeguard that protects opera- 
ImiES Blade is the first and original tors even if the conventional devices are inadvertently or carelessly 
K blade of this type. It was de- removed. 











veloped by one of the world’s 
foremost saw manufacturers 
—and then thoroughly tested 
in the leading shops and 
laboratories of Europe and 
America for more than two 
years. It is the first saw blade 
of this kind tested by the 
Forest Products Laborato- 
ries, Madison, Wis., Timber 
Engineering Company, 





SAFETY 









Only PTI Safety Saw Blade 


offers all these Advantages 


1. Complete safety from kick-backs; 2. Reduced possibility of direct 
injuries; 3. Cuts chips, not sawdust; 4. 30% to 40% power saving; 
5. Longer life without sharpening; 6. Smooth cutting; 7. Quieter 
running; 8. Less danger of blade cracking; 9. Made of chrome Vana- 
dium Steel; 10. Available with solid tooth or carbide tipped. 





Write for Full Details 


getthe complete story of this a empenay 
new Safety Saw Blade. Learn how you, 
too, can tie-in and cash-i -in or the fast- 
est selling saw blade in America today! 


Washington, D.C., the Uni- 
versity of Zurich, Switzer- 
land, and other testing labo- 
ratories with favorable 
reports issued in every in- 


PTI INCORPORATED HA-5 
401 Broadway 
New York 13, N. Y. 


| 

| Gentlemen: I'm very much interested in sellin 
| the PTI Safety Saw Blade. Please send me full 
| 

| 

| 

| 





particulars. 


stance. 
N 
Actual letters from de- ag tnn cnet “on 
; . : 401 BROADWAY Address 
lighted users in America and NEW YORK 13, NEW YORK : 
City Zone State 


Europe crowd our files. 
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MANUFACTURER OF REPEATING SHOTGUN AND .22 CAL. REPEATING RIFLE 





Tue Noble seal is your sign of better values 
in sporting arms. It stands for master crafts- 
manship in gun design, safety and other features to 
assure greater shooting pleasure for your customers. 
If it’s a Noble — it’s every inch a great gun! See your 
jobber. 


NOBLE MANUFACTURING CO., Inc. 
Haydenville, Mass. 


















SPOT DELIVERY 

















BIG VACATION BOOM AHEAD... 


Indications are that this summer will see thou- 
STOCK sands of additional sportsmen taking auto trips. 

They'll need TIG-ORE CARRIERS—the sturdy, 

TIG-ORE dependable top carriers, available in many styles 
for every vacationer’s need! 

yg hy Packages, Game, etc. Eliminates need of Trailer! 


BASKET No. 1000— 
7/2" x 36" x 42". Ap- 
prox. 25 Ibs. packed. Ruggedly construct- 

te 


ded 








Ideal for Luggage, 





metal, c | 








ed of heavy gauge exp 


PERFECT FOR CANOES, 
SURFBOARDS, LADDERS 


Feature the HOPPE Pack = 
for Father's Day 


It's just the gift for a man with a gun or a boy in the Service 
because it supplies every Hoppe Product needed for the clean- 








PACKED 


that will bring you repeat business. Hoppe Products are widely 
known and advertised. Easy to sell and easy to get. Your jobber 
can supply you. 





FRANK A. HOPPE, INC. West Coast Representative and Warehouse 


2314A North 8th Street Philadelphia 33, Pa. WESCO SALES CO., 444 Golden Gate Avenue, San Francisco 2, Calif. 








with 5 suction cups and 4 rain channel strips. 







Model 454—I1 Ibs. 1° x 1" x 54” 
Model 448—10 Ibs. 1’ x 1 x 48" 
Model 442— 9 Ibs. 1" x 1" x 42” 
IN PAIRS wodel 436— 8 Ibs. 1’ x 1" x 36" 


AVAILABLE IN STEEL OR OAK WOOD 
ing, care and protection of all small bore guns. It’s a sampler too Write Today for Complete Catalog Choice Territories Open 


68 Commerce St. 
Brooklyn 31, N. Y. 
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OUTTOOR SEASON ust around Vie comer 





BEACH TRIPS . . PICNICS . . HIKING TRIPS . . BACKYARD GRILLS 








HEAVY DINNER SET 





No. 342 8-PIECE 
BUFFET SET 





No. 340 20-PIECE 


Many items in the broad 
Shel-glo line are ideal for 
summer promotion when 
families frequently dine 
outdoors. The 20-piece 
Dinner Set and 8-piece Buf- 
fet Set are naturals for such 
occasions. Their beautiful, 
permanent pastel colors (4 
colors per set) will add a 
note of gaiety to every out- 
ing. Their light-weight, 
durable construction and 
design for generous serv- 
ings are features your cus- 
tomers will appreciate. 
Both sets are made of Poly- 


) styrene. Both sets are indi- 


vidually packed in corru- 
gated cartons that help re- 
duce your selling costs by 
eliminating wrapping ex- 
pense. 


The covered dishes, shown 
at right, are practical out- 
door companions —de- 
signed to carry moist foods 
such as baked beans, po- 
tato salad, cottage cheese 
and other popular picnic 
foods. 


Stop traffic and make more 
sales with a display of 
these Shel-glo items and 
suggestions for outdoor 
summer use. 


Write, now, for colored il- 
lustrations and prices. 


MANUFACTURING CO. 


WESTERVILLE, OHIO U.S.A. 
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PROTECTS FOOD 
FROM INSECTS, 
SAND AND DIRT 





No. 122 REFRIGERATOR DISH 


Ideal for moist foods—holds over 
one quart. Snug fitting cover re- 
toins freshness of food. Container is 
crystal-clear, covers are solid red, 
blue and white. Made of Polystyrene. 
Two dozen to a case. 





No. 100 TUMBLER 


Modern, flared design—10 ounce 
size. Fits center well in Buffet Set 
grill plates. Available in six, beauti- 
ful colors. Made of Polystyrene, 
Twelve dozen to a case. 





No. 121 REFRIGERATOR DISH 


One pint size. Crystal-clear container 
permits instant recognition of con- 
tents. Radius corners are easy te 
clean. Snug-fit covers are solid red, 
blue and white. Made of Polystyrene. 
Two dozen to a case. 


wen 





No. 124 DAIRY DISH 


Holds | Ib. of butter. Ideal for stor- 
ing cheese and molding Oleo. Can be 
used up-side down as a covered dish. 
Cover is crystal-clear, bottoms are 
solid red, blue gnd white. Made of 
Polystyrene. Two dozen to a case. 





No. 6 LIT’L BIT FOOD SAVERS 


Handy and convenient. Cups are 6 
ounce size—made of crystal-clear 
Polystyrene. Snug-fit covers are white 
Polythene. Packaged to sel! six-at-a- 
time in 2-color sales box. One dozen 
sets to a case. 


FACTORY OFFICE 


Room 14-102 
Mdse. Mort 


Chicago 
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ALL THESE GOOD THINGS 


HAPPEN WHEN YOU 


RecoMMEND AND SEU 


THE FARMER GETS THE CROP, 
@ SAVES WORK, TIME, DUST 


When you recommend Root Dusters, 
you show farmers a better way to 
protect crops from the ravages of 
insect pests and increase yields. You 
help them save dust because Root 
Dusters provide such accurate con- 
trol of dust discharge and such uni- 
form delivery. 


YOU GET THE REPEAT 
@ BUSINESS 


Give a farmer a chance to see the 

work, time and dust he can save 

with a Root and he’]l be a Root fan 

for life — and remember and return 

_ good will to the man who sold 
im. 


YOU AVOID SERVICE 
@ HEADACHES 


Root Dusters are built to withstand 
steady, day-in, day-out, heavy use 
with a minimum of attention. That’s 
good for users—and even better for 
dealers! 


AND HERE’S REAL HELP... 
@ 8,000,000 MESSAGES IN 





COUNTRY GENTLEMAN, read by 
farmers from coast to coast... 


PROGRESSIVE FARMER with in- 
tensive coverage of the South... 


WESTERN FARM LIFE and CALI- 
FORNIA FARMER in the West... 

Half page advertisements in 
these leading magazines urge grow~= 
ers to “Get the Crop—Save Time— 
Save Work—Save Dust—with Root 
Dusters.” Be prepared when farmers 
call on you for help on their pest 
control problems. Handle Root 
Dusters, known the world over for 
superior quality. 








Farmers and growers everywhere de- 
serve a chance to have the superior 
performance of Root Dusters, in so far 
as we are able to meet the demand. 


DEALER INQUIRIES INVITED which 
name favorite distributor sources. 








IMPORTANT TRADE NOTICE 


WHOLESALE DISTRIBUTORS are 
being selected to serve the dealer 
trade. Write us, telling what area you 
serve, how many salesmen sell farm 
equipment, whether you publish a 
catalog and whether operations are 
completely wholesale. 














Serving Farmers and Growers for 29 years 


ROOT MANUFACTURING CO. 









ROOT POWER DUSTERS 


All-purpose, all-crop dusters, both tractor power take-off and 
engine powered models for use on tractor, trailer, wagon. 
6 and 4 outlet models. Outlets adjustable for row crops of 
any row spacing, any height or for field crops. 


© 1951 ROOT MFG. CO. 
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ROOT ROTARY 
DUSTER C-3B 

Famous throughout the 
world for high velocity and 
uniform dust discharge that 
make a little dust go a 
long way ..for unusually 
easy turning. Rotatable fan 
case; dual agitation; rug- 
gedly built for long, main- 
tenance-free service, 


ROOT TRACTION 
DUSTER T-50 

The famous C-3B operating 
principle in a duster of 
twice the size and dis- 
charge on a rugged frame. 
Double V-belt drive; two 
fans with rotatable cases. 
Coverage from one to four 
rows. Easy draft—adjust- 
able hitch for pulling by 
horse, mule or small tractor. 


ROOT SADDLE 
DUSTER S-1 

The answer to the need for 
a duster to work on marshy 
land, on rough or hilly 
ground, on high plants— 
wherever ground machines 
cannot go. Two fans with 
rotatable case —all other 
features of Root Rotary 
Dusters. 


ROOT NAP-SAK* 
DUSTER ‘’KN’’* 

The ideal duster for spot 
infestations and vine and 
stake crops with plants 
spaced far apart. No dust 
wasted between plants. 
Light, weighs only 8% Ibs. 
Strong blast penetrates 
dense foliage. Easy to carry 
and operate. 


ROOT PLUNGER DUSTERS 
JUMBO* and JUNIOR* 

Ideal for many dusting jobs around 
farm, garden, greenhouse or home. 
No stooping or reaching; exclusive 
adjustable nozzle dusts straight ahead, 


upward or horizontally. 
*Trade Marks 
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ce c - LOOKING FOR PROFITS? FOR VOLUME? FOR SALES? 


HIT THE JACKPOT 





) 

















Above... 
MODEL J 


List Price 9.95 


YOUR PROFIT 
$3.32 or $3.98 









Above... 
MODEL S 


List Price 516.95 


YOUR PROFIT 
$5.65 or $6.78 











Left... 
MODEL M 
List Price*12.95 


YOUR PROFIT 
$4.32 or $5.18 











THREE “METCO” WAVE SPRINKLERS PRICED 
TO FIT EVERY POCKETBOOK...DESIGNED TO 
SPRINKLE PROFITS INTO YOUR CASH REGISTER! 


eeeeeeeoceoeeeoe ee eevee ee ee eee eeeeeeeeeeeeeeeeeeeeeeeeee es @eeeeeee eevee ee eee eeeeeeee 
- 





a Prorits! YES! : % pre-soup! YES! : » BiG Discounts! YES! 


Your customers will like the ° They’re pre-sold by national adver- 40% on total order if 6 or more 
better construction, the sensible +  tising, allowances for local advertis- * of any one Model is ordered. 
prices and the terrific eye-appeal. ° ing, sales aids, displays amd brochures. - 3314% on orders that do not 
They buy! You make a profit! - Watch ‘em move off your shelves! « contain 6 or more of one Model. 


eseeeeee eeseeeeeeeeev eee ee eeeeeeeeeeeeen eee eeeeeeeeeeeeeeeeee eee eee eeeeeeeeeeeeeeee 


ORDER FROM YOUR JOBBER TODAY OR MAIL COUPON 
































“METCO”" SPECIAL PRODUCTS DIVISION 
Guaranteed for One Year! nas aoe at aren 
www « (© 4 otaguaetsiweeeeeee ee Ship Now at Guaranteed Prices. 
METALLIZING ENGINEERING CO., Inc. i Model J... Model M____ Model S___ 
38-13 30th STREET 
LONG ISLAND city 1,N. Y. ! Firm 
=RS LOS ANGELES, CALIF. : Street 
; CHICAGO, ILL. as City ‘ies n 
s around ££ | “ees LLCO OeOeeoeeeeeeee ene 
or home. Jobber . _ 
exclusive 
ht ahead, 
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e., . WHITE-TAPE 
4 ‘ 


- 


Yes, Evans White-Tape toppled sales rec- and Exclusive Automatic Brake to hold 
ords even before its ad campaign hit its blade in place after measurement is made. 
full stride. Now more than 10,000,000 Free Sales Aids. Each White-Tape indi- 
potential customers are reading about this vidually boxed in code-colored package. 
better tape every month in their favorite Each dozen in multi-color display unit. 
national magazines. They'll read of Evans’ And a compact, sales-compelling display 
amazing low price—only 98¢ for the 6 ft. card with every dozen. 
They'll remember these outstanding fea- People snap up Evans White-Tape as 
tures: Sturdy Die Cast Chrome Plated Case; just the thing for SHOP—HOME—OFFICE. 
Jet Black Markings On Snow White Steel Order Evans “‘Lo-Inventory” assortment 
(white on both sides); Measures Inside and from your jobber now—a special one-dozen 
Outside; Economical Replacement Blades display unit carrying all sizes. 


$1.19" 


8-ft. (1O8W) 
98¢" $1.49" &CO 
*Prices a few cents higher 6-ft. (106W) 10-ft. (110W) x 


Denver West and Canada. 57 BRANFORD ST. * NEWARK 5, N. J. 
Makers of Evans 6-ft. Folding Rules 
® 7806 and "The Folding Yardstick” 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET... “smart looking” mem- 
ber of the new Shurlok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. 


(EGC O GLASS KNOBS ARE ALWAYS 


AVAILABLE FOR YOUR WEEDS! 


There once was a trainer called Pierre, 
Whose future had looked awfully bare. 

But he quickly recovered, as soon as he discovered, 
That his TEGCO GLASS KNOB was right there. 


Quality 
‘ Since 1920 } 











TEGCO TUBULAR GLASS 

TECHNICAL GLASS COMPANY, INC. TEGCO TUBULAR GLASS 
2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA celled “Soles-Appeal,” 
quality and distinction... 


he world’s largest selling 
knob style. 


WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 
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Our efficient, salesmaking displays make money for every dealer 
who takes advantage of their exclusive features. Yet we expect 


P&C displays to do much more than just help you sell more tools. 
How p g We advertise and produce “The BEST tools money can buy”... 
tools you will be proud to recommend. And we’re on the job 
h ( »- «8 with the merchandising ideas that make P&C “the Profit line”. 
@ Clearly marked prices save time for your 


a Better Joh «TANT 


draw traffic to your tool department, sug- 
gest tools your customers need. 


@ Shadow-marked tool locations and numbers 
help you control your inventory, increase your 
turnover and profits on these fast-moving, 
profitable tools. 


R-150 setts circles aRouxo § 
ANY DISPLAY YOU EVER SAW URI 1) MMM aM “to silow you how PAC can help 


your tool department make 
more money. 


@ They save valuable space. Tools in a 

_ 32” diameter space on the R-150 would 
take at least 121 ft. of wall on a 
panel 18” wide. 


Flashing beacon catches the eye. 

Rotates at finger touch. 

Self-service — tools are easy to reach. 
Sells 150 most-wanted P&C quality tools. 
More sales on smaller stock. 

Doubles and triples your turnover, 


Write today for new folder on R-150 


P&C HAND FORGED 
TOOL COMPANY 


PORTLAND 22, OREGON 
Cable Address: PANDCTOOL 








wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The 
Wick Edger’s new and original design makes the cutting 
knife follow the contour of the ground so that it will not 
dig or plow. Your customers will like the Wick Edger 
because it is constructed to facilitate the greatest 
possible ease of handling. The knife is self-adjust- 
ing and self-sharpening, the heavy gauge 
spring steel cutting whéel and blade are heat 
treated for long life. A 4 inch rubber tire 
guides the edger along smoothly and 
without strain. Approximate unit 
weight, 3 Ibs., handle length, 48 
inches. 



















A big seller . . . it’s popular! Customers like the 
compactness of the Duro Vertical Jet System, and they 
like its rugged, dependable, smooth running perform- 
ance. They like the Duro Vertical Jet System, and they 
buy it! 

Display the Vertical Jet Water System, and take ad- 
vantage of an excellent opportunity to “Pump up 
your profits!” 

Duro builds a complete line of water softeners and 
water systems, 

FOR MORE INFORMATION ON DURO PROFIT 
a MPSS MAKERS, SEND TODAY FOR THE NEW DURO 
a CATALOG! | 














NEWCASTLE, INDIANA 
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You can read it in a jiffy 


There’s no need to lose time in locating 
bolts when you handle Bethlehem Bolts. 
For cartons and packages of Bethlehem 
Bolts now carry this attractive label which 
is specially designed for quick, easy read- 
ing. With its essential information printed 
in large, clear type, the label enables you 
to spot bolts quickly, both in store and 
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BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


stock room. It reduces the chances of error 
in handling, too. 

As for the Bethlehem Bolts, identified by 
this label, they're good bolts in every way. 
With their sturdy heads and shanks, and 
smooth-fitting threads, they're the kind of 
bolts your customers like to buy. Order a 
supply now from your jobber. 






gETHLEHE 
a STEEL 
































*.-and to my son, John, | bequeath our 
family TROJAN JIG SAW BLADE’’ 


Trosan Saw Blades are still going 
strong when you'd expect them 
to lose their teeth 
and their usefulness. 
Blades are hardened and oil 
tempered. Teeth ore 
individually filed and pre« 
cision set. Over 130 
different types for every 
hand and power opera- 
tion. Insist on Trojan 
by name. 

















PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 








PALER TY 


Display America’s 
Fastest Selling Wrenches 














VISE-GRIP Merchandiser 
Can TRIPLE Sales! 






Dealers say “Our VISE-GRIP sales are 
greater than ever with this new Display 
Board!” Displays a variety of wrenches right 
at your customers’ fingertips. . .invites them 
to try the most useful tool made! And once 
they do, VISE-GRIP sells like hotcakes. . . 
making those “Extra Sales” that keep the 
cash register jingling. Board is finished in 
4 colors. Requires little space. Has easel for 
standing—holes for hanging. 


BOARD IS FREE! You Pay Only For 6 Tools! 
One No. 7 (7” Standard) One No. 10 (10” Standard) 
One No. 7C (7% New One No. 10C (10” New 
: Model without cutter) Model without cutter) 


One No. 7W (7” New One No. 10W (10” New 
Model with cutter) Model with cutter) 


VISE-GRIP LOCKS . . . CLAMPS .. . TWISTS... TURNS... 
PULLS... CUTS... . RATCHETS . . . HOLDS! 


Low Retail Price 


WITH Cutter ...... No. 7W—7-in......... $2.25 
i No. 10W—10-in....... 2.60 
( WITHOUT Cutter....No. 7C—7-in. ....... ae 


No. 10C—10-in. ...... 2. 
World famous Straight Jaw model: 
No. 


Hondle For Files, a Sheba, «56550 2.15 
Sows Order from your jobber. 
Manufactured 


PETERSEN. 
Dept. HA-5 





Holds Round-head 
Carriage Bolts 
From Turning 


Holds Smallest 
Parts For 
Grinding, Sawing 
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I The Finest L 
She Finest Line 
OF PACKAGED FASTENERS 


A strong, attractively designed telescope-type package. 
Color coded labels. Finely fabricated products that gen- 
erate quick, repeat sales. 


WOOD SCREWS e STOVE BOLTS e TAPPING SCREWS 
tal MACHINE SCREWS e DRIVE SCREWS e THUMB SCREWS e SEMS SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED 
WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


CHICAGO. ILL 


an Depend on Central 


SCREW COMPANY 


3501 SHIELDS AVE, CHICAGO 9 ILLINOIS 
3028 E— ELEVENTH ST. LOS ANGELES, 23 CALIF © 149 EMERALD ST, KEENE, N H 
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Display ‘em— 
you'll sell ‘em ! 


AMERICA’S ~ 
LEADING 
OILERS! 


Here’s the oiler that’s first choice with 
farmers, mechanics, and engineers! 
Customers go for Golden Rod’s 
CONTROLLED OILING . . . delivers 
a drop or a solid stream vf oil at 7 

just the touch of the thumb. No other DELUXE model, 
oiler is as well built or dependable. 1, 1%, 2-pint capacity 


COMPARE Golden Rod for these advantages: 
1 


- Thumb pressure starts oil flow instantly. 

2. Ejects oil up, down, or sideweyo—with- 
out waste! 

3. Shoots a solid stream or only a drop. 
Volume determined by thumb pressure. 
Up to 250-Ib. tip pressure. 

4. Exceptionally rugged. Heavy welded 
steel. Made to last through many years 
of hard service. 

5. Choice of 3 spouts — straight angle, or 
flexible spout. 

6. Guoranteed for 5 years! 


2 SMALLER SIZES 
SQUIRT model—¥Y% pint ca- JUNIOR model—*%% pint ca- 
pacity. Fits the hand. Just pacity. Detachable spout. En- 


oauien IT SQUIRTS! > fe fe crea Easy to 





Additional Golden Rod Items: 





Golden Rod Golden Rod Golden Rod Golden Rod Golden Rod 
Junior "Squirt" Sprayer- Blow Gun Tire Pump 
Pump Oiler Pump Oiler eden 


ORDER FROM YOUR HARDWARE JOBBER 


DUTTON-LAINSON CO., 


HASTINGS, NEBRASKA, U.S.A Since 1886 





ORDER FROM YOUR JOBBER 
84 


New BULLETIN AIDS 


IN SELECTION OF 
PROPER PUMP FOR 
YOUR SERVICE= 


4 mig P P 
24 pages of informative 
en gINCeFING and application 
data on horizontal end- 
suction centrifugal pumps 
in sizes from 1/4 to 150 hp 









a7" 


Profusel) 
illustrated—you can apply 
and buy directly from the Bulletin. 


EVERYTHING YOU NEED TO KNOW TO 
CORRECTLY APPLY PEERLESS PUMPS 
TO MOVING OR TRANSFERRING LIQUIDS 


You'll use this bulletin over and over again. From 
it you can select the proper pump for your liquid 
transfer service from one of the Scsniloat lines of 
general purpose pumps offered by any manufactu- 
rer. In the coat. se Fluidyne pump line Peerless 
provides: 

1. ALL TYPES OF DRIVE, electric, V- or flat belt pulley 
and flexible coupled drives. 

2. COMPLETE RANGE OF SIZES, with motor sizes from 
% to 150 hp. 

3. BROAD RANGE OF CAPACITIES, from 5 to 5500 gpm. 
4. WIDE RANGE OF HEADS, up to 260 feet. 

Bulletin is complete with product illustrations and 
descriptions, pump cross sections, parts lists, di- 
mensional data in both diagram and chart form, 
easy-to-read pump selection tables and pages of 
useful pump engineering data. 

WRITE TODAY FOR YOUR FREE COPY. Simply use a 
penny postcard and request Peerless Pump Bulle- 
tin No. B-2300. 


PEERLESS PUMP DIVISION 

FOOD MACHINERY AND CHEMICAL CORPORATION 
Address Inquiries to Factories at: 

Los Angeles 31, Calif. or Indianapolis 8, Indiano 


Offices: New York, Atlanta, Fresno, Los Angeles, 
Chicago, St. Louis, Phoenix; Dallas, Plainview 
and Lubbock, Texas; Albuquerque, New Mexico. 
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MILti.RS FALLS 


No. 900 Workshop Accessory Display. Here, 
in one colorful, sturdy self-service display, you 
have the attachments power workshop owners 
want the most. Free with initial order for the 
accessories that go on it. 





No. 500 Hack Saw Frame Display. One 
of the most striking displays we've ever of- 
fered. A beautiful fixture that does a great 
selling job. Free with order covering 2 each 
of Millers Falls 3 most popular frames. 


“Yoors bal 
Tew 


MOLYBDENUM-ALLOY STEE 


NAIL SETS” 


No. 825 Nail Set Display. Takes only 1/3 
sq. ft. of space. Multiplies sales of the new No. 
800 Series Molybdenum Alloy Nail Sets with 
hard, “super-tuff” points. Free with initial order 
for 3 dozen nail sets. 











No. 294 Automatic Screw Driver Display. 
An attractive, sturdy unit that lets customers 
actually try the No. 29 Screw Driver it displays 
and sells. Free with order for 4 Screw Drivers 
and 1 set of attachments. 





No. 4100 Countersink and Screw Driver 
Bit Display. A solid, well- built unit that will 
timulate many “impulse” sales for these small 
tools in your store. Free with order for 18 


@ssorted countersinks and 6 screw driver bits. 
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In hundreds of stores, these colorful, 
money-makers have proved their abil- 
ity to produce profitable, extra sales. 
They take very little space — do a big 
selling job without time or effort from 
store personnel. Put them all to work 
in your windows and on your counters. 
THEY COST YOU NOTHING —free 
with your order for the tools they sell. 
Place an order with your jobber for all 
8 or write MILLERS FALLS COMPANY, 
Greenfield, Mass. 





MILLERS FALLS 


TOOLS 


Ying ll 
ih 
Ea oa 


Cuts Most ANYTHING Aost ANYWHERE / 


No. 725 “Nest of Saws” Self-Sale Dis- 
play Cards. One of the fastest sellers we've 
ever introduced. Carded for maximum dis- 
play with minimum sales effort. Packed four 
units to a box. An item it really pays to push. 











. Sure Ways 


o|sell more tools 





MILLERS FALLS (O GREEMFIFLD MASS 


No. 550Tuf-Flex’’® Display. Featuring super- 
flexible, super-tough “Tuf-Flex” blades — finest 
of all general purpose saws. Free with order 
for 50 10” and 50 12” blades with assorted 18-, 
24- and 32- tooth pitch. 





No. 2222 “Blu-Flex”’ * Hack Saw Blade Dis- 
play. A real business builder for remarkable 
new high-speed, flexible ‘’Blu-Flex” blades. Free 
with order for 25 10” and 25 12” blades with 
assorted 18-, 24- and 32-tooth pitch. 





That’s the road-room 

you would need to line 

up all the dealers who sell 

Superkleen Brushes! 14,000 

dealers ... now busily engaged 

in supplying America’s most pop- 

ular brush line to new and repeat 
customers. 

That’s a lot of dealers... and if you 
are one of them you know all the ad- 
vantages of handling Superkleen 

Brushes. Also... why your customers 

keep buying them. 
If you are not handling the Superkleen 
Line we're inviting you to join the parade. 
Brush for brush, dollar for dollar, bristle 
or nylon, there’s no other line that so 
happily combines a quality reputation 
with volume profit and customer sat- 

ey isfaction. 
For complete details on the Super- 
kleen dealership, write Brush 
Division, Devoe & Raynolds 
Company, Inc., Princeton, 
Indiana. 


14,000 Dealers rec- 
ommend Superkleen 
Brushes unreserv- 

edly to their cus- 
tomers. Are you 

one of them? 


Devoe & 
Raynolds 
Company, 
Inc., 
Princeton, 
Indiana 


_ Job-Tested BRUSHES 


Reg. U.S. Pat, Off, 





eo © 6 6 @ 


NO MORE 
WOODEN CASES 
"FOR US! 


























_— | 
When Ordered in Bulk, 


SOUTHERN 


wooD 


SCREWS 


Come Packed in Steel Cans 


What a convenience for you and your customers! No 
more wooden cases to break open and leak screws! 
Southern wood screws (in bulk) come packed in in- 
destructible steel cans with sealed locking covers. You’re 
always sure of receiving full measure. Dirt and moisture 
are sealed out. And in use, the cans can be easily closed 
and locked after desired quantity of screws has been 
taken out... sizes can’t become mixed. 

This packaging convenience is only one of the advan- 
tages you enjoy when you sell Southern wood screws. 
Southern screws are made from finest materials in a 
modern plant using the most up-to-date manufacturing 
methods. The easy driving qualities, perfect uniformity 
and rugged, single-thread construction make Southern 
a screws a highly popular and profitable line to 
andle. 





Write today for our new catalogue. 


FACTORY WAREHOUSES 
4100 Dell Avenue, 325 West Ohio Street, 
North Bergen, N. J. Chicago 10, Illinois 
280 Decatur, S. E., 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® © © © ® ®@ 
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Hop on the Patterson-Sargent band- 
wagon now and let BPS Flatlux lead 
the way to bigger, juicier profits! 
ANokok-MdlU Mell meolilo MMM iuilel sme l-lael ger 
tor colors your customers demand, BPS 
Flatlux is washable, durable, easy to 
apply. Above all, BPS Flatlux is a 
money-maker...a fast turn-over 
paint that's ringing cash register bells 
all over America. And remember... 
all profits are yours under a BPS 
Protected Territory Franchise. By all 


means, look into it today ! 
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THE PATTERSON-SARGENT COMPANY 

1325 East 38th Street 

Cleveland 14, Ohic 

Please send me full facts on BPS Flatlux and your 


Protected Territory Franchise! 


Name_ 
Address 
a 





CAMPBELL-HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


Hea Compt, Le 


NATIONALLY 
ADVERTISED 





Hardware dealers 
frorfi coast to coast are 
cashing in on the na- 
tional advertising of 
Campbell-Hausfeld 
Spray painting outfits. 


Order them 
from your jobber. 
Show them in your 
paint department. 
Your customers 
will buy them for 
—— houses and 

arns, automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing weeds, 
spraying poultry 
pens and live stock. 


Pressure princess 
model no. 1-C 


& Ty. fig. 
+ oe of ; 







Four models attractively 
a Precision built for trou- 
le-free, lifetime service. Stock 
and display them all. Complete 
inventory means steady turn- 


over and good profits. 
Pressure maid 
model no, 50 


/ > 


Write for catalog and 
price list, giving your 
jobber’s name. 


tankmobile model no. 5-W 


THE CAMPBELL-HAUSFELD CO. 
215 RAILROAD AVENUE ETL itte). Mme) lle 
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THEY REMEMBER AT HOME 
~~~ FORGET IN YOUR STORE! 


-‘ 








LINOLEUM 
SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S & W'S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL 
12-FT. CARTONS 


because the home owner forgets 

to make a purchase while in your 

; . Store ... and you lose an extra 

12 feet of pliant, sil- sale! Put the S & W linoleum seam 

very zinc in each small and edge binding displays near 

ts x pre-shaped, your cash register and watch them 

prepunched with nail empty out. No cutting. ..no meas- 

holes . . . plus all nec- uring. The customer pockets the 
essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 





handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 


























MAKES EVERYBODY A 
professional 
PAINT REMOVER 





—and has 101 Additional 
HY-HEAT USES 


| USED LIKE A BLOW TORCH | 


—but PROVEN safer, faster, more versa- 
tile by more than 20,000 enthusiastic 
users. Nothing else like it—nothing can 
match it! Approved by all safety engineers. 


















No Flame . . No Scorch . . No Danger 
Use indoors or out —on wood, metal, 
canvas. Penetrates corners, curves, 
moulding etc. Mould Plastics. Cement 
wall and floor tiles. A POPULAR PRICED, 
QUALITY TOOL attractively packed. 


Sold Only Thru Authorized Jobbers 
ATTENTION DEALERS: Write for catalog, dis 
count, name of nearest jobber. ATTENTION 
JOBBERS—MFGRS. AGENTS: If your territory 
is not represented, we have an excellent dea! for 
you on this highly successful, fast selling TOOL. 


KINETIC PRODUCTS CORP., 31 S. 18th St., Phila. 3, Pa. 









FOR HOME, SHOP, FARM, BOATYARD 
PROFESSIONAL & AMATEUR WORKERS 
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PATENT 2399115 
OTHERS PENDING 


--- IT’S “AMERICA’S 


MOST-WANTED PRESSURE PAN” 
Every MIRRO-MATIC 


®@ Countless letters in our files, from housewives in every has the exclusive . 
state of the nation—testify to the truth of that statement. Selelive Pressure Control 
Praise pours in daily, for MIRRO-MATIC’s sleek, smart for “cooking without looking”! 
appearance, its simplicity, its dependability, its ease of You can hear it, as it automat- 
cleaning, its savings of time and money. In fact, the ladies ically prevents pressure from go- 
like everything about MIRRO-MATIC. ing higher than recipe requires. 


That’s the kind of product that pays its way in dis- 
play. You couldn’t invest your valuable windows and 
counters more soundly than in using them regularly, for 
price-protected, full-profit MIRRO-MATIC .. .‘‘America’s 
most-wanted pressure pan.” 


Sug from your MIRRO Gobbler 









THE FINEST ALUMINUM 









ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


» NEW YORK 10 MERCHANDISE MART CHICAGO 54 


MANUFACTURER O F ALUMINUM om On On Sm. me) UTENSILS 









PIFTH AVE 


" OFLD* S LARGEST 





N 





VUE BLOG 
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ALL ROLLER PAINTERS 





- everywhere are 
catching on to the ease, 
the speed, the economy 
of roller painting 


= 











Painters all over the country, professionals and 
amateurs alike, are turning increasingly to Thomas 
Roller-Painters and Stipplers. There are real savings 
in time; you can roll on paint twice as quickly as you 
can brush it on. It’s economical, too, for roller covers 
can be used over and over. Be sure you have a com- 
plete line of Thomas painters’ tools in stock constantly. 
Thomas products are fast-moving, they help make 
satisfied customers, and 
they notch up consistent 
DEAL 


profits for you! 
$ qu 
No. 328 


Thomas Roller Products give ex- 
ceptional service because they 
are made of the finest materials 
by careful workmen. For these 
genuine Thomas Products contact 
your jobber, or write to us for 
name of your nearest supplier. 








Typical 
RETAIL 


ALL 


ONE COVER 
FOR ALL PAINTS! 


© 2 eee ee, ee 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. + DETROIT 21, MICH. 













you have 


NO COMPETITIO 


with ROGERS 
“GORILLA GRIP’ GLUE 


NO PRICE COMPETITION 


Rogers is sold only to you — mever to 
group order buyers, chain stores, or mail 
order houses. This means you have guaran- 
teed profit protection when you sell “the 
glue with the grip of a gorilla.” 





NO QUALITY COMPETITION 


“Best by Adhesive Test”, Rogers has a 
holding power of 3885 Ibs. per square 
inch. Made only from the finest select fish 
skins, it is the strongest, purest glue on 
the market. Rogers satishes old customers 
— wins new ones. 


See Your Jobber today. 


ROGERS ISINGLASS AND GLUE CO. 


GLOUCESTER, MASS. 


Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE Oll 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
Oil COLORS AND WHITE 













Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


Shettield Zronze 





PAINT CORPORATION 








CLEVELAND 19, OHIO 
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Make an EXTRA 
PROFIT trom 


every sale! 







: 





~ 


during SPRING Handy-Sandy Abrasives by CARBORUNDUM provide a sure-fire 
sees 


way to pile up extra profits. Tie them in with every sale of 


CLEAN-UP and hand and power tools...build steady “repeat’’ demand. 


HANDY-SANDY DISCS. Fast-cutting abrasive discs in color- 
PAINT-UP TIME ful display envelopes for home craftsmen, hobbyists, farmers 

and small workshops. Available in varied grits on strong paper 
backing and in extra-coarse grit on combination backing. 
HANDY-SANDY SHEETS. Sturdy sheets for machine and 


hand sanding. Cut in sizes to fit popular makes of portable 
oscillating and reciprocating sanders. 





HANDY-SANDY BELTS. Durable abrasive coated cloth belts 
for power tools, both metal and woodworking. Packaged in 


attractive display boxes with distinct sales appeal. TAG YOUR 


COUNTER COIN CATCHER! Prominently displayed on the TOOLS. adi 
counter, Handy-Sandy Assortments serve asa strong point-of-sale Write for your 
reminder to your customers—help ring up extra sales for you! 

Flint Paper, Emery Cloth and Garnet Waterproof Paper Assort- lo 
ments, in eye-catching Scottish plaid wrappers and display box. - 


CARBORUNDUM 


TRADE MARK 
"Carborundum” and “Handy-Sandy’ are trademarks which indicate manufacture by The Carborundum Company, 
Niagara Falls, New York. 


nanny SAS? 
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Yes, were 
Ut-OF-BALANCE 


LIKE MANY 
ay OTHER PLANTS! 


For some months now, 
your demand for Ever- 
edy products has been 
exceeding our supply. 
Ordinarily, this would be 
a most welcome situa- 
tion. But today it’s a 


DEMAND SUPPLY | different story. Our 


‘country’s mobilization 








has made raw materials 
mighty scarce. We can’t 
increase production dur- 
ing a period of materials 
shortages. All we can do 
is make as much as we 
can and share it “‘fair and 
square’. If you aren’t 
completely satisfied with 





your deliveries, we ask 
your kind indulgence and 
patience. 


GIVES RUBBERWARE 
SPARKLE and SNAP SPECIAL NOTICE—Your Everedy representa- 
Cleans and polishes... coats arti- tive is on a controlled shipping allotment. If 


cles with silicone which makes them you'd like to order any Everedy specialties or 

last longer, stay pretty longer. It’s a 
natural for your rubberwares counter 
and a sales booster when you use it 


on your display. Ask your Prettyware The EVEREDY CO. 


fepresentative or write for a sample. FREDERICK, MARYLAND 


utensils, why not call him in and talk it over. 


Mfrs. of Speedy-Clean Cookware 


WARE 


PRETTY PRODUCTS, INC. 
COSHOCTON, OHIO 


Offices: Empire State Building, MORID’S A ¢ 441s . ITCHER aa, 
New York and Principal Cities | WORLD'S LARGEST MAKERS OF CHROME KITCHEN 1 
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Watch WARM MORNING . . . a great name 
in the space heater field . . . a headliner in sales 
and performance . . . a line that sells against 
any competition! 


now, 


been 


rm yaa HEATERS 


uld be 

situa- Introduced only a little more than a year ago, 
WARM MORNING Gas Heaters are already 
recognized as one of the outstanding quality 
lines in the industry. Dealers and users alike are 
enthusiastic about them. These are only a few 
of their exceptional features: 
@ Beautiful porcelain enamei lifetime cabinets. 
@ Burn all types of gases . . . natural, manufac- 
tured, L-P. @ Large radiant glass fronts of unique 
design. @ Designed for completely automatic 


operation. SERIES 360 WARM 
MORNING Gas Heater, 
60,000 BTU imput. Other 
models 30,000 to 85,000 
BTU imput. 


. 


COAL HEATERS 


The all-time record-breaker in the coal heater 
world .. . still the best . . . still the sales leader! 


@ Seven modern models, 40 to 200 Ibs. coal 
capacity. @ Exclusive, patented interior construc- 
tion . . . only heaters of their kind in the world. 
@ Heat all day and night without refueling. 
@ Light a fire but once a year! 


WRITE for name of your Wholesale Dis- 
tributor, and Catalogs showing all models. 


MODEL 422 WARM MORNING Coal 
Heater, 100 Ibs. coal capacity. Six other 
models, 40 to 200 Ibs. coal capacity. 
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- ROYAL WIRE : 


94 


engineered for 


DEPENDABILITY 


merchandised for 


VOLUME SALES 
Ask for details of the 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 


Lipa. 


«RIGHT CONNECTION 


_ for volume sales 
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FEATURING: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 
Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 ivory 8-17/64" 6” or7” 3ibs.7 02. 43 Ibs. 
#8 Ivory 9-3/4” 7” of 8” 5 Ibs. 62 Ibs. 
Order from Packing — | dozen per carton, | gross per case 
Your Wholesaler, 
or Write Us 


for Reference AE MG UL UG ICMR GO MME Clade: MLL 


(7 

















SOLD 
EXCLUSIVELY 
THROUGH 
JOBBERS 















Increase your 
sales of America’s 
leading wicks . . . GLASWIK 
and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 


COMPLETE DESCRIPTIVE LITERATURE 








ON REQUEST. WRITE DEPT. A 


NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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phed on 
the face BEVERAGE SERVER , ve , a z 
mers at- , ree, , “a op | ; 
1e blank. 10 oz. oF . y eater 
nie te TUMBLERS seat us Bs. ys 
eg t Z P : “ ~ if 
Per G ering 1) $s. . Cal 
- = int 7 age tS a Die nsion 28" AKT 88" 
aii. 4 Me. 81 a i] RS... not just onother tumbler, but the much-in-demand 


case 
“TABLE” SET 
SALT & PEPPER SHAKERS 


eee , SALT & PEPPER “CHEF” " SBE: idol Yor Kichen use, hele lost 


ing supply —ideal for outdoor use at picnics, barbecues, etc. 


Available in solid colors of red, yellow and. green, 
Dimension: 3” Dic. x 4%” high 


Ne. s120 PARTY BASKET NUT CUP... an attractive basket designed with 
ct eyelets for lacing ribbons and the perfected spring-type handle 
H as : 
SALT &. epee bettie re which acts as holder for a place card. These colorful inexpensive 
; party baskets available in pink, blue, yellow, white, green and 
red are made of Styron, and are non-toxic, odorless, tasteless, 


and above all chip proof. 
Dimension: 3%” Dia. x 3%” high ™ 


} No. 8126 CANISTER... multi-purpose container in brilliant colors of red, 
yellow, and green all with clear-vue lid. ideal for refrigerator, 


table or pantry use. Holds full 26 ounces. 
Dimension: 3%,” x 4%" x 5%” 


Ne.8129 CRACKER DISH .. . newest addition to the Wlenuioé family of 
“Matched Design’ plastics. Dainty yet practical—holds goodly 


supply of crackers;.in solid colors of red, yellow, green and ivory. 
Dimension: 8%" x 3%” x 1%” 


PROFIT WITH THE PROVEN LINE... 
STOCK BLISSWARE WITH THE “MATCHED DESIGN" 


Order direct from your jobber today. 


= DLS) a 


OF HOLLYWOOD HOLLYWOOD 38, CALIF. 
Write for complete price list! : 
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TELESCOPIC RODS 


Think of a single fishing rod so versatile 
your customers can use it for bait casting, 
fly casting, trolling or still fishing. A rod 
they can lengthen or shorten at will to suit 
fishing conditions. A rod they can telescope 
to a size for easy carrying in car, boat or 
suitcase. Well, such a rod is the famous 
BRISTOL Telescopic, originated and made 
world-popular by BRISTOL. Small wonder 
these “‘All-Purpose’”’ rods sell so fast wher- 
ever they are on display. BRISTOL Tele- 
scopics come in 10 different choices . . . 
Hexagonal and Round... with prices rang- 
ing from $3.00 to $11.95 (tax included). 


HEXAGONAL TELESCOPIC ROD NO. 3 


This beautiful rod 9’ in length when fully 
extended has four joints. Big feature is the 
adjustable positive joint lock (patented). 
This locks joints at any desired length and 
always in perfect guide alignment. 


Nationally advertised by 
The Horton Bristol Manufacturing Co. 


Bristol, Conn. 
e « « Originators of the steel fishing rod 


96 








Cater to these . 
BACKYARD SPORTSMEN | ZC 


this Spring~and Summer 


These low-cost units make AT 
OUTDOOR FIREPLACES A 
easy to build, fun to use NICE 





More home recreation is 
centering around Outdoor 
Fireplaces. This popular 
trend opens markets for 
you to supply these all- 
metal “cores” that fit in- 


side any masonry design. Outdoor Cooking 


(and eating) 
The Majestic Company offer great sport 
304-C Erie St., Huntington, Ind. for all the family 


z ee ee r z x z 











| 5, .TO DEALERS: 
ae Your Copy* FREE / | 


>... NEW 52-page idea 
TA book of Outdoor 


Fireplaces 
*More copies avail- 
able at nominal 


cost for you to sell ' 
Goud je at 25¢ each. = ! 
penile H| The Book Helps You Sell The Units [HJ 


\ 









































Vacation Time is Profit Mies, 
When You Stock 


BRIQUETS 
Stock up now for big summer profits, steady re- 
peat sales the year around. Feature Ford Char- 
coal Briquets 10# bag, and cash in. Big mark-up, 


fast sales to vacationers. Here are 5 
good reasons why: 














1. Processed from quality woods for rich 
“tangy” flavor 


2. Cleaner, smokeless, spark-free 





3. No waste, no dust, no breakage 

4. Glowing, even heat for even broiling 

5. Burn far longer than —— a 
ordinary charcoal eee 


Order today, and write for 
interesting information on use 
and equipment: 


FORD MOTOR COMPANY 
Special Products Department 
IRON MOUNTAIN, MICH. 








Charcoal Briquets ig -_— 


The heaf-packed charcoal 
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algsl... 


Over 66 Million BIG BEAM Advertisements 


in These Consumer Magazines 


will help build your volume and profits 


--o IF YOU’RE ON THE BEAM WITH 





Amerita's Foremost Line of 


PORTABLE ELECTRIC HAND LAMPS 





Big Beam Flare 


Powerful, Brilliant Light— Anywhere—Any Time for 
' Motorists, Sportsmen, Farmers, and for Hundreds 

of Utility and Emergency Uses around the Home. 

Simple —Economical—Built to Last a Lifetime. 


MANY ACCESSORIES 


See Your Jobber or Write Direct 
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— sales appeal 
sy DRAPER-MAYNARD 


TOP QUALITY * TOP DESIGN * TOP PROFITS 


“PICKPOCKET”’ 
FIELDERS’ GLOVE 
Three-finger Model, 
“Pre-formed” Pocket. 
Has received universal 
approval and acceptance. 
An outstanding value! 


“TRAPPER” MODEL 
BASEMEN’S MITT 


“Trap Action” closes mitt 
automatically. A big hit from 
coast to coast! 





| 





, adjustable wrist. A sales scoop! 


“HINGE FORMED” 
POCKET 
CATCHERS’ MITT 


Hand-molded with full 
“break.” Genuine cow- 
hide scoop model with 


Soles resistance fades fast when you flash this "trio" by 
Draper-Maynard—for more than a century, makers of the 
famous "Lucky Dog Kind" of Sports Equipment! Order the 
complete DRAPER-MAYNARD line from your Wholesale Dis- 
tributor right away. 





THE DRAPER-MAYNARD CO., Cincinnati 32, Ohio dense 
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Hinges 


by GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware .. . 


quality produced by 


. a ; Griffin. 
Kk Hesery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


SALES OFFICES 
45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 
9344 Woodward Avenue, Detroit, Michigan 
115 Broad Street, Boston, Massachusetts 
1355 Market Street, San Francisco 3, California 
917 St. Charles Avenue, Atlanta, Georgia 
308% North Harwood, Dallas, Texas 
4524 East 60th Street, Seattle, Washington 
785 North President Street, Jackson 6, Mississippi 
4638 Nichols Parkway, Kansas City, Missouri 
2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorade 
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MAYVILLE, NEW YORK = « 


The Bargain Buy’of the field 
in Power Saws 
is your Best Buy Profit-wise 


easier to handle. 

Cuts 3%.” on a 

square cut; at 45° cuts 
through lumber 

2'%" thick. Balanced 

for one hand 

operation. 

Lower than Competition 
at $155. 


FOR MORE THAN 25 YEARS 


In Canada: J. S. Broadtoot Company, Limited, 405-6 Terminal Bidg., Queens Quay West, Toronto 1, Canada 


$9 
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POWER MOWERS and LAWN SWEEPERS 
* NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower uperates simply by raising or lowering 
the handle stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips. 
Powered by nationally known, 4-cycle air-cooled gas engine. - 


FOLD AWAY LAWN SWEEPER 
Extra large 64 bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds =, 


e 2) flat against wall for easy compact storage. 
ROTARY POWER MOWER 

Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 

ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
storage handle swings to upright position. 


Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
.+» TRULY A QUALITY PRODUCT 


—_ — 















NATIONALLY 
ADVERTISED 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 
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TURNER 











No. 206-A 


No. 30-AT 





No. 92-A 
eee eee SESE SESS HEHEHE H EHH EEHEHEH HEEB E EE 


No. 39-A 






@ Turner's complete line of 
blow torches...from the 
top-quality Double-Jet 
burner to a handy little half- 
pint model for the home 
craftsman...gives you a 
range of torches ideally suit- 
ed for every use and in every 
price classification. Several 
models feature Turner’s ex- 
clusive “Carburetor Control” 

.each one is built to ex- 
acting specifications for 
quality and performance... 
each one is actually burn- 
tested before final check-out 
at the factory. Again this 
year — as in the past — you 
can look to Turner’s 80th 
Anniversary line of torches 
(and fire pots, too) for the 
acknowledged product lead- 
ership that wins money- 
making sales and satisfied 
customers for you! 


No. 59 Gasoline 
No. 60 Alcohol 


See Your Jobber 


THE TURNER BRASS WORKS 
Z up. PRERM SET OR 
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PENDING 


HARDWARE AGE, MAY 17, 1951 


eA POWERFUL 240 CANDLEPOWER 
LIGHT turns darkness to daylight. 


eSUPER-HOT 1000 DEGREE BURN- 
ER COOKS FAST, EFFICIENTLY. A 
super-cooking stove for its size. Special 
“bright glow’? burner produces intense 
cooking heat . . . 1,000 degrees at cooking 
level! 


e EXCLUSIVE ADJUSTABLE “BLACK 
OUT” SHIELD. Controls amount of light 


from full illumination to total darkness. 


eEXCLUSIVE BUILT-IN ‘‘HI- 
GLEEM” SPOTLIGHT REFLECTOR. 
Concentrates powerful light beam in any 
direction. Unexcelled for night fishing. 


eSAFE! STORM-PROOF! Works in 


wind or rain. Burns at any reasonable angle. 


“American Gas Announces 
New Camping 
Appliance Line! 


New Exclusive Features 
Skyrocket Sales! 


KAMPKOLD 


Portable Refrigerators 


Demonstrate the exclusive KampKold *‘Flexi- 
Tray” and it’s sold! KampKold is the ONLY 
portable refrigerator with this great new f 
position “Flexi-Tray”’ that permits both ‘‘wet 
and “dry” refrigeration at the same time 
makes KampKolds the most versatile boxes 
built! Other great features include Fiberglas 
lation, Rece 1 Drain plug, “Air-Lok’”’ 
Removable Lid and 
Bottle Opener. Five new models now 
available! Every model popular priced 


KAMPKOOK 


Camp Stoves 


America’s finest! The ONLY camp stove that 
burns “leaded” or clear gasoline. Patented 
Filter-Generator developed by AGM for the 
U. S. Army takes out the lead. Leaded gaso- 
line is the handiest of all fuels because all auto- 
mobile gasoline contains lead! No need to hunt 
for hard-to-find “‘white’’ gas. One filling gives 
five hours continuous cooking with both burn- 
ers on full. Fifteen other outstanding sales 
features! Four popular-priced models. 





KAMPLITE 


America’s Finest 
All-Purpose Lanterns 


Now, for the first time, you can offer a preci- 
sion-built lantern that burns regular “‘leaded” 
(or clear) gasoline— the handiest of all fuels! 
KampLite Storm-Proof Lanterns have the 
new KampLite “‘Lead-Burning” Generator. 
Other exclusive quick-sale features include 
High Candlepower, Instant-Lighting, Large 
Pressure-Tested Tank, Extra Large Filler 
Plug, Self-Cleaning Generator, Positive-Pres- 
sure Lock Type Pump. Six models, each the 
finest of its kind! 
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SuUller 


TARPS 


HAVE 
A BIGGER 









READY-PAK 


DISPLAY SELLS MORE 
RUGG “ALL-PURPOSE” ROPE 











Six connected coils.,.each securely flanged NOW AT | Famou: 
packed in sturdy shipping carton that Socket 
unfolds to make colorful display. tater ~~ paca s | Scienti 
Ready-Measured Per Coil Per Displa | for hig 
V4" rope 75 ft. 450 . THE E.T. RUGG CO. | broach 
%” rope 50 ft. 300 ft. 51 MILLER STREET on the 
Vp” rope 50 ft. 300 ft. NEWARK, OHIO plated 

; ¥™, *' 

| and a 

———BY RUGG EE 








The national defense program means more | 
and more work for Fultex Tarpaulins, in 


military, in industry, and on the farm. 


proved as dependable, easy and quick to 







| 
No other form of weather protection has 
| 
| 


; This 2-color l/4, page Ad Used 
apply as sturdy, tough, canvas tarpaulins. in Holiday Magazine will ‘og 
| , ply 
You are sure to have increasing demand mean Father's Day sales Tool 


for you IF... your Hard 


for Fultex—the nationally advertised stock of My Buddy ante 
strerec 
Tackle Boxes and reach 


Tarp of 1000 uses, with triple strength 4 


Falls City Minnow popul 


Buckets is complete. 





features, and the personal “Name on 





your Tarp” service that Fulton offers. 


P.S. You can build 
a sales-making 
window display 
around Holiday 
Magazine opened 


Now is the time to place your order 


while materials are still available to take 





care of your needs. 


Sulton at this ad. bors 
BAG & COTTON MILLS i 


Manufacturing Division 


_STRATION & TERSTEGGE CO. Ine: — 


P.O. Box 1859 tovisvilie, peprntty. 


Atlanta + St. Louis « Dallas * Kansas City, Kans. 
Denver *« Minneapolis * New Orleans « Los Angeles 
New York City * Winter Haven, Fla. 
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SOCKETS 


Famous quali. thin wall 
Sockets of finest alloy steel. 
Scientifically heat treated 
for high strength, precision 
broached for perfect fit — 
on the nut. Durable triple 
plated chrome finish, In 4", 
¥e", V2" and %" Drives 
and a complete range of 
openings. 


EXTENSIONS 


Used with Drive Parts, these 
versatile Extensions multi- 
ply the usefulness of any 
Tool by increasing reach. 
Hard-to-get-at jobs are 
made easy by eliminating 
stretching and straining to 
reach the work. 4", %", 
Y2" and %" Drives and in 
popular lengths. 








CARBON SOCKET SETS 
Priced low for sales action, avail- 
able in five most popular models. 
Ya"* Drive Set shown includes a 
stendard Ratchet, Adapter, Ell 
Handle and 8 Sockets. 


J 


Talay 
Ay 


FLEX HANDLES 


Designed for tough going, 
these Flex Handles are valu- 
able. The adapter can be 
set at five angles for all 
position work. Non-slip 
grips. Available in 4", %", 
V2" and %" Drives. 





THE NEW BRITAIN MACHINE COMPANY 


Teng wont BOTT 


Lths. fn 
*|* 








The COMPLETE Line...the SALES ACTIVE Line Brings BIG 


Don’t miss those big Hand Tool profits 
... put these effective NONE BETTER 
Stocking and Display Boards to work 
for you and boom Hand Tool sales. 
NONE BETTER offers you, at no 
added cost, a variety of these hand- 


some Tool Panels to create an attrac- 
tive Tool Department in your store. 
It’s an easy way to keep sales up and 
inventory down. Take advantage of 
this remarkable silent salesman — on 
the spot advertising and selling for you! 

NONE BETTER Tools are popular 
nationally because they offer Hardware 
Dealers the sales active combination 
of low, over-the-counter cost and fa- 
mous quality . . . only the finest alloy 
steels, scientifically heat treated and 
finished in gleaming triple plate 
chrome. From those rugged, thin wall 
Sockets and power-packed Drive Parts, 
to sleek, beautifully balanced Flat 
Wrenches, in open stock and in Sets, 
here’s the Hardware Line that has the 
1-2 profit punch of high quality and 
low cost that brings Tool buyers to you, 


intoy 
— * 
er 


Rice 


} 
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RATCHETS 


The sturdiest, smoothest 
Reversible Ratchet ever 
made. Its double pawl in 
streamlined head gives 
strength without bulk. This 
Tool features the best in 
design, materials and work- 
manship. In 4", Ye", V2" 
and %" Drives. . 4 











SLIDE TEE HANDLES 


Just the Tool for that tough 
turning job. A strong, pre- 
cision Slide Tee, can also 
be used as an Offset Handle. 
Combines with Extensions, 
Universals, etc., for many 
special jobs. 4", %", V2" 
and %" Drives from 41/2" 
to 18” long. 





¢ 
¢. 





TOOL SETS 


A complete, basic 23 piece 
V2" Drive Alloy Steel Socket 
Set. Contains 8 Drive Parts 
and 15 12-point Sockets, 
Strong metal carrying case. 
Typical of the many other 
fine NONE BETTER Tool Sets 
your customers want. 








New Britain, Conn. 
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FREE ALL-METAL & 
DISPLAY RACK & 


with either of these sales tested AMERICAN DEALS 





Despite rising costs, no change in the price of these @& 
deals! No change in quality! Install these racks @& 
near every register — dealers report they jump tack @&& 
sales 40-60‘! 











Fits all counters 10%” wide, 12” deep 


DEAL 7185S DEAL +18N ——— 
18 doz. nationally-advertised 18 doz. 
SAF-T-HED Thumb Tacks AMERICAN UPHOLSTERY NAILS 
Sales-tested assorted colors Assorted colors, styles 
10¢ sellers 10¢ sellers 
PLUS FREE DISPLAY RACK PLUS FREE DISPLAY RACK 























For Either of These Fast-Moving, Sure-Profit Deals: 
Your Small Investment. .. . $14.22 
Retail Value 

Your Big Profit — $7.38 


PLUS FREE PERMANENT STEEL RACK 


ORDER 
THESE DEALS 
FROM 
YOUR JOBBER 
NOW! 


ee eee 


AMERICAN TACK COMPANY, INC. 
Flatiron Building, New York 10, N. Y. 
Ship and bill through jobber 


Please ship — deal(s) #18S-18 doz. SAF-T-HED 
Thumb Tack assortments at 14.22 per deal. 


r 

‘ 
' 
' 1 
' ' 
§ ' 
8 i 
’ ' 
8 1 
4 ' 
' ' 
' 

' 
; Please ship — deal(s) #18N-18 doz. Upholstery : 
' 
' ' 
5 i 
' ' 
' ' 
' ' 
' ' 
' ' 
' ' 
' ' 
' 
’ ' 





Nail assortments at $14.22 per deal. 





JOBBER'S NAME 
ADDRESS 
YOUR NAME 
COMPANY NAME 
ADDRESS 





TITLE 
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It’s easy to sell CALBAR 

caulking compound to roofing contractors, 
glaziers, painters .... even to home owners! 
It’s ‘‘elasticized’’ to insure non-hardening 

and prevent staining. Available in a full selection 
of grades, colors and container sizes. 





FREE— 

Cartridge and Caulking 

Gun Display to help 
mio «YOU Sell More 

CALBAR. Ask for 


‘a yours today. 
Bk (Merchandise 
a {Dy not included). 
Ufa & a" ~~ . 

LA} y 


CALBAR PAINT 

& VARNISH CO. 

Manufacturers of Technical Products 
2612-26 N. Martha St. 
Philadelphia 25, Pa. 
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EDW. VALVE CO. 
11948-50 SOUTH HALSTED STREET, CHICAGO 28 
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S™" Jobbers have wisely stocked Hearth Glo 


Room Heaters early this year — and in ample 


7 


WW SIL 


quantity to take care of most normal needs. 


Smart retailers will be wise to do the same. 


, 


High quality, moderately priced Hearth Glo 


ie COC Noo Ree | 


Heaters sell readily — make a good profit and 
build customer goodwill for you. Stock them — 


feature them —sell them. It will be worth money 


to your business. 


ROOM HEATERS 


A Complete Quality Line of Gas Heating Equipment 


Saint Louis 15, Missouri 
Uncnths Fler cincurators 
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JACKES-EVANS MFG. CO. 

















BIG PROFITS 


ON THESE FAST MOVING 
NATIONALLY ADVERTISED ITEMS 





Gem Dandy Deluxe and Standard 
Models churn up to 5-gallons of 
whole milk or cream. A real time 
and work-saver for the farm home. 
Heavy-duty, cool-running motor. Ad- 
justable, aluminum shaft and dasher. 

e are filling distribuiu:’s orders 
promptly, and you can get prompt 
delivery on these fast-selling, big 
profit items. Order today. 


QO 


DELUXE MODEL 


White motor. Switch in cord. 
Recommended’ dealer cost, 
$13.76. Suggested Retail price, 
$21.95. 


STANDARD MODEL 


Black motor. No switch in 
cord. Recommended dealer 
cost, $12.32. Suggested re- 
tail price, $18.95. 





Duraglas_ containers 
MODEL. 4-QT churns 3 quarts of cream sold separately. 3- or 
or whole milk. Heavy-duty, cool-run- 5.92], sizes. Dealer 
ning motor. Mixes most anything. cost, $1.80 
Complete with  . Recommended ’ itt 
dealer cost $11.30. Suggested retail 
price, $16.95. 


ORDER TODAY FROM YOUR DISTRIBUTOR 
ALABAMA MANUFACTURING COMPANY 


Dept. A-197 Birmingham 3, Ala. 


M DANDY 
GEM | | 
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; | J: j & 
ANOTHER lustno-Wane SALES LEADER 





COLORED or CRYSTAL 
BOTTOMS with air 


seal, crystal view tops 


PRACTICALLY 
NON-BREAKABLE 


LARGE CAPACITY 


of space saving proportions 





Set of 3 dishes wrapped in 
cellophane make popular 
volume sales unit 


REFRIGERATOR | 








@Women just naturally take to these 
light, colorful dishes like a child takes to 
candy. Not only for her own use but for 
prizes and gifts. Available in bulk or in sets 

. and there’s an exciting array of other 
matching Lustro-Ware items to display for 
ever increasing Housewares sales. Available 
through your favorite distributor. 


COLUMBUS PLASTIC PRODUCTS, Columbus, O, 


Lustre: Wane 
PLASTIC HOUSEWARES 


Wreulas Seremoad Line 
<> 
SS 
> Guaranteed by 7 
Good Housekeeping 
a ry 
S45 aovennsto WS 
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Extra Sales—Extra Profits — 
eT 

on JACOB 
FOUNTAIN BRUSHES 


A QUALITY BRUSH 






for QUICK SALES 
Retail 
for only $395 






EVERY HOME EE 
NEEDS ONE O 
LACO E-ZEE WASH is a light- 

weight top-quality brush for 
the car owner and householder. 
Horse hair bristles—flare 4 2 
—are set in molded rubber 
brush part. Brush is easily re- 
placeable—snaps off or on— 
held firmly by pressure of the 
rubber. Five water jets—sturdy 
aluminum tube handle—10” 
long—attaches to standard 
garden hose. interchangable 


scrub brush available. G 
See rite us Counter Display 


=, E-ZEE 
e . FOUNTAIN 





LOW PRICED 
















Also LACO UTILITY and 


HEAVY DUTY FOUNTAIN 
BRUSHES in moulded 
aluminum 


” 








LAITNER BRUSH COMPANY 


2000 Brooklyn Ave 


. Detroit 26, Mich. 
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HOTPOINT SUPER-STOR 
REFRIGERATORS 
MODELS E D 110-5 and 
E D 87-5 


to these 
akes to 
but for 
in sets 


HOTPOINT SPECIAL 
DELUXE REFRIGERATOR 
MODEL € C 82-5 


mproved + 


HOTPOINT DELUXE EIGHT 
MODEL E B 81-5 


HOTPOINT STANDARD EIGHT 
MODEL E A 83-5 
Neither storage space or beauty 
is sacrificed in this economy-priced 
8-foot refrigerator. Speed 
Freezer holds 24 pounds. 


HOTPOINT STANDARD FOUR 
MODEL E A 40-5 


HOTPOINT STANDARD SIX 
MODEL E A 61-5 

Just the right size for small 

families. Room for 17 pounds 

of frozen food in the Speed 

Freezer. 


RANGES « DISHWASHERS « 


FREEZERS « 


REFRIGERATORS « 
AUTOMATIC WASHERS «+ 
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DISPOSALLS” « 
CLOTHES DRYERS 


Hotpoint Super-Stor Combinations Models E G 106-5 and E G 87-5 


The world's finest combination Refrigerator and true Food Freezer. 
Model E G 106-5 has cabinet volume (NEMA) of 10.61 cubic feet. 
Freezer holds 70 pounds. Model E G 87-5 has cabinet volume 
(NEMA) of 8.7 cubic feet and freezer holds 52 pounds. Both have 
shelves in doors, butter bins and many other modern conveniences. 


BRINGS YOU 
NINE MAGNIFICENT NEW REFRIGERATORS 
TO MAKE YOUR REFRIGERATOR LINE COMPLETE! 


Among Hotpoint’s complete line of the worldis finest and most convenient 
refrigerators there is a size, type and price to fill every family's specific 
requirement. Hotpoint's nine magnificent new models include ... 


 1.Two great new Super-Stor Combinations, at the top end of the line, 
combining full-size Refrigerators with true Food-Freezers—both in one hand- 
some cabinet. These models feature two separate compartments, two doors 
and separate temperature controls. . 


j/ 2. Three magnificent new models, in the middle of the line, featuring the 
new, improved Full-Width Speed Freezers. Two models have door shelves and 
butter bins. All three provide proper air temperatures under all conditions, 
eliminate excessive sweating or condensation and have the popular Telefrost 
indicators. 


43. Four popular models, in the lower priced end of the line, to fill out the 
complete range of styles and prices to fill every family’s need. When you 
step up to Hotpoint Refrigerators you step up to the finest! 


Hotpoint’s complete line of the world’s finest refriger- 
ators is further proof of Hotpoint's Full-Line Leadership 
Ideal for smoll —a leadership which makes the Hotpoint 
apartments, Li 

lodges, offices 
ond comps. 
Ample room for 
fresh food. 
Speed Freezer 
holds 9 pounds. 


coveted. Have a talk with your 
Hotpoint distributor and 

get on the right track 

to full-line prof- 

its—every month 

of the year. 


FOOD A Gene a 


WATER HEATERS * ‘ ate 
5600 W. TAYLOR ST., CHICAGO 44, ILL 


e ROTARY IRONERS «+ CABINETS 








silt Gear TRAFFIC ITEMS | ew CONGRESS LUBRALIFE 


PILLOW BLOCKS 






















Smith & Egge 


CHAIN 


Feature the balanced assortment 
of popular types in the handy 
space-saving display rack, where 
your customers can see and choose. 
Profitable in their own right, the 
quality of Smith & Egge chains 
makes satisfied customers, means 
extra business from the other 
merchandise in your store. 

If they are not in your stock, 
check and mail the coupon for 


complete information. 


MANY TYPES TO CHOOSE FROM 


Among the more popular Smith & Egge chains 
for the Hardware Trade are the following: 
SASH CHAIN BRASS SHIP'S UNIVERSAL CHAIN 
REGISTER CHAIN TELEGRAPH CHAIN eevee mace 
SAFETY CHAIN pc TRANSOM CHAINS 
NAVY LINK SAFETY SINGLE JACK CHAIN 


HANGING BASKET 
CHAIN CABLE CHAIN CHAIN 













In addition, we also make a wide variety of such accessories 
as sash chain fixtures, cable chain fixtures; split links, 8 or S 
books. All types and sizes are illustrated and described in 
our catalog. Mail the coupon for your copy, today. 


THE TURNER & SEYMOUR MFG. CO. 
SMITH & EGGE DIVISION 


QUALITY PRODUCTS FOR OVER A CENTURY 





iS 


TORRINGTON 


















THE TURNER & SEYMOUR MFG. CO. 
SMITH & EGGE DIVISION, Torrington, Conn. 


Please send me information on the dealer display rack 
with chain assortment......... 

Please send your chain catalog......... 

IS inc Me istanl eo wa en ees «ea rie Riele atune se 
Cee 


} 





Permanently Lubricated 
Self-Aligning 


Throw away that dirty, messy oil can! Congress Pillow 
Blocks never require oiling, yet there Is no oil drip. 
They are rust free, quiet, trouble free, easily installed. 


© Perfect Alignment 

© Rugged Construction 
+ Heavy Load Capacity 
¢ NO OILING! 


Oil resisting rubber grommets 
equipped with static dissipa- 
tor, to prevent transmission 
of any vibration of the ro- 
tating parts, are also avall- 
able. 





The test tube aft the right shows the acfua/ 
amount of oil contained in a %"' bore 
Lubralife bearing. 


Write for Literature on Pillow Blocks and 
SPECIAL PULLEY ASSORTMENTS 


CONGRESS *.cccc° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH 














WORKSHOP MOTORS 
AT BARGAIN PRICES 
Sell More Tools—Faster 






1/2-HP WORKSHOP MOTOR 
Fastest-selling. Lists at only 
$39.95. V2 HP, 3450 RPM, 115 V. 
Capacitor type. Double shafts. 
Totally enclosed. Ball bearings. 
Overload protected. Switch 
and cord. Handles 101 tool 
jobs efficiently and economi- 
cally. No. 4K152. 


1- HP WORKSHOP MOTOR 
Lists at $65.95. Out-sells any 
1-HP, 3450 RPM, 115/230 V. 
60 Cy. double-shaft, ball- 
bearing workshop capacitor 
motor. On-off switch. 14/2 
cord. No. 4K324. 











USE YOUR NEARBY GRAINGER STOCKS 


@ Lowest Net Motor Prices @ Motors for Every Need 
@ Strict Wholesale Policy @ Fast Shipping Service 


Write for Wholesale Motor Catalog 


W.W.GRAINGER, INC. 





43 WAREHOUSE STOCKS, COAST-TO-COAST 


General Offices: 740 W. ADAMS, CHICAGO 6 
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What Speed... What Features 
What a Seller at only $76-50 


This great, new 6” Heavy-Duty Deluxe Lectrro-Saw has everything 
you need for big sales to builders, contractors, carpenters, farm- 
ers! Beats hand sawing 10 to 1. Weighs only 111; lbs., close-coupled, 
perfectly balanced for easy one-hand control. Gives you such high- 
quality sales features as a dependable B&D-built universal mo- 
tor, full-size ball bearings, helical gearing, hardened armature shaft, 
husky housings. Take advantage of LecTrro-Saw advertising in 
current issues of American Builder, Practical Builder, Popular 
Mechanics, Popular Science, Mechanix Illustrated, Farm Journal, 
Country Gentleman! Order now from your Home-Utility Distributor! 


Professional Saws at Popular Prices! 
Also: 6” Heavy-Duty model ($56-5°) 8” Heavy-Duty model ($92-50) 


ZELECTRICN 
FCTRO-SA 


Products of HOME-UTILITY Div., BLACK & DECKER Mfg. Co. 
Dept. H-653, Towson 4, Maryland 
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6’ Heavy-Duty Deluxe 


LECTRO-SAW 


(Cuts 2” lumber) 





BEVEL ADJUSTING 
QUADRANT calibrated 


for easy reading, fast adjust- 
mentin bevels from 45°—90°. 





TWO DEPTH ADJUST- 
MENTS (front and rear) 
permit handle to be kept at 
comfortable wrist position, 
even in very shallow cuts. 





PRACTICAL SAW PRO- 
TRACTOR! Sets in a jiffy 
to make rapid, extremely 
accurate cuts with any pow- 
er saw. Sets at any angle. 
Use with Saw’s bevel adjust- 
ment for compound miter- 
ing. Only $4.50. 


199 





The Finest 
Padlocks 
in the 
World! 


ROLLER BOLT securely deadlocks 
the shackle in eee 

ts the 
= s cam operates, Lag on 
= releases the shackle nes 
po he plug is turned by @ 


when t . te 
Wr TRUE SECURITY is your customer's first 
requirement, show him these exclusive, 


L PINS patented features! Together with the finest of 
00 tbe 

increase of Corbin materials and the highest skill in workmanship, 
sec 4 


a ng ny they make Corbin “2880” Series Padlocks the 


eae the lock finest padlocks in the world! 
with pickin ; 


WHEN ECONOMY, TOO, IS 

IMPORTANT, show Corbin “900” Series 
ircles the _— Padlocks. These are superior quality 
ay 4 ual terkey padlocks in the moderate price class. 


series we — And ask your jobber to show you 
into 
ae master Ting, the many other models of Corbin 


. . th 
permitting tener. Padlocks, designed for every use! 


BE SURE... with 
CORBIN CABINET LOCK DIVISION 


C THE AMERICAN HARDWARE CORPORATION 
New Britain, Conn. 


HARDWARE AGE, MAY 17, 1951 





















-. wnsulation OVE; 
all this ins a THE Qurexe 


.--each 15 lb. armload is 250 sq. ft.! 


—OREYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


Here's the most insulating efficiency in the swailest package... 
at about half the cost of most bulk insulations. Anybody can 
walk away with a couple of armloads and put up a complete house 
ceiling in a weekend's spare time! Reflects up to 95% of 
radiant heat... keeps interiors up to 15° cooler in summer... 
saves winter fuel, too. Neat, clean, takes little space on 
a counter or floor, makes a bright display...sells on sight! 

~\ Se \ Mail the coupon. Reynolds Metals Company, Building Products 
Tack or staple it under rafters or over Section, Louisville 1, Ky. 
ceiling joists. 







PUT THIS 
BRIGHT ROLL 
ON DISPLAY! 








Bow it in between wall studs—perfect 
vapor barrier, too! 


Aluminum is 






required for planes and 





other military needs. Aluminum 






insulation is being steadily produced, 






but deliveries may lag behind orders. 






Get your order on your jobber's 





books now! 





Great for farm buildings. Increases . i alae 
poultry and livestock production. ee ee ae 
C, one side, Widths: 
a... Reynolds Metals Company, Building Products Section, 


2026 South Ninth St., Louisville 1, Ky. 






Display this 20” x 13” 


colored aluminum sign! 


| 

| 

| Please send full information on 

| C] Insulation C) Gutters C) Flashing C) Nails 
l 


Name 





Address 


REYNOLDS ALUMINUM 


WINDOWS *+ INSULATION + FLASHING * NAILS * WEATHERBOARD SIDING * CORRUGATED AND 5-V CRIMP 
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HDL COLS 


Now in EW + 











ih, 
\ 
1/4" 5/16" 3/8" 1/2" dia. 
100 ft. connected coils. 


Approximately 15 Ibs. of 
rope in each box. 








Handy Coils of “American Brand’’ Pure Manila 
Rope have set a new fast pace in rope merchan- 
dising. Jobbers and dealers have stepped up their 
volume and profit—in Handy Coils (and in 
large coils). 
Now, Handy Coils come to you mill-fresh in 
factory-sealed boxes. The box opens into an 
attractive counter sales display. There’s worthwhile volume in small- 
size ropes—and Handy Coils are the best way to get it. Write for 
complete information and delivery schedules. 


Specify “American Brand” Pure Manila Rope 
when you buy full coils. 


American Manufacturing Company, Brooklyn 22, N. Y. 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
SALES OFFICES: BOSTON « CHICAGO + HOUSTON « NEW ORLEANS « PHILADELPHIA « SAN FRANCISCO 
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FY . A practical dealer tells, in his own words, 


how he started a profitable rental service 







RENTAL SERVICE 


a good traffic builder 




























i 

|/2" dia. / : , 
d coils Five years experience with rent- 
he “a ing a large variety of tools for 
, By SAMUEL KAGEL home use has proved to us that a 
‘ rental service can be a real source 
Kagel Paint & Hardware Store, of additional income to hardware 

Wilmington, Del. dealers. } 

With hardware stores facing the 
prospect of some restrictions in 
agi | This dealer wanted better merchandise due to the mobiliza- 
he . . . tion program, dealers would be well 
traffic in his neighborhood advised to give careful considera- 
store, so he started a rental tion to a rental service as a means 


of maintaining profit levels. 







service. Here is his own report on how he We are describing here our ex- 
——— . : periences in starting a rental serv- 
started the service; how it has grown to cover foo tie Gan Gieeaie Shek 0 coe 
63 pieces of equipment; how it has built up be of interest to other dealers con- 
° . sidering the starting of such a 

store traffic, and how it encourages sales in piece ‘ 
other departments. We started our rental service in 





1946 with one set of floor sanding 
machines and added other items as 
the demand grew. Today we rent out 
30 different types of tools, repre- 
senting 63 pieces of equipment, and 
are adding new types each year. In 
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—— Promoting a Rental Service ; 


A successful rental business doesn’t just happen .. . It 
takes promoting. Here are some of the tools used by 
Kagel Hardware in building its rental service. 





KAGEL'S “Rent-A-Tool” SERVICE 


The CLARKE DUO aes tx 
15¢ overnight $1.50 per day 
$2.25 Weekend $3.75 per week 





KAGEL’S “Rent-A-Tool” SERVICE 











DUFAST OSCILLATING 
MOTION SANDER 


rents ter 
75 overnight $1.50 2 dey 
$2.25 Weekend 


SKIL OSCILLATING SANDER 
rents for 




















| FLOOR POLISHERS 
Rent tor 


$1.50 per day 
75¢ overnight 
$2.25 weekend 


Small Johnson Polisher 


— 
| me 





$1.50 weekend 


OOOO OOOO 
{ Extension Cords 
; FURNISHED FREE 





— 


4. Remove iron c3p. Fill with clean wter to within one- 
fourth inch of the top of water gless. ‘hen replace 
the cap. 


INSTRUCTICNS FOR OF ZRATING ON REQUEST 


ODPOL OPPO 











STEAL WALL PAPER R=MOV ZR 





& An attractive 4-page price list 


2. demove cap from fuel tank and fill with clean KEROSANE. 
Then replace cap and tighten, 


3- Tilt the water compartment back as f:r as it will go. 


be Open fuel vilve two complete turns TO LEFT and lay 
swab end of lighter in burzer pit. Turn on motor. 
Allow it tu run until fuel enters burner pot. Then 
turn off the motor. Lirht swab with a match. Replace 
lighter wwab in the burner pot and turn on the motor, 


<@ Operating instructions for each tool 


5. The amount of heat produ — by the burner a be regu- 
lated by opening or closing the air s te 


Special forms for the rental agreement 


V 


6. Lower the water compartment into place, 


7. Before the aachine starts to produce stesm, connect 
one end of the steam hose to the top of the steamer. 
The other end attaches to the large concentr.tor. 


Penny postcard for reaching new customers 


v 





STOPPING THE } CHIE 


KAGEL'S RENT-A-TOOL SERVICE 
Please reserve the filieving equipment for our use 
on the days specified below 


Close the fuel valve and allow the a 
antil the flame goes out. Then _st- 


tor to rus 





«Floor Sander +++-Floor Polisher 
cco eSloer Edger +++-Paint Sprayer 
+++-Blect.fedge Trimmer +++Bench Type Sander 

When wate +++eBolt Sander +++eWallpaper Steaner 
of the bo’ ++++Clark Due ++eeSkilDrill 

Stop as di +-+-SkilSew ++-SkilVibrator 
iron cap «a OTHER TOOLS, 


machine as 








Tie-in with regular ads 
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44. years we have-reeorded more 
than 12,000 individual rentals and 
sales are now running in excess of 
five figures a year. The accompany- 
ing illustrations suggest the types 
of tools we rent. These price lists, 
which were printed last year, are 
already out of date since we have 
added new items. 

The problem which our store 
faced and which led to our setting 
up the rental department, was that 
we are located in an outlying part 
of Wilmington and have had to 
depend exclusively on neighborhood 
trade. While the trade was good, it 
wasn’t in the merchandise we 
thought we should be emphasizing. 
We wanted to develop better paint 
and tool sales. 

We undertook some intensified 
advertising to perk up paint sales 
and, with the help of the paint 
manufacturer, we were able to im- 
prove our paint volume. 

But our location made it much 
more difficult to do this with our 
tool line. We found we needed more 
than local trade for this. 

So in 1946 we obtained our first 
set of sanding and edging machines 
and launched our’ Rent-A-Tool 
Service with an advertising cam- 
paign. 

After a few weeks we found that 
we would have to purchase addi- 
tional machines to take care of the 
demand the advertising had built 
up. It also became apparent to us 
that many customers liked the idea 
of renting other types of tools for 
which they had only occasional use 
and thus did not feel they could 
afford to buy them outright. 

From this beginning, we have 
developed until today we rent more 
than 60 pieces of equipment, some 
of which are shown in the price 
list illustrated with this article. 

We have purposely avoided get- 
ting into the renting of hand tools 


' in order to preserve the friendly re- 


lations we enjoy with other hard- 
ware stores in Wilmington, many 
of whom send us rental prospects. 

On many occasions we have made 
sales of major items following a 
rental, particularly the large porta- 
ble circular saws. Many a home in 
this area has been painted with our 
paints due to the rental of a wall- 
paper steamer. 

Our rental equipment has gone as 
far as Philadelphia, 30 miles away, 
and as far south as Lewes, Dela- 
ware, nearly 80 miles away. 

Advertising has played a major 
part in putting our Rent-A-Tool 
service over. We have used news- 
Paper display advertising regularly 
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Another illustration of the way rentals and regular paint products 


are tied together. 


over the years, and also use the 
yellow pages of the telephone book. 
Our store is listed in bold type on 
the white pages of the phone direc- 
tory. The rental service is also ad- 
vertised on our delivery car. 

We also use direct mail. Last 
year we mailed more than 4000 
copies of the Rent-A-Tool service 
rate list in and around Wilmington. 
The response was worth while. 

Our advertising budget exceeded 
$1900 last year for both Rent-A- 
Tool and paint products. We find 
that both of these items go hand in 
hand. 

We endeavor to avoid delivering 
rental equipment as much as possi- 
ble. If the customer wants delivery, 
we bill him for a $1 delivery 
charge. This charge hardly covers 
the cost of delivery, but does tend 
to discourage delivery requests. 

We make it a point to instruct 
users on how to use the rental 
equipment and, with some equip- 
ment, printed instruction sheets 


Note the rental sign hanging from the ceiling. 


are attached to the machine when 
it is taken by the customer. 

In 4% years of experience, we 
have lost only one tool due to theft. 

Our experience has been that on 
the average we can obtain the cost 
of a machine in one year. In prac- 
tice, some equipment takes longer, 
some less time, but the average is 
about one year. 

The man chiefly responsible for 
starting and building up our rental 
business is Myron C. Evans who 
was with this department since it 
was started in 1946 until he left on 
leave for the armed services in 
November, 1950. 

Our rental service has well served 
its original purpose of attracting 
customers from a wider area. We 
now have customers from all over, 
although we are primarily a neigh- 
borhood store. We are convinced 
that a rental service represents an 
excellent method for stimulating 
traffic in a store that is out of the 
traffic area of a community. 





a rental service: 





Want More Info on Rentals? 


Here are some other articles published in HARDWARE AGE that 
contain a wealth of helpful ideas for dealers interested in starting 


“Tool Rentals Pay For Themselves,” March 8, 1951, p. 110 
"Rental Service Builds Good Will and Service, 
"A Scoreboard for Rentals,"" June 20, 1950, p. 62 

“For a Summer Pick-Up, Try Rentals," July 13, 1950, p. 46 


" May 18, 1950, p. 130 

















Entrance and turnstile through which all patrons pass. Note railing which separates exit from entrance. Joseph 


Illinois Store Profits from Lad. 
capital 


verting 


* & accepta 
elf-Service Selling Methods = 


Super-market method and layout gives faster service 
and eases shopping for customers. Enables proprietor 
to know more customers and do a better selling job. 
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Two large semi-open back windows feature mass displays. Door to right is entrance, other being the exit. 
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rings up the sale. 


Lad. Jachym, Berwynn, IIl., hard- 
ware dealer, decided in 1949 to 
capitalize on increasing consumer 
acceptance of super market meth- 
ods of selling. He did so by con- 
verting his store, with its 85 ft. 
long and 50 ft. wide showroom, into 
a self-service operation. He likes 
this type of operation; and, more 
important, so do his customers. 

Customers in a hurry like the 
present setup because they can get 
out quickly. Those in the mood for 
browsing can do so without being 
hurried by staff or other customers. 

Service was greatly speeded as 
a result of the change in methods 
of operation, pilferage—which was 
an increasing problem—was prac- 
tically eliminated and Mr. Jachym 
found he was able to become better 
acquainted with more of his cus- 
tomers, which he considers a very 
important phase of merchandising. 

Operated at 6306 W. 26th St., 
Jachym’s Self Service Hardware 
Store has two doorways in the cen- 
ter of the wide front, one for entry 
the other for exit. Customers en- 
tering the store pass through a 
turnstile and see five rows of 30 
ft. long flat topped tables with en- 
closed sides and ends. These are 
used for storage of the lines. dis- 
Played on the table tops, and are 
at right angles to the exit and 
entrance. 

About half way back is located 
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Cash and wrap table. Displays are subject to constant change. 
Joseph Klapka, a sales clerk, checks a customer's purchases and 


In the store's office, 
next to the cash- 
wrap table. Seated 
Mrs. Jachym. Stand- 
ing, Joe Vyletta, 
Lad. Jachym, pro- 
prietor, and Jim 
Kostkas. 


a cross aisle on the other side of 
which is a second bank of 30 ft. 
tables. Each of the long units dis- 
plays merchandise at a height about 
waist high for a person of average 
height. The store has a stock and 
receiving roon about 40 ft. deep 
and 50 ft. wide behind the rear of 
the showroom and also a storage 
basement underneath. 

Lad. Jachym uses long tables as 
a means of encouraging more cus- 
tomers to go toward the back of 
the store so that they will be ex- 
posed to more merchandise. He 
and his wife are assisted by three 
full time sales clerks and by two 
part-time saleswomen. The full time 
sales clerks are young men. One 
of the part time employees works 
Saturdays only and the other for 
part of Thursday, Friday and 
Saturday. 

The store’s paint department is 
in the rear of the store and includes 
a service, wrapping and checking 





table. Customers not wishing to 
visit the service table in the rear 
may take their purchases to the 
wrap table and cashier’s stand in 
the front of the store. When he 
is in the store, Mr. Jachym serves 
as store cashier, employees of the 
store devoting their time to cus- 
tomer assistance and stock work. 
As a person makes his selection of 
goods one of the sales clerks gives 
him a record of his purchases and 
their price, payment being made 
only at the front of the store. 
Most of the firm’s sales are on 
a cash basis, although some busi- 
ness concerns buying supplies from 
the store are granted open ac- 
counts. No merchandise is sold on 
a time payment basis. 
Considerable overhead expense 
is eliminated by use of a local de- 
livery service with a 25¢ charge 
being levied on all delivered orders 
valued at less than $3.00. The 
store assumes delivery costs on 
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A firm. believer in advertising, 
Mr. Jachym uses direct mail cir- 
culars obtained from three whole- 
salers in Chicago, regularly circu- 
larizing a list which is now being 
expanded from 2,000 to about 
8,000, according to present plans. 











Advertisements are used in one Dra 
local publication on an average of 
three times a week and about once enc 
a month in another paper. sug 
Store fixtures are finished in 
gray as a housekeeping aid, since 
finger marks from constant touch- 
ing by customers will not show up 
too plainly. Occasional cleaning 
and repainting keeps the store neat 
at all times. The hs 
In addition to the problem of his prob 
keeping display fixtures clean there these de 
is the matter of having displays peace. I 
neatly arranged. This problem is to solve ¢ 
given particular attention at the I’m afrai 
Tool section wall displays. Glass covered bins are opened by swinging panel doors open Jachym store where the entire staff I am 
and turning a twisted section of y= bag sg lla price cards in many sections of spends much time refilling table bho reals 
; believe t 
before b 
must all 
merchandise totaling $3.00 or more. of the st 
The store serves a trading area This is 
including parts of Berwynn, Cicero, as a nati 
Brookfield, Riverside and Lyons dividual. 
and encompassing a population of live, let 
from 50 to 60,000. Its trade is the last ’ 
mostly with people living within as a basi 
a two to five mile radius. Many Sales 
of them own their own homes aches 
and are medium bracket income will all | 
earners. were © 
The business was established in which, ; 
1926 and until the self service fay- helpful 
out was installed “everyone was problem 
cashier” in the words of the pro- What 
prietor. At that time the personal it? We 
contact with all customers, which “There 
Mr. Jachym considers of utmost em te 
importance, was not possible to at- ie te 
tain. ' to be di 
Service table and paint section, across ously we 
rear of showroom. Doorways lead to ages T 
stock room and receiving department. me 
who are 


must \ 


: . a Sienna 4 ere - harder 
[a SS ae Cond 


chandise that has been carelessly 











B CASH REGISTER _ moved around by browsers and by “enc 
9 uf customers who make selections with tal net 
pe little thought as to the condition oe oh 
in which they leave a display. ellie 

9 Plainly marked prices are most that it 
important here as in any other self- on on 
et service section or store since pat- wleslees 
rs} rons of such types of operation are foundry 
2 very price conscious. insuran 
absolut 
This 4s 
sented bi 
the Sout 
Store layout, showing location eae 

of long tables and turnstile. 

HARDV 
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The Hardware Dealer and War 


Drawing on more than 40 years business experi- 


ence, Mr. Seymour has some common sense 
suggestions for dealers confused by today’s 


trying times 


The hardware dealer always has 
his problems, particularly now in 
these days of half war and no 
peace. I wish I could tell you how 
to solve each of these problems, but 
I’m afraid no man can do that. 

I am no alarmist, but I try to 
be realistic in my thinking and 1 
believe that this country has never 
before been so hard pressed. We 
must all realize that this is a period 
of the survival of the fittest. 

This is so, in my opinion, whether 
as a nation, or a company, or an in- 
dividual. It is going to be hard to 
live, let alone run a business. Even 
the last war loses much of its value 
as a basis for planning this time. 

Sales problems, shortage head- 
aches and manpower difficulties 
will all be much tougher. But there 
were experiences and conditions 
which, if we study them, can be 
helpful in working out today’s 
problems. 

What are we going to do about 
it? Work. The old adage that 
“There is no substitute for work” 
never had a truer meaning. Busi- 
ness is like an automobile; it has 
to be driven to get results. Obvi- 
ously we will have manpower short- 
ages. That means that those of us 
who are left to carry on at home 
must work longer hours, work 
harder and more intelligently. 

Conditions under which we must 
operate during these difficult times 
brings me to one of my fundamen- 
tal beliefs. There are those—retail- 
ers, wholesalers or manufacturers 
—who, in times of stress, believe 
that it is safer to have more than 
one source. They add another 
wholesaler, or manufacturer, or 
foundry, or steel mill, as a sort of 
insurance. I believe that unless 
absolutely forced to do so, we should 





This is an excerpt of an address pre- 
sented before the annual convention of 
the Southern California Retail Hard- 
ware Association. 
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each of us put our eggs in one 
basket and let that source realize 
that we are depending upon him 
to take care of us. But in doing 
this, we must give him every ounce 
of help and cooperation, all the time 
and to the very limit—and barring 
some condition completely beyond 
his control, he will take care of us. 

Let me give you an experience 


By H. F. SEYMOUR 
President, 
Columbian Vise & Mfg. Co. 
Cleveland 


of our own company just four 
weeks ago. A very fine wholesaler 
in the Middle West, who has been 
exclusively one of our customers, 
decided as insurance against short- 








10 Commandments 


For a Successful Store 





(As listed by Mr. Seymour in his address) 


H. F. SEYMOUR 


Operate a well lighted, clean, attractive store. Give it that welcome "Come in 
and buy” look. 


Keep display tables, counters and shelves well stocked. Give your store an opti- 
mistic look, not an "out of stock" look. 


Always be on the alert for new lines and items which are being manufactured 
to replace those hit by material shortages. 


Work more closely with your wholesaler. With the possibility of salesmen being 
taken off the road, closer cooperation with your wholesaler is more necessary 
than ever. 


Hold regular store meetings for training your sales people on how to successfully 
recommend and sell substitutes for "not available” items. 


Keep your service at a high level. Don't let your sales people get an indifferent 
uttitude. Helpfulness, courtesy, and cheerfulness are most important in trying 
times. 


Don't stop advertising and promoting just because sales are easy. Plan and keep 
in operation a well planned program. 


Watch gross profits and expenses more closely. With increased costs and possible 
price control, every dollar in gross profit will count tremendously. 


Watch your commitments. With allotments and shortages there is always the 
tendency to over buy. Keep an open order file and use an “Open to Buy” figure 
for safe and sound inventory control. 


Watch price changes carefully. Follow the market on a day-to-day basis. En- 
courage your wholesaler to keep you posted accurately and quickly on all price 
adjustments. 

















ages that he would take on the line 
of one of our competitors in addi- 
tion to our own. 

There was no criticism of our 
product, nor of our service, nor of 
our prices. He sent his order into 
our competitor, who in the mean- 
time had just withdrawn his prices 
and was taking care of only his 
loyal, long-time customers and so 
did not accept the order; and I ad- 
mire him for doing it. Now this 
customer is back with us 100 pct 
and, frankly, it is not easy to have 
the same feeling of complete con- 
fidence in him that we had before 
this took place. 

I cannot help stressing loyalty 
to a source, and to a customer, and 
especially to a principle. “Loyalty” 
and “Keeping Faith’ come from 
the same root. Keeping faith is 
certainly right and often expedient. 

On the other hand; and don’t 
think I am carrying water on both 
shoulders, if a wholesaler or man- 
ufacturer cannot furnish your re- 
quirements of certain items, while 
another can do so; then I strongly 
advocate buying from him, but 
with the full knowledge of the reg- 
ular source. Again, it is the sur- 
vival of the fittest; and to survive, 
one must stay in business; and 
staying in business is not easy. 


Substitutes a Necessity 


Periods of short supply often 
make substitutes a necessity. There 
is a great difference between sub- 
stitutes and ersatz merchandise. 
Iron valves were put on the market 
in this country. I call that an 
ersatz substitute for brass. For a 
short time, they worked — then 
rusted out and had to be scrapped. 
They were worse than nothing. A 
substitute that appeared originally 
to be ersatz was a plastic toilet seat 
to take the place of wood. But that 
has proved to be satisfactory and 
now far outsells the wooden seats. 
As a substitute, we can use paint 
instead of galvanizing; and paint 
means sales for you. 


Substitute of Product 


The selection of substitutes is 
difficult and often depends upon 
years of experience, backed up by 
a willingness to go forward. Knowl- 
edge without judgment is as bad as 
ignorance itself. 

Then, there is a different kind of 
substitute. Wholesalers and _ re- 
tailers should give consideration to 
substitutes of another nature. In 
other words, not of material, but of 
product — substitutes or product 
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changes, based on their availability. 

With our country at war, pro- 
ducers are forced to give prime 
consideration to standardization 
and simplification. These two pro- 
cedures must be used to the limit to 
conserve materials and manpower 
to make possible the production of 
as many or even more units of a 
product than would otherwise . be 
possible. Sometimes, a change in 
size or weight will accomplish this. 
I urge that you do not complain or 
criticize if a line is standardized or 
simplified with the ultimate result 
of lower cost or availability, or 
both. 


Wood Screw Simplification 


In 1941, I served a term in Wash- 
ington in OPM. The Wood Screw 
Industry desired a_ simplification 
order. We worked this out and al- 
though these figures are not exact, 
they are a very close approxima- 
éion. At that time, there were 
some 900 types and sizes of wood 
screws. This was reduced to about 
500; and the difference of 400 rep- 
resented only 4 pct of the industry 
volume. 

They have not reached distri- 
bution channels on critical mate- 
rials up to this time to the same 
extent as the manufacturer for ob- 
vious reasons; but some are here; 
and others will come. 
price regulations 


When 


were 


forced during the last war, there 
was a mad scramble on the part of 
many hardware dealers to try to 
get their records up to date in 
compliance with OPA regulations. 
Take it from me and have one 
smart person handle all the priority 
requirements. I believe it is a 
“must” to keep every necessary rec- 
ord and bit of information for your 
wholesaler to enable him to extend 
the proper priority rating to his 
source. 


Conditions Not Healthy 


A constantly increasing national 
production, stimulated by war con- 
ditions, is not healthy. It may have 
the appearance of health, but actu- 
ally, can mean a sick economy. Un- 
fortunately, we are becoming ac- 
customed to this big volume. Some- 
times this distorted idea of a nat- 
ural growth — this complacency — 
scares me. 

Take home building for instance. 
Our whole hardware industry is 
interested in housing. The reports 
on housing are important, but often 
misleading. For instance, the starts 
for housing in 1951 indicate 850,- 
000, according to HARDWARE AGE 
of Dec. 28, 1950. Some commenta- 
tors deplore the fact that this is a 
big drop from the approximate 
1,400,000 in 1950. But only a 
few years ago, 750,000 starts was 


(Continued on page 163) 





Highway Sign Dramatizes Store's Lines 


ee See am 
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ig 
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This highway presentation of a portion of a modern home advertises the millwork, hard- 
ware and appliance departments of Butter Hardware Co., Milwaukee, Wis. Replacing 
less elaborate setup, which was destroyed by fire, the present display features an entrance 
and a fully equipped living room. Adequately lighted, the display is attached to a large 
billboard for Butter Hardware Co., with a smaller sign on the other end for the furniture 


company which supplied the home furnishings. 
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Steve D'Arruda, left, shows a visiting farmer some farm goods. 


60% of City Store's 
Trade 
Is With Farmers 


D’ Arrudas take their story to farmers within 

50 miles by personal visits. Newspaper and 

radio advertising carries their message to 

even wider areas for Fall River, Mass., hard- 

ware firm. Volume has increased 25 pct in 
the past two years. 
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Although the D’Arruda Hard- 
ware Co., Inc., Fall River, Mass., is 
located in a district of retail stores 
and multiple dwellings, fully 60 pct. 
of its annual sales volume is with 
farmers. Small and medium sized 
vegetable, fruit, poultry and dairy 
farm owners within a 50 mile 
radius patronize the firm because 
of special attention given to their 
needs. This policy has been a big 
factor in the store’s 25 pct. increase 
in overall volume during the past 
two years. . 

Once each year—during Novem- 
ber and the first three months of 
the new year—Albert and Steve 
D’Arudda, sons of Jose J. D’Ar- 
ruda, founder of the business take 
to the road and visit every farmer 
in their territory. Each son has his 
own list to follow up in a period 
when farmers are not too busy. 
“These calls are not high pressure 
visits,” explains Steve D’Arruda, 
“because such selling just doesn’t 
go over with farmers. These visits 
are intended to make more friends 
among farmers, to create goodwill 
and to remind them where we are 
located and that our merchandise 
and delivery service is of wide 
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scope. Actually the volume of busi- 
ness written during these field 
visits would not pay for this ac- 
tivity. However it helps bring 
farmers into our store the year 
’round because they know us and 
they know that we will treat them 
right. 

“Our greatest emphasis is on 
bulk seeds, insecticides and farm 
equipment, since these are our 
biggest volume producers among 
our farm customers. We stress the 
quality of our seeds and tell of new 
seeds—something in which farmers 
are always interested. Farmers 
want new seeds that will produce 
better crops, larger yields and more 
salable fruits and vegetables. One 
question we get from practically 
every farmer is, ‘What’s new in 
seeds ?’ 

“Younger farmers are particu- 
larly interested in new seeds be- 
cause they know that better seeds 
mean more money in their pockets 
at the end of the season. We always 
leave something with farmers— 
calendars or pencils—as a reminder 
of our visit.” 

The D’Arrudas also emphasize 
other types of merchandise which 
farmers buy for farm work. Since 
the wages of carpenters and other 
mechanics are high, farmers gener- 
ally do most of their own carpentry, 
electrical and plumbing work. They 
are good customers for mechanics’ 
and carpenters’ tools, sales of which 
have shown a 25 pet. increase dur- 
ing the past two years. 

When the firm modernized its 
store two years ago a 40 ft. display 
of builders’ hardware was installed 
in which one corner section features 
nearly 600 different items. These 
are shown on the outside of stock 
doors which were built over and 
above the table-top, self service 
display units. At the same time an 
18 ft. open display of electrical 
supplies was installed. It has six 
shelves graduated for full visibility. 
Steel goods are shown in a large 
corner marked, “Farm Tools.” 

Of the store’s 7500 sq. ft. of 
space about 4500 sq. ft. is devoted 
to selling displays the balance being 
given over to storage. 

Before the store was modernized 
two years ago, displays ran length- 
wise causing many customers to 
walk directly to the rear of the 
store. New open display units run- 
ning crosswise tend to encourage 
more browsing. People are not 
hurried nor jostled as they were 
with the former arrangement. The 
present layout encourages people to 
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walk around, at a slower pace so 
that they see merchandise in a 
more leisurely manner. 

Prior to modernization, windows 
were of the closed back type. Now 
they are open backed to permit 
sidewalk shoppers to see the entire 
interior. Store lights are kept on 
each business evening until mid- 
night which has resulted in much 
favorable comment. 

The D’Arruda’s are consistent 
advertisers and use space costing 
about $15 each week in a local news- 
paper. Radio advertising is also 
used on a regular schedule 11:00 to 
11:15 every Sunday morning. Al- 
though various departments are 
featured, in turn, particular em- 
phasis is on merchandise used ex- 
tensively by farmers. Every Wed- 
nesday evening the store has one 


spot announcement upon the radio. 

Much of the firm’s business is on 
a charge basis, with many indi- 
vidual accounts running into size- 
able volume. Many of these accounts 
are payable when farmers begin to 
collect money for their crops. Al- 
though discounts are not given, Mr. 
D’Arruda usually gives a farmer 
making payment of a bill of size- 
able amount a gift in the form of 
a piece of merchandise valued at 
about 5 pct. of the payment. Thus 
if a bill totaling $100.00 is paid in 
full the farmer receives a $5.00 
item—an axe, hammer or some 
other practical gift. 

This gift policy encourages 
prompt payment of bills, and is a 
real goodwill builder. It also dis- 
courages farmers from seeking 
special prices or special discounts. 


Mobile Window Bases 
Solve Display Problems 


Four 4 by 7 ft. mobile bases— 
two for each display window—are 
among the features of the recently 
remodeled O. S. Stapley Hardware 
Co. branch store at Buckeye, Ariz. 
Mounted on 3 in. metal rollers the 
platforms are moved from the dis- 
play windows for change of display 
or housecleaning, simplifying both 
tasks. 

Each of the four bases, or plat- 
forms, is 12 in. high and has for a 
background an open-grill gate 4 ft. 





high. Each display base is separ- 
ated from its mate by step-down 
grill work of the same type as that 
used for a background. Built of 
34, in. lumber the bases are covered 
with linoleum. 

When a new display is _ built, 
both the base and grill work are 
moved into place and the store has 
an attractive display which still 
permits a good view of the interior 
of the establishment from the out- 
side. 











William H. Roll, hardware manager, starts trimming 


one of the store's four 


portable window bases. 
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POWER TOOLS 
Get Up Front Attention 





Year ’round display of two lines of power tools between 


two front entrances builds good sales volume 


Both large and portable power 
tools are good year ’round sellers 
at Gardner Hardware Co., 311 
Nicollet Ave., Minneapolis, Minn. 
Front of the store displays, news- 
paper advertising, envelope stuffers 
and frequent window displays all 
tie in to publicize the store’s large 
stock of power equipment and ac- 
cessories. Advertised store demon- 
strations have also been used at 
different times during the past two 
winters. 

All types of customers buy this 
equipment at Gardner’s because no 
one may enter or leave either of 
the front entrances of the store 
without seeing some of the numer- 


ous items in the two major lines of 
tools, displayed the year ’round be- 
tween the two doorways. Home- 
workshop fans, schools, contractors 
and smaller industrial concerns are 
among the varied types of custom- 
ers who purchase power tool needs 
at the store. 

There’s good volume in related 
sales, often at the time of an 
original purchase but sometimes 
during several return visits. A 
homeworkshop fan will start his 
own private shop with the pur- 
chase of a band or jig saw, later 
getting a drill press, sander or 
electric drill. Many of his visits 
made expressly for purchase of 


large units will also result in the 
sale of accessories for his power 
units plus a variety of hand tools. 

Although power tools can be 
quickly hooked up for demonstra- 
tions, on request, none are kept 
connected as a general rule. This 
is a safety precaution. 

Electric drills at $20.00 and 7 
and 8-in. tilting arbor saws at 
$45.00 to $80.00, plus motor are 
among the best selling power tools. 
Larger power tools are priced less 
motor and stand. 

Much of the firm’s business in 
power tools and related lines is on 
a cash basis although some sales 


(Continued on page 166) 





John Gardner inside the lineup of power tools shown in the front of the store. 
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Visitors see this sweep of display cases and wall and floor units from the front of the store. 





New Shopping Center Store 











Color-Light-Departmentalization- 


Color, light, roomy layout and extensive 


grouping of merchandise make shopping 
fast and comfortable in this new store 
of Palace Hardware House in Erie, Pa. 


Among the larger hardware 
stores in Pennsylvania is Palace 
Hardware House in Erie. Recently, 
the big store—a unit of United 
Hardware & Supply Co.—started 
another large operation in the West 
Erie Plaza shopping center. The 
new unit is distinguished by a 
visual front, a colorful and well 
lighted interior and wide aisles. 
And it offers patrons the advan- 
tages of a large parking area in 
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its location approximately five miles 
from downtown Erie. 


One Floor Operation 


The new unit, a complete one 
floor operation, is 46 ft. wide at the 
front, 60 ft. wide at the rear and 
140 ft. long. Of this space, the 
sales floor encompasses an area 124 
by 46 ft. A stock room on the right 
side of the sales floor and running 


parallel to it, measures 14 ft. by 
90 ft. Having the stock room on 
the same floor as the sales room 
simplifies handling and _ storage 
problems. An area 16 ft. by 46 ft. 
behind the sales floor is used for 
receiving, shipping and_ service 
work. Rest rooms are also located 
in back of the show room. 

Two double door entrances, one 
on each side of a center display 
window—12 by 7 ft.—permit easy 
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Cross view of the front section. Ample 
room for showing major appliances and 
for easy traffic movement are outstand- 
ing features. 


Wide Aisles 


traffic flow. The center display win- 
dow has a base running 4 ft. into 
the store. It is 24 in. high and has 
a hinged back that is 24 in. above 
the platform. The center window 


is used to feature special lines or. 


promotional events. Windows—10 
ft. wide—are located on each side 
of the two entrances, neither of 
these units having backs or plat- 
forms. End windows are set at an 
angle. This arrangement provides 
a portion of the front of the store 
with a canopy effect in which is 
set a line of lamps and a row of 
recessed spotlights. 


Colorful Interior 


Considerable emphasis has been 
given to making the store interior 
one of colorful appearance. Walls 
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Visual front shopping center store set 
in an area with ample parking facilities. 


above the fixtures are finished in 
dark brown in pleasing contrast 
to the Jonquil yellow ceiling. The 
same yellow color is used on the 
raised lettering above various wall 
displays. Each wall section, or de- 
partment, is painted a different 
color from the floor to the top of 
the wall Ginits. The asphalt tile 
floor has a mottled effect finish with 
grays and tans the predominant 
shades. 

Four continuous strips of fluo- 
rescent ceiling lighting, from front 
to rear, are supplemented with con- 
tinuous neon lighting under the 
wall display ledges. Ceiling light- 
ing is so wired that each strip may 
be lighted fully or at half inten- 
sity. A 6-in. light gap in the ledges 
permits upward and downward 
light reflection. Lettering identi- 










fying the various departments, on 
the ledges is illuminated through 
this gap. 


Flexible Arrangement 


Floor display fixtures are located 
well back from the windows to per- 
mit flexible display arrangements 
for large units of sale, bulk sea- 
sonal displays and the like. Mer- 
chandise in this up front area will 
be subject to constant change in 
line with ‘seasonal demand and 
store promotions. 

Four 6 ft. wide aisles run the 
entire length of the showroom and 
there are plenty of cross aisles to 
make traffic flow freely throuyhout 
the entire display room. 

Floor display units are mostly 
32 in. high, 30 in. wide and 5 ft. 
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Layout of the new branch. Note two entrances to stock room, opening off the rear half of the showroom. Stock- 


room measures 14 by 90 ft. and features 40 in. aisles throughout. 


long. There are also step-up units 
with bases 6 in. high covered with 
green linoleum. Standard fixtures 


of several manufacturers, together 
with some units made to Paiace 
Hardware House’s own specifica- 


tions, were used to equip the in- 
terior of shopping center branch 
store. 


Service and Personalities Sell Builders Hardware 


In its steady growth during the 
past 10 years Lyndale Hardware 
Co., 6616 Lyndale Ave. 8., Richfield 
19, Minn., has advertised that it 
was “Built on Service.” That theme 
is carried a step further in the 
firm’s builders’ hardware depart- 
ment which emphasizes the per- 
sons responsible for that service. 


Periodic displays like that illus- 
trated show the eight men respon- 
sible for the firm’s expanding 
builders’ hardware business, oper- 
ated out of a separate building and 
warehouse. Mounted samples and a 
model of a modern ranch type home 
added further to this display. 

Builders’ hardware is displayed 





in a sample room in the main build- 
ing and is equipped with comfort- 
able chairs and tables set in a 
homelike atmosphere. Large panels 
and mounted samples provide a 
large and complete assortment of 
finishing hardware for the home, 
four complete lines of hardware and 
accessories being offered. 


This display emphasizes the store's slogan of “Built on Service." 
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Edwin H. Pohle shakes hands with Sylvester who he gives great credit for the growth of his business. 


Sylvester Sells the Goods 


Sylvester, a goggle-eyed fictional character, created 
10 years ago, is known to almost everyone in San 
Jose, Cal. He not only sells merchandise but he also 
reminds customers when credit payments are overdue. 


Sylvester, a little fellow with a 
long nose, big ears and huge 
goggles, a product of the imagina- 
tion of Edwin W. Pohle, founder of 
the Southern Lumber Co., San Jose, 
Calif., is given much credit for the 
rapid growth and success of this 
hardware and lumber concern. 

Shortly after taking over the 
business about 10 years ago, Mr. 
Pohle decided to create a character 
who would offer sound advice to 
people on every phase of his busi- 
ness, and would act as a trade mark 
or symbol of the company. Thus 
Sylvester came into existence. 
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The little fellow appears in every 
ad run by the company, with the 
line, “Sylvester says,” which is fol- 


‘ el 


View of the Southern Lumber Co. store. 


lowed by a few words of comment. 
This generally is a suggestion re- 
garding some seasonal merchan- 








The store has some unusual ar- 
rangements of merchandise. Almost 0] 
all merchandise is on open display. 
Hand tools, one of each kind, hang 
on brackets on light-colored wall 
display fixtures which run from the In E 
floor nearly to the ceiling. Indirect 
lighting from an over-hang gives 
added interest to the tools. Hare 

Shotguns and rifles are given 
most prominent display treatment 
by being shown on a circular fixture 
which stands in a central position 









































on the sales floor. Hunting and Mu 
fishing equipment occupies a large mee 
space in the store. nev 
: (Continued on page 167) 8 ] 
Overhead lighting, light backgrounds wit 
ond plenty of space compel attention to AAESOSEDSSOUOUSUSEOUOEEEEEOOUSEEESS! im and 
these hand tools. S = 
5 H lets 
dise. An ad, the copy of which is = DO YOU KNOW ; . 
changed for every issue, is carried = 
in the daily papers every Sunday 5 Ven dheatd 
and Monday. ’ 
Sylvester has become a_ stock aC have something 
character and the instant the Ns running around 
reader sees him, he thinks of the your home besides 
Southern company, which has three , 
specialties, hardware; boats and children and 
marine supplies, and lumber. “Gee, 30 months to pay, dogs. A typical ad in the 
anyone could afford a fine series which the 
A three-foot figure of Sylvester, aes -- den, tin tn 
cut from plywood, greets customers ning at least twice 
as they enter the store. Another How About a Nice Fence? a week for a num- i 
copy has a prominent spot in the ber of years. se 
are ak 
nie FENCES firms « 
“Sylvester even receives mail at , go the 
the store,” says Mr. Pohle. “The puildin 
mailman knows where to bring any All Types — All Heights Those 
letters addressed to Sylvester. Of 
interest to customers is a 3 by 6 * 30 Months to Pay a = . = 
ft. panel, in the main salesroom = builder 
which is completely covered with a ) 
the most original and amusing of § UTHER LUMBER 3 P,.4 
the Sylvester ads which have been COMPANY H Briggs 
run during the past five years. Each H Ay 5 consta 
ad has a line drawing of the little H] =: 1402 South First Se. 2 progrs 
guy and the scores of pictures of H @ PLENTY OF PARKING @ H Its 
him make a lasting impression on E = tion-w 
all who see them. ETT Littl JEUGRHCRERERESCROREHEORCRUER REM Ss ers’ h: 
“We have even used him to col- forme: 
lect old accounts,” says Mr. Pohle. - af i archit 
“In letters to delinquent customers a ag | ’ ¢ A office. 
we merely say that Sylvester has ¥ able t 
asked us to mention the fact that See ects, § 
his bill is over-due. Mentioned in Brigg 
this semi-humorous fashion, no- leads 
body takes offense. Sec 
The entire front of the long tact | 
hardware salesroom is of glass, so relati 
that motorists can see well into the The 1 
interior. A side parking area pro- the J 
vides ample parking space. tractc 
maint 
distat 
William Ireland, manager of boat sales, That 
in the boat showroom which is decorated buildi 
with naval pennants and flags. 
HARI 
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Constant Contact 


In Builders’ 
Hardware Selling 


Means that this firm 
never is out of touch 
with local architects 
and builders and never 
lets its builders’ hard- 
ware sales down. 


In a single trading area there 
are about 20 large architectural 
firms across whose drafting boards 
go the designs for most of the 
building projects in that area. 
Those firms are never neglected by 


the Briggs Hdwe. Co., Raleigh, © 


N. C., in promoting its contract 
builders’ hardware division. 

By scheduling a regular routine 
of visits to those architects, the 
Briggs company keeps in close and 
constant contact with all building 
programs currently under way. 

Its calling card is the specifica- 
tion-writing service for all build- 
ers’ hardware items, which is per- 
formed in the office of the local 
architect or at the company’s own 
office. And as a service it is adapt- 
able to all types of building proj- 
ects, small and large. In that way 
Briggs Hardware gets important 
leads for selling. 

Second step in the constant con- 
tact program is maintaining close 
relations with building contractors. 
The firm is an active member of 
the Association of General Con- 
tractors in North Carolina, which 
maintains a branch only a short 
distance from the Briggs store. 
That branch receives plans for all 
building projects in the area. Since 
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Part of the Briggs Hardware's builders’ hardware sample rooms which 
serve building contractors, architects and the small home builder. 


those plans are open to the inspec- 
tion of any contractor or sub-con- 
tractor interested in submitting 
bids, many more sales leads are 
uncovered. 

The Briggs Hardware uses these 
plans as a basis for submitting 
bids for the hardware sub-contract. 
These bids are mimeographed and 
sent to each general contractor who 
might submit an estimate and bid 
for the entire project. 

In addition, for home builders, 
Briggs maintains an intimate per- 
sonal across-the-counter service for 
direct builders’ hardware sales. 

Because the firm is located in the 
state capital, it also has a large in- 
stitutional clientele, state support- 
ed, and privately owned. This wide 





personal acquaintanceship among 
officials and maintenance manager 
of the institutions ‘works to the ad- 
vantage of both buyer and seller. 
Also, since most institutions use 
hardware in special sizes and types 
and weights, not generally sold in 
the average store, Briggs by spe- 
cializing in such hardware, is able 
to render exceptional service. 

Bethel Wright, manager of the 
Briggs finish hardware department, 
has been with the firm 17 years. 
He believes that his department is 
the most interesting and challeng- 
ing, as well as the most profitable. 
The firm itself has an 86-year his- 
tory of hardware selling and has 
always been operated by a member 
of the Briggs family. 


129 


















Here is a detailed report on how a 

Bronxville, N. Y., dealer has developed 

a $150,000 volume in appliances by 
selling custom-built kitchens. 











A hardware store doing business 
in a converted theatre has a good 
reason for doing a dramatic selling 
job. 

The dramatics that one observes 
almost any day in a visit to the 
store of Harry P. Hoblin, Inc., in 
Bronxville, N. Y., are not simple 
histrionics, but rather are just the 
plain dramas of everyday living, 
designed to aid in doing a better 
selling job. 

Appliance selling is now the forte 
of Harry P. Hoblin, genial owner 
of the store in this Westchester 
County community. Mr. Hoblin, 
who has been in the hardware busi- 
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ness for 32 years, didn’t really get 
into appliance selling until about 
12 years ago. Now the line accounts 
for about one-third of the store’s 
dollar volume. 

Hoblin’s sets the stage for ap- 
pliance selling right out front, in 
one of the two long shallow win- 
dows, which flank what was once 
the vestibule of a movie theatre. 
Into this window has been built a 
fully-equipped, fully-operative mod- 
ern kitchen. 

The Hoblin store is seen by thou- 
sands of commuters who use the 
main line trains of the New York 
Central and at night the windows 


“Don't Sell the Appliance... Sell the 








This window does double duty. A com- 
plete hook-up kitchen, set up in one of 
the windows of Hoblin's Hardware, is 
used to demonstrcte kitchen appliances 
to customers. At the same time the ac- 
tivity in the brightly lighted window acts 
as an irresistible stopper for shoppers 
passing outside the store. 


remain lighted to attract window 
shoppers on one of the town’s prin- 
cipal streets. 

Whenever any customer shows 
any interest in a major appliance, 
Mr. Hoblin or one of his well- 
trained salespeople invites her to 
step into the kitchen set-up in the 
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window, to see a demonstration of 
the features of the range, dish- 
washer, automatic washer, disposal 
unit, refrigerator or cabinets. 

Naturally, other shoppers who 
may be passing by are irresistibly 
drawn to the window whenever a 
salesman is demonstrating an ap- 
pliance to an interested customer. 
The window is truly a traffic-stop- 
per. 

The window kitchen is probably 
most effective at night, when hus- 
bands and wives pass the store to- 
gether on their way to or from a 
nearby movie. 

In addition to trying to sell in- 
dividual units for the kitchen or 
laundry, the staff of this store tries 
to interest homeowners in complete 
modernizations of their kitchens. 

This store stresses in its adver- 
tising and in its sales presentations 
that it specializes in modern kit- 
chen planning, and that it has 
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omplete Kitchen’, 


says Harry Hoblin 







































HARRY P. HOBLIN 





George Rimm points 

out features of re- 

frigerator in the ap- 

pliance section, in 

the fore part of 
store. 









The Bronxville, N.Y., 
store was originally 
a theatre which ac- 
counts for the 17-t. 
ceiling and lack of 
posts. 
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The store greatly increased its storage space and made stock more readily available by 
building wall shelving and placing wallcases a few feet from the walls. 


experts not only in planning but in 
installation as well. 

Appliance selling is generally 
handled by Mr. Hoblin, his son, 
Walter B. Hoblin and George Rimm. 
Because of their concentration on 
the line, Mr. Rimm and the younger 
Mr. Hoblin qualify as experts on 
planning of modern kitchens, and 
are in a position to advise on every 
detail of planning and also to su- 


pervise installations. They sit down 
with homeowners and sketch floor 
plans to show them the best pos- 
sible arrangement for their own 
kitchen or laundry. 

“To be a good kitchen salesman,” 
says Harry Hoblin, “you’ve got to 
use imagination. The salesman has 
to use tact to discover just what is 
in the prospect’s mind, and to learn 
whether the prospect is in a finan- 





Painting sundries are displayed right next to the paint shelves. Bins are provided for 
color in tubes. 
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cial position to afford a complete 
custom-built kitchen. 

“Very often we discover that 
many kitchen prospects have an ex- 

aggerated idea of what a new kit- 
chen will cost them. That makes 
our selling job easier.” 

The store tries to tailor installa- 
tions to both the needs and the 
means of the customer and has 
made them from as low as $500 to 
as much as $7,000. 

The store’s first major complete 
kitchen installation was for a local 
church, for $2,500, and in this case 
the store lost money on the job, 
but Mr. Hoblin says he was well 
satisfied. The _ store’s. planners 
transformed an ugly, old church 
basement kitchen into a bright and 
shining one. Mr. Hoblin thinks that 
many of the women of the congre- 
gation began to make comparisons 
with their own out-moded kitchens 
and began to think about what 
could be done to brighten up their 
own homes. 

“There’s no price-cutting invol- 
ved in selling custom-built kit- 
chens,” states Mr. Hoblin. “Once 
you’ve won the customers’ confi- 
dence, and they realize that you 
are trying to solve their problems 
as economically as possible, they 
will rely on your judgment.” Word- 
of-mouth advertising from satisfied 
customers is the best possible kind 
for this type of business. 

“In every instance, before we 
proceed with an installation, we 
give the customer a firm estimate 
of the cost in writing. The only 
time the bill total changes is when 
a customer changes her mind about 
any of the units or materials to be 
used.” 

The Hoblin salesmen try to sell 
a finished job, complete from floor 
to ceiling, but no high - pressure 
selling is used. The store figures 
a 30 pct margin on most kitchen 
installations. 

“Price isn’t the major considera- 
tion in a wealthy community 
like Bronxville,” says Mr. Hoblin. 
“About three-quarters of our cus- 
tomers pay cash for kitchen or 
laundry modernizations. 

“The salesman, in his first talk 
with a customer, always suggests 
that the home improvements can be 
financed. The store has been using 
a 30-month, 10 pct down payment 
plan. This paper is handled through 
a local bank. 

“Some homeowners are willing 
to pay for complete kitchens in 
three monthly payments. We are 
willing to take short term notes, 
up to four months. 
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“We are trying to encourage the 
use of the open-end mortgage plan 
for selling complete kitchens,” says 
Mr. Hoblin. “In this plan the cost 
is amortized over the life of the 
mortgage on the property and is 
‘painless’ to the customer. 

“Unfortunately, however, most 
homeowners in this area do not 
have such open-end clauses in their 
mortgages and in order to pay for 
a kitchen modernization in this 
way they would have to refinance 
their home, and this is generally 
too costly to be practicable.” 

Mr. Hoblin says the kitchen win- 
dow display is unquestionably 
worth the money spent on it. Aside 
from the appliances themselves, the 
only cost was about $125 for labor 
to make the plumbing installation. 

In most cases the store has its 
own men make installations but 
sub-lets plumbing and electrical 
work to licensed contractors. 

Customers walking: into the 
Bronxville hardware store are im- 
pressed by an imposing array of 
all kinds of major appliances in the 
front part of the store. 

The store proper is a fine ex- 
ample of a modern hardware es- 
tablishment, especially since it was 
recently modernized with new fix- 
tures. The store, 50 x 100 ft., has 
a i7-ft. ceiling. 

The wall cases are set out from 
the side walls of the building, pro- 
viding the store with convenient 
storage space on concealed shelving. 

Promotions are used occasionally 
to promote the sale of major ap- 
pliances. One of the most recent 
was a cooking class, held on a Wed- 
nesday afternoon in the store. In- 
vitations had been mailed to 600 
women and about 65 responded. 
Only one or two appliance sales 
could be traced directly to this pro- 
motion but Mr. Hoblin believes the 
benefits were long range. 

The total cost of the promotion, 
including the mailing, food, and 
$7.50 for the expenses of the fac- 
tory home economist, was. only 
about $45, for 65 potential appli- 
ance customers. 

The Welcome Wagon service, 
which has been used by Mr. Hob- 
lin for 20 or more years, is con- 
sidered the store’s best advertising 
medium. It costs the store about 
75 cents for each call made by the 
Welcome Wagon hostess, who pre- 
sents the newcomer to the com- 
munity with a silver polishing 
cloth, imprinted with the firm’s 
name. This is a 50-cent retail item. 
She also leaves a card, which, upon 
presentation at the store entitles 
the holder to six candles. 
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A great variety of oil cloth, shelving materials and similar household goods is open to 
view in this unit in the rear of the store. Note related merchandise. 


The store also advertises exten- 
sively on a cooperative basis with 
leading appliance companies. 

“I think that dealers who don’t 
encourage charge accounts for 
good, reliable customers are miss- 
ing a good bet,” states Mr. Hoblin. 

“About 70 pct of our business is 
now on a charge basis, and I ven- 
ture to say that if we were doing 
a strictly cash business, we’d only 
have about half as much volume 
as we now have. 

“It is a tremendous advantage,” 
says Mr. Hoblin, “when a store can 
bring its best- buying customers 
into the store frequently. People 


don’t think twice about coming into 
the store to make a purchase when 
they’re downtown without too much 
cash in their pockets, when they 
know they can say, ‘Charge it.’ ” 
“Charge selling is a fine device 
to get people to do all their hard- 
ware buying from your store. Once 
you get people in the habit of 
thinking of your store everytime 
they think of hardware and allied 
lines, they’ll keep coming back. 
“We do a great amount of busi- 
ness with the maids, gardeners, 
chauffeurs and butlers of the well- 
to-do people in our community. 
These people drop into the store 





Stairway in center of store leads to basement in which seasonal merchandise, such as 


lawn and garden supplies, is displayed. 
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frequently, sometimes several times 
a week. They generally know just 
what they want, and since we soon 
get to know who employs them, we 
can make a quick charge sale with 
a minimum of time. 

“We now have about 3,000 ac- 
counts, and since we use cycle bill- 
ing, about one-quarter of these 
people receive a statement from us 
each month, which serves to keep 
the store name fresh in their 
minds. 

“Our accounts receivable turn- 
over is now about once every 55 
days. Our bad debt experience is 
so small as to be negligible. 

“We always check with our local 
credit bureau on new applicants 
for credit, and we ask them to fill 
out a printed application so that 
they are impressed with the fact 
that their credit standing in the 
community will be checked in a 
routine way, and that, therefore, 
it is important that they maintain 
a good credit record in the future.” 


These panel display 

boards are mounted 

on pivoting brackets 

and have articles 

mounted on both 
sides. 








“Gardener's Digest” Is New B&T Catalog 


An unusual approach in the de- 
sign of a consumer catalog is dis- 
played in a new catalog recently 
made available to dealers by 
Bronson & Townsend, Co., whole- 
salers of New Haven, Conn. 

The catalog, shown in the ac- 
companying illustrations, combin- 
ing a garden guide with a mer- 
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chandise catalog, carried the title 
“Gardener’s Digest.” It was of 
pocket size, 54% x 8%, with art 
work in three colors. 

The first several pages of the 
catalog contain gardening sug- 
gestions listed by months. On the 
following pages, one side is de- 
voted to helpful suggestions on 
various gardening activities, such 


4 
“Hust as the iwiq is bent, the tree's inctined” 


ae 


as pruning, spraying, hedge care, 
etc, while the balance of the 
spread describes merchandise 
which can be used for that specific 
operation. 

The catalog covers a wide vari- 
ety of garden and lawn goods, in- 
cluding power motors, outdoor 
grills, vacuum jugs, and wheel- 
barrows. 
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It pays in many ways to 
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recommend and sell 


‘anishing Door 
Hangers i and Track 


Richards. Wilcox 


Today’s greater demand for small homes 
makes the full utilization of every inch of 
space more imperative than ever. And the 
answer to this need is an entirely new 
Vanishing Door Hanger by Richards- 
Wilcox that is designed for thin-wall in- 
stallation and noiseless operation. R-W 
Silver Streak Vanishing Door Hangers 
and Aluminum Track are adapted for use 
on parallel residential wardrobe doors, or 
for any doors in any room of the house. 
Note these points of special importance 
to you and your customers: 














@ Four types of hangers to accommodate various size 
doors and building requirements. 


@ Bronze hanger and aluminum track to withstand salt 
air for seaboard use. 


@ Adapted to thin wall to save space and reduce 
building costs. 


@ No interference with room furnishings or decorations. 
@ Tight fit of door to floor avoids drafts, loss of heat. 


@ Adapted to single sliding and parallel sliding house 
doors. 













SILVER STREAK 
R-W No. 1019 
Vanishing Door 
For more information, contact your jobber or write 
for one of our illustrated folders describing in detail 
the uses and advantages of SILVER STREAK. 


Hangers and 
Aluminum Track 


RICHARDS 
WILCOX 





“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities 
SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPMENT 
INDUSTRIAL CONVEYORS & CRANES * SCHOOL WARDROBES & PARTITIONS 
stay 010) Pele) Mela. Tl em selelia ail 


OVER 71 YEARS 
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How to Prevent Losses on 


Time-Payment Sales - 


If you have hesitated to use time- payment 
selling in your store because you thought it 
was too complicated, you must read this arti- 
cle. It discusses in non-technical language the 
legal angles to time-payment plans, it outlines 
simple steps to take to avoid losses and tells 
how various plans are handled in each state 


Hardware dealers who have sold 
merchandise on time-payment plans 
have learned that very worthwhile 
increases in volume can be obtained 
by making credit available in this 
manner. 

Those dealers who have not used 
the time-payment plan might well 
profit by investigating its possibil- 
ities. The experience of most re- 
tailers has been that the increased 
sales resulting from use of time- 
payment plans more than compen- 
sates for the additional clerical 
work involved. 

A large selection of mercandise 
sold by the hardware store, such as 
appliances, electrical housewares, 
power tools, lawn mowers, water 
systems, etc., can be effectively sold 
on time-payment plans. And if you 
study your competition, you will 
probably find them making wide use 
of time-payment plans. 

However, there are certain things 
which must be known about the 
legal forms necessary in time sales 
in order to avoid loss. For one 
thing, it is almost always wiser to 
have a written contract specifying 
all of the terms agreed upon, rather 
than to carry the account as an 
open account. 

It is possible, that there may be 
some customers whose credit stand- 
ing is so high that you would pre- 
fer not to ask them to sign a condi- 





*Editor's Note—A comprehensive discussion 

of credit and collection problems is contained 

in the three-part article "Credit and Collec- 

tion Methods,” published in HARDWARE 

AGE, beginning in the issue of Feb. 8, 1951, 
poge 73. 


tional sales contract or give a 
chattel mortgage on the goods. But, 
usually, these customers are just 
as willing to sign a contract—-per- 
haps even more so—than those who 
are not quite so sure that they will 
have the money to pay as agreed. 

There are laws in all states re- 
ferring to time sales and the trans- 
fer of title to goods. Your contracts 
must comply with the laws of your 
state. The important points about 
which you must make certain are 
listed here in order to familiarize 


By JOHN Y. BEATY 


Financial Writer 


you with those items which must 
be investigated. 

This article should not be con- 
sidered as final authority, however, 
because laws are frequently 
changed. The important point is 
that after you knowthe basis for the 
legality of time-payment sales, you 
can then decide whether to retain 
a lawyer to prepare a sales contract 
for you, or to obtain a form in 
some of the other ways that will 
be suggested here. 

Power tools and household ap- 





Fou S41 


Here is a typical 
conditional sale 
contract, as used 
by a midwestern 
store. 


CONTRACT OF CONDITIONAL SALE BETWEEN DATED hd 


N° 10602 
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Silent Salesman Display 
at no extra charge 
‘increases sales 



















3 popular sizes 
75 watt, 100 watt, 150 watt 
at popular prices 


Increase your soldering iron sales! 


METAL CLAD HEATING ELEMENT prolongs life 
COOLING FINS keep handle comfortable 


SWAGED TUBE seats element firmly, 
insuring constant tip heat 
HIGHLY POLISHED CHROME FINISH 


and sales-catching package 
FULLY APPROVED by Underwriters Laboratories Mfg. Company 
and Canadian Standards Association 
30 Cummington St. 


FOR COMPLETE DETAILS see your jobber, 
or contact Lenk Mfg. Company BOSTON 15, MASS. 
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Yes, by both 
parties 

Yes, both parties 

No 


No 


No 
No 


Yes 
No 
No 
No 


No 
No 


No 
No 
No 


No 
No 


notary 


No 


Yes, by seller 


No 


Yes, by buyer or 
seller 


No 
No 


Yes, by buyer and 
seller 


Yes, consult local 
attorney 


No 
No 


Yes, by both 
parties 


No 
No 


Table I—Chattel Mortgages 


Summary of Legal Provisions of Various States Concerning Chattel 
Mortgages on Power Tools, Refrigerators and Household Equipment 


Acknowledgment Witness 
Required Required 
Advisable 2 
By buyer No 
Advisable No 
Yes, buyer 2 if notxe 
acknowledged 
Yes 1 if not 
acknowledged 
Yes No 
Yes 2 
Yes 1 
Yes No 
Yes 2 
Before Notary, No 
Justice of any 
Court, or Clerk of 
Superior Court 
Yes No 
Yes No 
Yes, by buyer No 
Yes No 
No No 
Yes, or.witnessed 2 
Ex beforea 2 
notary 
No No 
Yes No 
No No 
No Ne 
Yes 2 
Yes, by buyer 1, If not 
acknowledged 


Yes, if recorded 1, if not 


No, if filed 
Yes No 
No No 
No No 
No No 
Yes Yes 
Yes No 
No No 


Yes, by buyer or No 
witness 


acknowledged 





Yes, or two 2 
witnesses 

No No 

Yes, or witnessed Yes 

Yes No 

Yes Yes 

No No 

No 

Either acknowledged or wit 
by 2 


Yes, or proved by 2 witnesses 


Yes, or proved by 2 witnesses 


No, if original mortgage is filed 


No 
No 


Yes, or proved by 2 witnesses 
Yes, by buyer 


Yes, or proved by 2 witnesses 
No 


Yes, or proved by 2 witnesses 


Record 
or File 


Record 
File 


File 
Either 


Record 
original 
Either 
File in 
15 days 
Record in 
10 days 
File in 
10 days 
Record 
original 
Record 


File 
Either in 

10 days 
File 
Either 
File 


File 
Record 


Record in 


20 days 
Record 


Record in 
15 days 
File 


File 


File 
Either 
File 
File 


File 
Record 


Record 


File 
File 


Record 


File 
File 
File 
Either 
File 


Record in 
5 days 


File 
File 
File 


File original 


or copy 
File 
Record 


Record 


File in 

10 days 
Record 
File 


Either 


Where Record or File 


Office of Probate Judge in 
buyer’s county 
Precinct of buyer 


Recorder in buyer’s county 

Circuit Court Clerk in buyer’s 
district 

Recorder in buyer’s county 


Recorder in buyer’s county 
Clerk’s office in buyer’s town 


Recorder of Deeds in buyer’s 
county 
Recorder of Deeds 


Clerk of Circuit Court 1 
buyer’s county 
Buyer’s county 


Recorder in buyer’s county 
Recorder in buyer's county 


Recorder in buyer’s county 
Recorder in buyer’s county 

Register of Deeds in buyer's 
county 

Clerk in buyer’s county 
Recorder of Mortgages in 
county 

Clerk’s office in buyer’s town 


Clerk, CircuitCourt in buyer's 
county, clerk, Superior Court 
if buyer lives in Baltimore 
City 

Clerk's office in buyer’s town 


Register of Deeds in buyer’s 
county 

Register of Deeds in buyer’s 
county. City Clerk io Min- 
neapolis, St. Paul or Duluth 
Chancery Clerk in buyer's 
district 

Recorder of Deeds in buyer’s 
county 

County Clerk in  buyer’s 
county 

County Clerk in buyer's 
county 

Recorder in buyer’s county 

Clerk of buyer's town 


Register of Deeds or Clerk of 
buyer’s county 

Clerk in buyer’s county 

Clerk in buyer’s town or 
Register’s office in New York 
City. County Clerk in Rich- 
mond County. 

Clerk of Superior Court for 
Probate, then Register of 
Deeds in buyers county 
Register of Deeds in buyer's 
county 

Recorder in buyer’s county 

Clerk in buyer’s county 

Recorder of Conveyances in 
buyer’s county 

Prothonotary of buyer's 
county 

Town Clerk in buyer's town. 
In Providence, Recorder of 
Deeds 

Register of Mesne Convey- 
ances or Clerk in buyer's 
county 

Register of Deeds in buyer's 
county 

Register’s office in buyer's 
county 

County Clerk in buyer’s 
county 

Recorder in buyer’s county 

Clerk in buyer’s town 


Clerk of Court in buyer's 
county 

County Auditor in buyer's 
county 

Clerk of buyer’s county 
Register of Deeds in buyer's 
county 

Clerk of buyer’s county 














pliances, lawn mowers, etc., cias- 
sify as personal property; there- 
fore, any legal points involved are 
those in the law which refer to 
personal property. While in some 
states a contract which is not in 
writing is enforceable, it is much 
safer to always have a contract of 
sale in writing and signed by the 
buyer. 

It is also essential that some 
part of the purchase price be paid 
at the time of delivery of the goods. 
It is equally important that the 
goods are acceptable to the buyer. 
His signature on the contract is 
an indication of that. 

While you would normally get 
as much information as possible 
regarding the buyer’s credit, it is 
interesting to know that if, in the 
event of a law suit, the buyer proved 
that you had not looked into his 
credit, he might have some stand- 
ing in law which would, to say the 
least, be embarrassing to you. 

If you have a local credit bu- 
reau,* a report from the bureau 
should serve the purpose. If you 
have no local credit bureau, per- 
haps the local banker would give 
you a report. Otherwise, it prob- 
ably would be wise to have some 
kind of form to be filled out which 
could serve as the basis for an es- 
timate of the buyer’s paying ability. 
For your protection, the time for 
paying those other debts would 
also be important. 

There are two types of legal 
forms commonly used to protect 
the seller who sells goods on time- 
payment agreements. These are the 
conditional sales contract and the 
chattel mortgage. It is important 
to know the difference between 
these two forms and it is also im- 
portant to know which one gives 
you the greatest protection accord- 
ing to the laws of your state. 

The best way to find out which 
is preferred in your state without 
legal expense is to ask your local 
banker. If you are not satisfied 
with his reply, then ask a local 
attorney to give you a_ written 
report. 

The essential difference between 
a chattel mortgage and a condi- 
tional sales contract is that when 
a chattel mortgage is used, the 
buyer has title to the property and 
the seller has the right of repos- 
session only under legal process 
which usually is a foreclosure pro- 
ceeding. In a few states, the prop- 
erty may be retaken peaceably or 
by replevin, detinue, or similar 
action. 

When you use a conditional sales 
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No. 36 Lucky Strike 
FAUCET WASHER 
ASSORTMENT 
36 individval packages 
per unit. Each package 
includes 8 genuine 
Lavelle bevelled faucet 
washers in all popular 
sizes with necessary 

brass screws 
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ens No. 424 Fit One-Fit All 
the x TANK BALLS 
, the PACKAGED RIGHT: stoned 
d an tank balls to colorful 
repos- counter unit. Special 
tapered seat for smooth 
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» pro- ; ’ io ) flush valves. 
prop- o£ V ad) fe all 7 Lib Company 
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420 N. Wood Street, Chicago 22, Illinois 
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Tank Balls « Faucet Washers * Force Cups * Hose Washers * Basin Stoppers * Repair Assortments 


139 


sales 






HARDWARE AGE, MAY 17, 1951 






1951 





States Concerning Power Tools and Household Equipment 


Table I|—Conditional Sales Contracts—Legal Provisions in Various | 
| 
| 


State 
Alabama 


Arizona 
Arkansas 
California 
Colorado 
Connecticut 


Delaware 


Washington, D.C. 
Florida 

Georgia 

Idaho 

IMinois 

Indiana 

lowa 

Kansas 

Kentucky 


Louisiana 
Maine 


Maryland 


Massachusetts 
Michigan 


Minnesota 


Mississippi 
Missouri 
Montana 


Nebraska 


Nevada 
New Hampshire 


New Jersey 


New Mexico 
New York 


North Carolina 


North Dakota 


Ohio 
Oklahoma 
Oregon 
Pennsylvania 


Rhode Island 
South Carolina 


South Dakoia 


Tennessee 
Texas 


Utah 
Vermont 


Virginia 
Washington 


West Virginia 


Wisconsin 


Wyoming 
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Acknowledgment Witness 
File or Record Required Required 
Record original or Not required but No 
certified copy advisable 
File No No 
No requirement No No 
No requirement No No 
Either By buyer before No 
Notary or Judicial 
Officer 
File Yes, both buyer No 
and seller 
File No No 
File original Yes No, but 
desirable 
Record Yes, by seller Yes 
Record Yes No 
File Yes, by buyer No 
No No No 
No No No 
File original or Yes, either seller No 
true copy or buyer 
File original or No No 


copy 
Record 


and seller 
No law on Conditional Sales Contracts. Chattel Mortgage may be used 
Record No No At once 


Record original or No 


memorandum 


No, copy must be 


given to buyer 
File 


File 


File 


File true copy or Yes, if to be 


record original 


File original or copy 
certified by County 


Clerk or R 
File 


No 
Record 


File original or 
copy 


File original or 
copy 
File 


Record 
File 


File 

File original or 
copy 

No 

File original or 
copy 


No 
File original or 
copy 


File 


No 
File 


No 
Record 


File original 
File 


File 


File original or 


File 


Yes, by buyer 2 


No 
No No 
No No 
No No 
Yes, by buyer No 
No 
recorded 
No No 
No No 
No No 
No No 
No No 
Yes, by both No 
buyer and seller 
No No 


Yes, by buyer or 2, advisable 
a witness 


Yes, or witnessed 2 

No No 

No No 

Not required but No 
advisable 

No No 

No No 
Yes, a witness One 
must swear to 
execution before 

a notary 

No No 

No No, but 

advisable 

Yes 2 

No No 

No No 

Yes One advisable 
No No 

No No 

No No 

No, but affidavit No 
required of seller 


Recorded or Filed 


W hen 
Promptly 


In 10 days 


No time 
specified 


In reason- 
able time 
In 10 days 


At once 
Within 


2 years 
In 30 days 


Promptly 


At once 
advisable 
At once 


At once 


At once 


At once 


At once 


At once 
At once 
At once 
At once 


In 20 days 
In 10 days 


At once 


In 10 days 


At once 
At once 
At once 
At once 
In 10 days 


At once 


In 10 days 


At once 


At once 


In 5 days 
In 10 days 


In 10 days 
In 10 days 


At once 


—_— — Signatures 
Where Required 
County Judge Buyer 
of Probate 
County Both advisable 
Recorder 
Buyer or his 
ag 
Both advisable 
In county of Buyer 
buyer 
Town Clerk Buyer but both 
advisable 
Recorder of Both desirable 
is, In 
buyer’s county 
Recorder of Buyer and seller 
Deeds 
Clerk of Circuit Buyer 
Court 
Clerk of Su- Buyer 
perior Court 
County Buyer 
Recorder 
Both advisable 
Both 
County Recorder Both ° 
Register of Both 
Deeds 
County Clerk Both 
ui le 
Clerk in buyer’s Buyer 
own 
Superior Court Buyer 
in Baltimore. 
Circuit Court 
elsewhere 
Buyer and seller 
Register of Buyer 
Deeds in buyer’s 
county 
Register of Buyer 
Deeds in buyer’s 
county. City 
Clerk in Duluth, 
St. Paul and 
Minneapolis 
Chancery Court Buyer 
in buyer’s 
county 
Recorder of Buyer 
Deeds, in buyer’s 
county 
Clerk and Buyer 
Recorder in 
buyer’s cou 
Clerk in buyer’s Buyer 
county 


Buyer 

Clerk in buyer’s Buyer 
town 

Clerk or Register Buyer 
of Deeds in 
buyer’s county 

Clerk in buyer’s Buyer and seller 
county 

County Clerk, 
County Regis- 
trar in Brooklyn, 
Queens, Bronx, 
Manhattan 


Clerk of Superior Buyer and one 
Court in buyer’s witness 
cou 


Buyer and seller 


inty 
Registrar of Buyer and seller 
Deeds in buyer’s 
county 
Recorder in Buyer 


buyer’s county 
Clerk in buyer’s Buyer 
county 
Buyer and seller 


Prothonotary in Seller 
buyer’s county 


Register of 
esne Convey- 

ances or Clerk of 
Court in buyer's 
county 

Register of 
Deeds in buyer’s 
county 


Buyer and seller 
Buyer 


Both advisable 


Buyer and seller 
Clerk of buyer’s Buyer 
county 
Buyer 
Town where Buyer 
buyer lives 
County Clerk Buyer and seller 
County Auditor Buyer and seller 
in buyer’s county 
Clerk in buyer’s Buyer and seller 
county 
of Buyer 


Register 
Deeds, in buyer’s 


county 
Clerk in buyer’s {Buyer and seller 
county 











contract, you retain ownership un- 
til the contract has been fully paid 
and you retain the right to repos- 
sess the property at any time fol- 
lowing a breach of the contract by 
the buyer. In other words, if it is 
your judgment that the property 
should be repossessed when the 
buyer fails to make one payment 
as agreed, you can repossess. The 
conditional sales contract makes it 
far easier and less complicated to 
repossess. 

The chattel mortgage represents 
the older form. The conditional 
sales contract was designed espe- 
cially for time-payment sales. For 
that reason, it is, in most states, 
preferable for the type of sale that 
would commonly be made by a 
hardware dealer. Chattel mort- 
gages are more commonly used 
when money is loaned and the mort- 
gage is given to protect the lender 
on property already owned by the 
borrower. 

After you feel sure that you 
should use a conditional sales con- 
tract rather than a chattel mort- 
gage, the next step is to get the 
right form to comply with the laws 
in your state. It is quite likely 
that your banker can give you a 
form or get one for you, or you 
may be able to get one from the 
company from which you buy the 
goods, especially if this company 
has its headquarters in your state, 
or from your wholesaler. 

If none of these sources prove 
adequate, you might get the proper 
form from a local automobile 
dealer, or other dealer who makes 
a business of selling on this basis. 
A form obtained in this way would 
need to be adjusted to your type 
of goods. If your banker does not 
have a form to give you, he un- 
doubtedly will know of a company 
which makes a business of printing 
such forms. 

The law allows the seller of 
goods on time-payments to specify 
in his contract the right of repos- 
session. The conditions of repos- 
session should always be mentioned. 
This is particularly important be- 
cause, in the case of bankruptcy 
of the buyer, and in some other 
cases, other persons to whom the 
borrower owed money might try 
to take your property in order to 
get their own debts paid. 

In some states it might be pos- 
sible for a landlord to take the 
property you had sold if the buyer 
had neglected to pay his rent. 

In other words, your contract 
should protect you against the 
rights of third parties. That is 
one of the big reasons why condi- 
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The very finest in Cabinet Hardware. 
One of several beautiful “matched” designs. 


Although restrictions naturally limit 


supplies, production for the present is ample for 


normal needs, and is being distributed 


regularly and fairly to established Amerock Jobbers. 








1951 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILLINOIS 
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VICTOR 
MOUSE AND 
RAT TRAPS 


Metal bait pedal; 
release four ways. 


HOLDFAST 
MOUSE AND 
RAT TRAPS 


Wood bait pedal; 
sensitive release. 








AUTO-SET 
MOUSE AND 
RAT TRAPS 


Rolled metal bait 
pedal; automatic 
setting style. 


Holdfast —Auto-Set 
MOUSE and RAT TRAPS 


These Popular Brands 
are Profitable Brands 





VICTOR 
BLACK CAT 
MOUSE TRAPS 


Plastic, 4-hole 
choker trap; ‘'sil- 
ver" wire work; 
special safety 
construction, 










VICTOR 
LITTLE CHAMP 
MOUSE TRAPS 


Plastic, 1-hole 
trap; Auto-Set 
mechanism; 
choker action. 


VICTOR 
EASY-SET 
MOUSE TRAPS 


All metal trap; 
Auto-Set mechan- 
ism; hand or foot 
setting; rolled 
bait pedal. 


Because Victor, Holdfast and Auto-Set Mouse 
and Rat Traps feature proved design and 
sturdy construction, they are the traps your 
customers know and buy. Order a full stock of 
these profitable brands from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Penna. * Pascagoula, Miss. 
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tional sales contracts, properly 
drawn, are the best protection in 
the selling of average hardware 
store merchandise. 

If you propose to repossess con- 
ditionally-sold property, you may 
usually do so either with or without 
legal process. The method of re- 
possession should be _ specifically 
mentioned in your conditional sales 
contract. It should be stated that 
the goods may be _ repossessed 
wherever they may be found and 
with the use of reasonable force. 
“Reasonable force,” of course, must 
not result in a breach of peace. 
Repossession should be made peace- 
ably if at all possible, and by agree- 
ment with the buyer. 


May Be Waived 


It is generally required that the 
seller, before seeking repossession 
by legal process, must make a de- 
mand upon the buyer for the return 
of the goods, but this requirement 
may be expressly waived by the 
terms of the contract. 

Another consideration is that the 
contract should specify that, in case 
of repossession after default, the 
seller will be permitted to retain 
payments made by the buyer as 
compensation for use, rent, and 
depreciation or damage of the 
goods. 

Accompanying this article are 
tables showing the requirements in 
all states for filing or recording 
contracts. In those states where 
the contract must be filed or re- 
corded, it is important that. when 
the contract has been fulfilled, it 
should be released. This is done 
by going to the office where the 
contract was filed or recorded and 
telling the official in charge that 
the contract has been fully paid 
and ask him what the process is 
for releasing it. 

Any contract of conditional sale 
should by all means contain a 
minute description of the property. 
If the property has a number 
stamped on it, that number should 
be recorded. Certainly, the name 
of the manufacturer will be some- 
where on the article and that should 
be made a matter of record. It is 
well to list the price of the article 
sold to the buyer, the amount of 
down payment, the amount remain- 
ing unpaid; carrying charges, if 
any; taxes, if any; and the total 
balance due on the contract at the 
time it is signed. 

All contracts, of course, must be 
dated. The terms of payment then 
must be recorded, specifying the 
| amount due and the time each pay- 











THE ROUND CHAIN DEALER SAYS: 


QOUNO CHtayy 


a, 
a 





‘You bet! sell 


Reunmd 
Chain!" ‘ 





Chain is one of my best” bread 
and butter” items. Day after day... 
year after year it brings me steady 
profits ...sure repeat business. 


My Round Reel Salesman actual- 
ly makes chain sell itself. It holds 4 
reels (or equivalent in!/2or!/s reels) 
of popular small sizes of welded 
and weldless chain. Customers 
see it...and buy. Sol ring up 
sales that might otherwise be lost. 


A-3897 
OES 
J \ 


ASSOCIATE CHAIN COMPANIES 


THE BRIDGEPORT CHAIN & MFG. CO. 
Bridgeport, Conn 
THE CLEVELAND CHAIN & MFG. CO. 
Cleveland, Ohio 
OHIO HOIST & MANUFACTURINGCO. 
Cleveland, Ohio 
THE PLATING & GALVANIZING CO. 
Cleveland, Ohio 
THE ROUND CHAIN & MFG. CO 
Chicago, Ill 
ROUND CALIFORNIA CHAIN CO. 
So. San Francisco and Los Angeles, Cal 
SEATTLE CHAIN & MFG. CO. 
Seattle, Wash. and Portland, Oregon 
SOUTHERN CHAIN & MFG. CO 
Birmingham, Ala 
WOODHOUSE CHAIN WORKS 
Trenton, N. J 
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ment is due. This may be expressed 
something as follows: “Ten dollars 
on the first day of each month 
hereafter.” Or, “Ten dollars on 
the first day of each and every 
week.” Or, “Ten dollars on the 
first and fifteenth days of each 
month.” 

While some states do not require 
both the buyer and the seller to 
sign the contract, it is advisable in 
all states to have your contract 
form provide for both signatures. 
In some states, as indicated in the 
tables, it is necessary to have a 
witness to the signatures. These 
are points which may well be in- 
cluded in the contract in addition 
to the legal phrases setting forth 
the ownership of the goods and the 
promise the buyer makes to the 
seller as to payment. 

Conditions of repossession should 
also be included. Another para- 
graph should specify that any dam- 
age or loss of the property must 
be borne by the buyer. It is a good 
idea also to make sure that the 
contract specifies that the buyer 
carry insurance on the goods. In 
the matter of smaller items, this 
insurance may be a policy covering 
all of the contents of the buyer’s 
building. In the case of larger pur- 
chases, it might be wise to have 
a separate policy. 

The contract should be made in 
duplicate, a copy being delivered 
to the buyer as a reminder of the 
terms of payment. 

When all of these conditions are 
thoroughly looked into, the matter 
of selling on time payments will 
be greatly simplified. The time 
required for filling out these forms 
will be only a few minutes and the 
increased sales will much more 
than justify the work required. 





HARDWARE HUMOR 
By Hardware Age 








— —_ , 
“| thought you were too busy making 
up the OPS price list to wait upon 
customers today.” 
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Sell the stand out features 
and you sell a 


~3 TUFBOY 


every time 








\ 


The TUFBOY 

is the sales leader 
of the MASTER line be- 
cause it has everything your 
customers want or need in a_ good 
steel rule. . . . Its many exclusive features 
are the world’s best sales argument. Display the 
MASTER TUFBOY, tell and retell the story of its fine 
features as your customers brouse. You'll increase your sales a 
hundred-fold, create new satisfied customers. 


THE CASE 


Attractive chrome plated zinc alloy case will last for 
years, won't rust or tarnish, will withstand the roughest 
treatment. Easy to take apart for cleaning or blade re- 
placement. Easy to reassemble. 


INSIDE MEASUREMENTS 


For tough inside measurements allow two inches for the 
case (it's stamped on every TUFBOY) and you have an 
accurate reading in a matter of seconds. 


BLADE PRINTING 
Every TUFBOY blade is blueprinted, etched, printed and 
permanently sealed with a coat of a clear acid resistant 
lacquer. Blade itself is manufactured of the finest spring 
steel available today. Because of this revolutionary proc- 
ess your customers are assured that figures and graduc- 
tions will remain clear and bright, will never wear. 


REPLACEABLE BLADE FEATURE 


The easiest, fastest method of blade replacement on the 
market today, no tools are necessary. Just pull the old 
blade out as far as it will come. Slip blade extension 
into lock grooves. Disengage the old blade and insert 
the new blade. Lift from slot and rewind . . . For repeat 
sales start selling the replacement blade feature today! 


TUFBOY is available in six, eight, and ten feet lengths lacquered steel finish 
or extra white “Brite Blade.” 


(6 ft.) #306 “TUFBOY" $1.60 each. “Brite-Blade" #306-W $1.75 each. 
(8 ft.) #308 “TUFBOY™ $1.75 each. “Brite-Blade" #308-W $2.00 each. 
10 ft.) #310 “TUFBOY" $2.00 each. “Brite-Blade" #310-W $2.25 each. 


Wys iIMAS T E.R: hrTrTe 


| MASTER RULE MFG., CO. INC. Middletown New York (R 
pL LiF POR AND STEFG TAPE RULES ft 
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C. T. Sterzing arranges stock 
of water pumps which pro- 
duces $75,000 volume yearly. 


Installation and 
service are essen- 
tial to high volume 
in pumps, says this 
Austin, Tex., dealer. 
Line produces one- 
quarter of store’s 
business 


$75,000 Volume 


“Our pump business is one of the 
main reasons for our growing trade, 
and the key to the pump business 
is installation and service,” says 


A. R. Wier, who handles pump service, 
assembles equipment prior to making a 
pump installation. 
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C. T. Sterzing, hardware dealer of 
Austin, Texas. 

Today, Mr. Sterzing’s pump vol- 
ume alone is running at the rate of 
$75,000 a year, which accounts for 
about one-quarter of the store’s 
volume. 

When he took over the business, 
seven years ago, the intake of the 
store was only about $15 per day. 

Mr. Sterzing has made installa- 
tion of pumps from the time he 
first started business. 

“The first two months after I 
bought the store, not knowing a 
thing about pumps, I sold a couple 
of pumps that we had in stock and 
installed them myself at night. Two 
months later I added a service rig. 

Mr. Sterzing now has an invest- 
ment of $4500 in a rig used for the 
pump installations. His labor costs 
and truck maintenance for one crew 
runs from $500 to $700 per month. 
However, his pump sales run from 
$300 to $2000 per unit. 


“The thing I like about the pump 
business, in addition to high-ticket 
sales,” Mr. Sterzing says, “is that 
it cushions otherwise quiet months. 
We showed a $7000 increase in vol- 
ume this January over a year ago. 
Pumps did the trick. The next 
month we gained $9000, for the 
same reason. 

Mr. Sterzing, a youthful and en- 
thusiastic hardware dealer, pro- 
motes his pump business with 
newspaper advertising and with oc- 
casional direct mail distribution to 
1500 or 2000 boxholders in his area. 
But he claims his service depart- 
ment is his best business builder. 

Here’s how he explains it: 

“Suppose one of our pump cus- 
tomers needs service. We’ll give it 
to him in one day, especially in an 
emergency. 

“Then if a neighbor of his who 
bought a pump at a place that just 
sells pumps, but doesn’t offer ser- 
vice, has trouble he may have to 
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¢ The paint that moves fastest is the paint that consistently 
makes the news in magazines and newspapers.’ Way out 
in front, setting the publicity pace from Coast to Coast, 
is SAPOLIN—with products like Sapolin Radiator & Range 
Enamel, Sapolin Drainboard & Refrigerator Enamel, and 
Sapolin “Stone-Dri” Concrete Floor Enamel receiving the 
recognition of leading editors. 


All this publicity works around the calendar for SAPOLIN 
dealers. It’s one of the many reasons why more people 
are asking for SAPOLIN products than ever before. It’s 
playing a big part in putting extra paint dollars in the till 
wherever SAPOLIN is sold. 


SAPOLIN PaInTs have earned their top spot in the news— 
earned it through their proven high standards of manu- 
facture and on-the-job performance. SAPOLIN PAINTS make 
lasting friends and repeat customers. SAPOLIN DEALERS 
enjoy a quicker turnover and that long,sweet profit. 


Your name and address on the coupon below will bring 
you complete information on how you can cash in on 
the SAPoLin publicity campaign. 





MAKERS OF THESE FAMOUS QUALITY PAINTS 


SAPOLIN Self-cleaning HOUSE PAINT > SAPOLIN One-coat “MEL-LUX” FLAT FINISH 
SAPOLIN Self-leveling SPEED ENAMEL * SAPOLIN Odorless FASHION COLORS 
SAPOLIN Rubber Base STONE-DRI + SAPOLIN Heat-resisting RADIATOR & RANGE ENAMEL 


PASTE ON PENNY POST CARD AND MAIL TODAY 


TO: Sapolin Paints Inc. 
229 East 42nd Street, New York 17, N. Y. 
Tell me how / can cash in on your publicity. 


ee 


ADDRESS ——— 




















Model 161 
Magnifying Lens 


ae 


Health-o-Meter 
AMERICA’S FINEST 
AND BEST KNOWN 





Kathe Stables 


— 






(= 


Model 134 
Airplane Dial 


Model 187 
Magnifying Lens 


Since 1919, when Health-o-Meter—the 
original bath scale—first appeared on 
the market, no other bath scale has be- 
come so well known in so many house- 
holds. Millions of today’s homemakers 
had their weights checked regularly 
throughout childhood on a Health-o- 
Meter Bath Scale. No wonder they insist 
on Health-o-Meter for their own homes 
today. 

Yes, the outstanding popularity of 
Health-o-Meter Bath Scales has been 
earned ... by designing and manufac- 
turing only precision weighing instru- 
ments that perform accurately for the 
longest possible time. And not only the 
American public, but the medical pro- 
fession as well, recognizes Health-o- 
Meter dependable accuracy. So why not 
claim your share of the profits and satis- 
faction that come from Health-o-Meter 
—America’s Finest and Best Known Bath 
Scales? Ask your jobber or write direct 
today for complete information. 


Built Right @ Priced Right @ Always Right 


Continental Scale Corporation 





5701 S. Claremont Avenue, Chicage 36, Illinois 








wait a week before he can get some- 
one to make the repair. 
“When Farmer ‘B’ has to haul 


water from Farmer ‘A’s’ well, we 
get our best kind of advertising— 
word-of-mouth,” says Mr. Sterzing. 





Colorful Displays Pull Traffic to Wrap Table 
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These displays offer many suggestions to customers at the wrapping table. 


When B. Urich, 844 N. 3rd St., 
Milwaukee, Wis., remodeled por- 
tions of its store last year, with 
some specially made fixtures em- 
ploying a fine color combination, 
additional traffic was pulled to the 
wrap table in its builders’ hardware 
section. A pleasing canary back- 


ground for display panels for 
builders’ and cabinet hardware and 
related lines was installed. 

Says Perry Urich, “Our sales of 
builders’ hardware and related lines 
have increased since this remodel- 
ing, the result of better displays 
with more color and better lighting. 





Gourmet Shop Adds Spice to Housewares 
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An extra sales builder in the housewares department of Farr Hardware, 120 E. Sealy 
St., Monahans, Tex., is the store's Gourmet Shop. Featuring high quality spices not obtain- 
able even in the average grocery store this 4 ft. display is in a nook in the store's gift- 
wares section. In addition to offering items such as salad vinegars, cassia buds, celery 
seed, nutmeg, whole vanilla beans, whole peppers and anise the shop includes a display 
of several sizes of pepper mills. 
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ROAD RAVAGE campaign 
rolls up big SIMONIZ volume for 
dealers... get your share now! 





DON’T LET ROAD RAVAGE ruin your customers’ car-finishes. Just look at the differ- 
ence in these 2 cars—same make, same year —but one at right is Simonized, and one 
Simoniz job protects up to 6 months and longer—that means satisfied customers for you. 


Peak Season Here! Ad Push Brings Record Sales! 


@ Right now—and for the next four months 
—is your peak selling period on SIMONIZ. 
And right now SIMONIZ’ ALL-OUT AD DRIVE 
is running at full tilt. 31,000,000 people are 
being told how SIMONIZ protects against 
ROAD RAVAGE... beautifies car finishes as no 
wax or polish can. 

Don’t miss these big profits. Use SIMONIZ 
powerful display material. Be sure you have 
ample stocks of SIMONIZ on hand for the peak 
season ahead. Study profit box on this page 
and get off your order today. 







Trade Mark Reg. U.S. Pat.Of 








17, 1951 





LOOK HOW YOU PROFIT 


on these fast-moving | 
SIMONIZ FAVORITES 





SIMONIZ SIMONIZ 
SIMONIZ LIQUID KLEENER PASTE KLEENER 
YOU PAY 
PER CASE $10.94 $10.94 $10.94 
(2 doz.) 








YOu SELL 
PER CASE 


$16.56 


$16.56 





$16.56 





4 YOU MAKE 
PER CASE 








$ 5.62 





$ 5.62 





$ 5.62 





















PROFIT-MAKING 


Assortments 
with convenient, attractive 


Displays 


TURNBUCKLES ASSORTMENT 


52 turnbuckles in 10 fast sizes, boxed 
eT 6" in clr A complete pe 
x ra ¢ 
stock turnbuckles available. — 








EYE BOLT ASSORTMENT 


12 each of 10 sizes of most popular Bolts. 
Boxed by size. Sturdy display panel ae to 
nel. Bolts in 12 sizes avail- 





U-BOLT ASSORTMENT 


12 each of 5 popular pipe size U-Bolts in dozen 
cartons. 3 color metal display board is 14” x 6”. 
U-Bolts also available from open stock. 





i $ & 8 HOOK ASSORTMENT 
10 popular sizes, toto! of 444 Piped 
disploy box 12" ‘DM ot beory fiber. Opes Open 
a | 


— 


Turnbuchles 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


















———What the Law Says 





When the Owner and Not 
the Contractor is Liable 





In the sale of goods, don't rely solely on your 
lien. The payment of your account may be the 
obligation of the owner. 


By ALBERT WOODRUFF GRAY 


When hardware is sold for use 
in building construction or im- 
provements, a dealer may, of 
course, rely on a mechanics lien as 
security for payment. He should 
remember however, that in many 
instances where the goods are ex- 
tras and ordered by the owner, he 
may collect from him. 

An Aberdeen, Wash., family, de- 
ciding to build a new home ar- 
ranged with a man who had had 
considerable experience as a 


builder. No formal written contract * 


was made nor any detailed plans or 


| specifications drawn. 








The work was commenced in Feb- 
ruary and in that and the follow- 
ing month the plumbing was 
roughed-in by a hardware and 
plumbing dealer under agreement 
with the builder who paid the bill. 

Later the two women for whom 
this house was being built went 
personally to the hardware .and 
plumbing store and selected their 
own plumbing fixtures. These were 
installed and the bill sent by the 
hardware dealer, not to the contrac- 
tor but to the two women. They 
made no objection to the amount 
of the bill but’insisted it was the 
obligation of the contractor. 

That these women owners and 
not the contractor ordered the fix- 
tures proved vitally important in 
the final disposition of the trans- 
action and this feature is so com- 
mon and usual it is worth consid- 
eration. 

The women contracted with the 
builder to construct their house. 
The roughed-in plumbing was part 
of that contract and an obligation 
of the contractor. The fixtures and 
their installation were extras, ord- 
ered not by the contractor but by 
the owners. 

When this case came before the 
state Supreme Court in Washing- 
ton last year the difference between 
these two transactions was empha- 
sized by the court. The relation be- 
tween these two women owners and 





the contractor, said the court, was 
that of owner and independent con- 
tractor and not that of principal 
and agent. Neither was the agent 
for the other. 

The rule that marks the dividing 
line between these two kinds of 
relationship, said the court, is that 
an independent contractor may be 
distinguished from an agent in 
that he is a person who contracts 
with another to do something for 
him but is not controlled nor sub- 
ject to the control of the other per- 
son in the performance of the con- 
tract but only as to the result. 

Here was a contract under which 
the contractor was to build a house 
but the owners had no control over 
the manner in which he was to do 
it. The two women were not the 
agents of the contractor. They 
ordered the fixtures, not the con- 
tractor and the bill was theirs to 
pay. 

“A distinction must be drawn,” 
concluded the court, “between the 
roughed-in plumbing paid for by 
the contractor and the fixtures pur- 
chased later. The fixtures were not 
a part of the contract and the 
owners were buying them on their 
own account.” 


Plumbing License 
Law Void 


The law cannot give a master 

plumber the right to prevent 

another from conducting a 
plumbing business 


A state legislature may pass 
statutes for the protection of the 
health and welfare of the people 
but it cannot leave to a master 
plumber the decision of whether or 
not a qualified journeyman plumber 
or apprentice can be licensed as a 
master plumber. 

An Illinois law said that a jour- 
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neyman plumber or plumber’s ap- 
prentice could work in the plumbing 
trade only when employed by a 
master plumber and could be li- 
censed as a master plumber only if 
he was working for a master plum- 
ber. 

In Dec., 1950, the Illinois Su- 
preme Court held this statute to be 
void as an invasion of the property 
rights of citizens, namely, the lib- 
erty to follow a business, profes- 
sion, trade or occupation and the 
right to enjoy the avails of such 
activities were property rights 
guaranteed by the Constitution. 


In Full Control 


Under this statute, said the court, 
a licensed master plumber is in full 
and absolute control. He would ex- 
ercise under the law a power which 
the state itself could not lawfully 
eyercise—the power arbitrarily to 
deny to a citizen his inherent and in- 
alienable right to engage in a legit- 
imate activity of his own free will 
and choice. 

Obstacles are interposed by this 
statute, continued that court, to any 
person engaging in the occupation 
of master plumber. No matter how 
well qualified he may be he can never 
under this statute of his own free 
will become a master plumber un- 
less a licensed master plumber so 
wills, by consenting to employ him. 

The refusal of a master plurhber 
to employ one as an apprentice or 
journeyman need not here be based 
on any valid reason. It may be an 
arbitrary refusal predicated upon 
an understanding between master 
plumbers to limit the number of 
journeymen or apprentices learning 
the trade. 

Even after an apprentice has 
started to serve his required five 
years of apprenticeship he is still 
subject to the unregulated will and 
whim of a master plumber. Under 
this statute his tenure as an appren- 
tice, that is a condition to his quali- 
fication as a master plumber, may 
be terminated at any time by his 
employer. 


The legislature cannot enact a 
lawful statute by invoking the 
Police power on the pretense of 
protecting the public interest when 
the actual object of the statute is 
the arbitrary interference with pri- 
vate business or the imposition of 
unusual and unnecessary restric- 
tions upon lawful occupations. Such 
a statute that does not tend to pre- 
serve the public health, safety and 
welfare is void as an invasion of 
individual property rights. 
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Reciaieasd Speed-Grits 
Floor Sanding Papers 


You give your entire rental sander business a 
profit boost when customers do a good floor 
finishing job. Insure this important benefit by 
supplying fast, even-cutting RESINIZED SPEED- 
GRITS Papers. They'll make the job easier be- 
cause they cut free, and resist loading, gumming 
or shedding. You can ‘depend on RESINIZED 
SPEED-GRITS for the best results every time. 








Bomalya 
~~ i 


HERE'S HELP FOR MORE RENTAL BUSINESS 
Use these colorful Rental Floor Sanding Folders 
to promote your business. Order a supply today 
(your name imprinted free of charge if you de- 
sire). Write to Dept. H-5. 





BEHR-MANNING 


















Borgrud Builds Business in Paint 


Expansion of paint displays to include floor 

fixtures as well as wall displays helped up 

sales 25 pct. Special effort to give color 
scheme advice is another big sales aid. 


When Borgrud Hardware Co., 
2421 University Ave., Madison, 
Wis., built a center of the store 
table, 25 in. wide and 10 ft. long, 
and stacked many sizes of cans of 
paint on it, sales of the line in- 
creased 25 pct. 

Andrew Borgrud and his son 
Myron E., have a very good expla- 
nation for this increase. They say 
that most of their customers would 


Myron E. and, his father, Andrew Bor- 

grud, and their paint agitator which 

plays an important part in their mer- 
chandising of paint. 


Table display, supplementing the wall 
units, which the Borgruds say has helped 
increase sales 25 pct for the department. 


150 


not touch a paint can on a wall 
display, for fear of disturbing the 
layout. However, items displayed 
on a center of the store table invite 
inspection and handling of paint 
cans. Through such handling cus- 
tomers read labels, and thus become 
interested in various paint jobs. 
Mr. Borgrud was a painter and 
decorator for 20 years before he 
opened the hardware store in 1927. 











¢ 


oe8: 


Many of his customers know of his 
former connection and are glad to 
ask him for advice about painting 
problems. 

And he has carefully coached his 
son in the giving of good advice to 
paint customers. 

“There is a great deal of in- 
formation needed by some cus- 
tomers about paint and supplies,” 
states Mr. Borgrud. “It’s our job 





HARDWARE AGE, MAY 17, 1951 














the new NATIONAL LOCK no. 190 display board 
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Fresh New Eye Appeal Attracts 
Those Who Want the Finest 


New “buy appeal’ for National Lock’s No. 150 cab- 
inet hardware assortment. Handsome, attention- 





getting display board, now available in burgundy, 
yellow or white, suggests actual Application with color. 
Only 21” wide, the No. 150 board saves counter space 
... makes space more profitable. It reduces inventory 
while providing a select assortment of all major cab- 
inet hardware. Included are only the finest National 
Lock items such as forged brass hardware, new type 
concealed hinge, concave knobs, die-cast handle and 
proven-popular matched sets in chrome. You'll enjoy 
Ask Your extra profits by featuring the No. 150 board. 


Supplier 


distinctive hardware...all from T source 
~ ——aEaE— | 


\\) NATIONAL LOCK COMPANY 


% 


il \ RGCKFORD ILLINOIS - MERCHANT SALES DIVISION 
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to talk to the customer and find out 
how much he knows, so that we can 
be sure we’ve done our share to- 
ward making that paint job satis- 
factory.” 

The Borgrud Hardware Co. store, 
a Wisco member, measures only 17 
by 74 feet, but the paint depart- 
ment occupies almost half of one 
wall of the establishment. Father 
and son are boosting business for 
their paint department by selling 
color—not only paint in the can. 
Color charts are posted in a promi- 
nent location, and the customer who 
wants color information is shown 
this chart and what can be done 
with color combinations. 

“We can mix 180 different paint 
colors for our customers through 
use of color shades in tubes,” states 


Mr. Borgrud, “ and most customers 
are amazed when we begin to show 
them how this can be done. Often 
customers, especially the women, 
make up color schemes for rooms, 
with ‘our help. The combination of 
colors available to them through 
this service—the numerous soft, 
harmonizing shades—delight them 
no end. It’s good merchandising on 
our part to go into this matter 
thoroughly with them.” 

Mr. Borgrud and his son take 
plenty of time with each paint cus- 
tomer. Upon the thoroughness of 
the sales presentation may depend 
sales of $25 to $100 worth of extra 
business in paints and _ supplies 
through the year. The customer 
who is helped with color and other 
painting problems, will return if 








he is properly coached on painting. 


Where so many different colors 
of paint are sold and mixed on the 
spot for customers, a good paint 
agitator is needed. The Borgruds 
have a new one, mounted at the 
right height which can be moved 
to various parts of the store if 
needed. Customers like to stand and 
watch paint being mixed, especially 
when basic colors are changed to 
selected shades through the addi- 
tion of pigment in tubes. 

Although Borgrud Hardware does 
not advertise in large city news- 
papers, the store does issue some 
seasonal direct mail on _ paint. 
Striking window displays of paint 
are used now and then to attract 
the attention of much sidewalk and 
vehicle traffic. 


How a Small Town Firm Developed 


A Profitable Sideline in Mail Order Sales 


By H. JACKSON CLARK 


President, 
Jackson Hardware, Inc., 
Durango, Colo. 


From a small start two years 
ago, we have been able to develop 
a worthwhile national mail order 
business as a sideline to our regu- 
lar activities. We feel that HArp- 
WARE AGE readers may be interest- 
ed in learning how a small town 
hardware dealer got into this busi- 
ness. 

Durango, Colo., where our store 
is located, is on a narrow gage rail- 
road, one of the few remaining in 
this country. Several years ago 
this railroad was featured in the 
movie film “Ticket to Tomahawk.” 
An old locomotive, decorated in 
vivid colors, and named Emma 
Sweeny, was used by the movie 
company in this picture. 

We decided to capitalize on the 
national publicity this film brought 
and to also publicize our little rail- 
road as a tourist attraction. To do 
this, we had manufactured for us 
a 10-in. china plate depicting the 
Emma Sweeny. The cooperation 
we received locally was naturally 
tremendous. 

We advertised this plate nation- 
ally in train and railroad maga- 
zines and in national home maga- 
zines, and sold 4,000 plates in four 
months. 

Then, in response to demands for 
a companion plate, we had a San 
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Juan plate manufactured for us. 
We also advertised this plate na- 
tionally and have sold 1,000 plates 
in two months at $2.25 each, post- 
paid. 

We are now using the mailing 
list developed through the plate 
sales as a nucleus for a small mail 
order catalog featuring some local- 
ly designed wrought iron items. In 


addition we have plans for a 
Christmas catalog covering items 
from our gift department. 

We feel that our experiences 
show that small hardware firms 
can develop a profitable sideline of 
a national mail order business with 
better than average returns, if 
they have an unusual product and 
advertise it nationally. 





Here is the Emma Sweeny plate that started 
Jackson Hardware in the mail order business. 
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Sees Relatively High Level | 
of Construction | 


Construction will likely con- 
tinue at relatively high levels dur- 
ing the period of defense mobiliza- 
tion, according to Thomas S. 
Holden, president, F. W. Dodge 
Corp., New York City, in a bro- 
chure published recently under 
the title, “Construction in a De- 
fense Economy.” 

Mr. Holden says, “The present | 
prospect is that the nan | 
| 


economy will within a reasonable 
period adjust itself to carrying as 
a normal overhead burden a mili- 
tary establishment of 3,500,000 | 
armed men with proportionate fa- | 
cilities and equipment.” | 
Pointing out that the country is | 
in transition from a subnormal na- 
tional defense pattern to a post- 
war normal, Mr. Holden expressed 
the opinion that “any cutbacks in 
over-all construction volume that 
may take place during the current 
transition period are apt to be 
moderate, perhaps approximating 
the amount of cutbacks that might 
have come as a normal market 
reaction from the 1950 boom.” 
Defense production require- 
ments will be largely met by in- 
creased production of basic mate- 
rials, Mr. Holden says. “Once the 
transition to normal postwar de- 
fense has been accomplished,” .he 





says, “regulations, limitation or- 
ders and controls can be greatly 
relaxed, if not eliminated. Expan- 
sion of the American economy will 
of necessity require construction 
in great volume and in wide 
variety.” 

Mr. Holden points out that 
“there has been a general ten- 
dency to expect a repetition of all 
shortages and all control patterns 


that were experienced in World | 


War II. Many construction indus- 
try people have even expected a 
squeeze like the one that occurred 
in 1943 and 1944, following the 
1942 peak of war construction. 
Fortunately a more realistic view 
is beginning to prevail.” 

Having estimated in January 
that 1951 construction totals in 
the 37 eastern states covered by 
F. W. Dodge would decline only 
about 18 pct from 1950’s record 
total, Mr. Holden now estimates 


that 1952 will continue to bring | 


high construction volume. Al- 
though citing the possibility for 
a decrease in 1952 from 1951 he 
says, “This is, by no means, a 
certainty.” 
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You need Quality Buffalo Bolts in 


STRONG 


HANDY-PACK BOLT CARTONS 





@ Handy-Packs are made of 
tough corrugated board. They 
can be handled, shipped, stacked 
and even dropped without breaking. 
You get these superior cartons... and 
their equally superior cqntents...at no 
extra cost when you order Buffalo Bolts. 










| HANDY -PAC @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 

@ Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re-shippable without tying or wrapping. 

@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 






Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


| PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS 
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Good Display for Bigger 
Tackle Profits 








MODERN DISPLAY IDEAS 
% 5 oe 
jouee 


“Geroased® 








Many hardware stores have built 
a good and profitable volume in 
fishing rods, lines, lures, baits and 
related items. The drawings on this 
page show fixtures which can help 
you make a better turnover in these 
goods. With these setups you can 
show a maximum quantity of fish- 
ing equipment in a minimum of 
floor space. 

Chain stores show these items in 
open display units as a means of 
making greater sales. Use of spe- 
cial metal bar display units will 
permit showing even the _ most 
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highly priced reels, in the open, 
without danger of pilferage. Such 
display helps Mr: Fisherman make 
a quick and easy selection. 

As shown in Fig. 2 you can dis- 
play in bins on table tops, a com- 
plete assortment of fishing lines in 
50 and 100 yd. spools as well as 
leader boxes, fly line dressings, 
sheepskin pad line greasers and a 
variety of bottled items. Bottle 
items include dry fly oil, color pre- 
servative, rod varnish, ferrule ce- 
ment, pork rind, fish bait oil and 
salmon eggs. 

The table is a 30 in. wide and 30 
in. high unit equipped with 1 in. 
plywood sliding doors set in hard- 
wood track. Use of such a unit with 
boxed stock out of sight helps pre- 
sent a neat appearance in the de- 
partment. Note how the two ends 
of this table are binned off with 8 
in. high bin glass to form end fea- 
ture bins in which specials may be 



































promoted. The balance of the table 
is binned off with 4 in. glass so 
that each item may be neatly open 
displayed. Each bin is priced with a 
metal bin price clip. 

An outstanding feature of this 
table top display is a sheet of 14 in. 
plate or double thickness window 
glass inserted in two slotted up- 
rights which are held away from 
the back of the fishing rod unit Fig. 
3 as shown in the Fig. 1 detail. A 
full lines of flies, lures, spools, and 
samples of lines, hooks, etc., can be 
attached to the back of this glass 
with Scotch tape. When the glass 
panel is inserted in the uprights a 
very attractive display is obtained. 
Use of this panel prevents cus- 
tomers from catching their fingers 
in sample hooks or from pulling 
samples off the display. 

The step-up unit shown in Fig. 
3 may be built of 5% in. plywood. 
Measurements are shown primarily 
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MORE PROOF OF RUBBERMAID'S SALES-POWER— 


HOW KREMBS HARDWARE COMPANY — 


eo 


a 


in one Year’ 


Krembs Hardware Company, Stevens Point, . Maintained a complete Rubbermaid stock at 
Wisconsin, sold twice as much Rubbermaid all times. 
Houseware in 1950 as in 1949 . . . grossed over 2. Advertised Rubbermaid—using our mats—at 
$85.00 per square foot of-floor display space. least once a month. 

3. Used Rubbermaid counter cards, wall posters 
This is how Mr. William Zenoff, owner of and window displays. 
Krembs Hardware, made his 100% increase in 4. Schooled all sales people thoroughly about the 
Rubbermaid sales: features and uses of Rubbermaid, 


FOR SURE-FIRE, BIG-VOLUME PROFITS — 


stock the COMUETE basic Rubbermaid assortment 


DISPLAY Rubbermaid Houseware in busy traffic = RUBBERMAID is the original line . . . the 
spots . . . and in windows. brand-name line . . . the quality line . . . the 
nationally-advertised line , . , the WANTED line 
‘ ae ty of rubber houseware. 

ee certain. pas ata Xo. He-in, wie Sit Cash-in on their acceptance of this complete, 
P home-engineered line. Rubbermaid sells the 
year around . . . competes with nothing else in 

REORDER often to keep your stock complete. your store. . 









I hrmaae € 





f Houseware 





WATTS 


Ge ge OP oy 8 
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The original... complete... ~ 
nationally-advertised line of rubber housewares 


THE WOOSTER RUBBER COMPANY, Wooster, Ohio 
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Colored Steel 











TURNBUCKLES 


WHAT DO YOU NEED? 


We carry in stock Galvanized Steel, Self- | 
or Bronze Turnbuckles in 
either open or pipe type bodies — with Hook, 
Eye, Jaw or Stub End fittings. Available in 
all standard lengths in sizes from 1/4” to 2” | 
diameter. 

The W-C line of Heavy and Shelf Hard- 
ware also includes items ranging from Blocks 
& Pulleys to Drop Forged 
For com- I | 
information on the it 


Steel 
plete 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” | 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


“Dependable” Line write to- 
day for your free copy of 
our new 1951 Catalog “K”. 











Shackles. 














HAND POWER GRINDERS 


Heavy and Lighter Duty Hand 
Power Tool Grinders. 4”, 5” 
6”, 7” wheel sizes. One-piece 
gear case, accurately machined 
bearings, smooth, quict gears, 
attractively finished. Competi- 
tively priced from $2.50 to 
$8.00 (List, F.0.B. Minneapolis). 
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SICKLE GRINDERS 


For Farm and Farm Service Shop. Heavy duty 1/3 H.P. 
motor mounted behind and away, allowing easy, 100% 
accessibility to grinding wheels. Designed for rough, 
awkward, long handled grind- 
$54.12 


ing jobs. List Price, only 
(F.0.8. Minneapolis). 


A COMPLETE LINE... BACKED 


BY MOST YEARS’ EXPERIENCE 
IN DESIGN AND MANUFAC- 
TURE OF TOOL GRINDERS. 





WHEELS PROJECT IN FRONT 
OF FRAME PROVIDING FULL 
ACCESSIBILITY. 


STREAMLINED GRINDERS 


Made with 6x1”, 5x1”, 4x1” 
fully vitrified abrasive wheel;. 
Supplied also as buffing and 





Also, heavy duty models with 6 
to 10 inch wheels. List $2.50- 
polishing heads, without wheels. 


$36.00, F.0.B. Mpls. 


TOP QUALITY SICKLE CONES AND WHEELE 


Manufactured in ovr own modern wheel plant 
to highest specifications. Competitively priced 
to increase your sales! Fully vitrified, spe- 


cially bonded, accurately 
dressed. Available loose and 
in popular assortmants. 


ASK YOUR JOBBER 


WRITE FOR DESCRIPTIVE CATALOG TODAY! 






“@ MANUFACTURING CO. ; 


i fod 


: Minneapolis 4, Minnesota 





as a guide as these units may be 
constructed to fit your particular 
needs. Note how this 12 in. wide 
step-up unit rests on a separate 4 
in. high by 30 in. wide base. Many 
related items such as minnow 
buckets, tackle boxes, folding camp 
chairs and camp stoves can be dis- 
played on the front of this base, 
The base may be covered with grass 
matting which can be obtained 
from most display jobbers. 

The two shelves have counter- 
sunk holes and small metal clips to 
hold fishing rods. Note detail, show- 
ing design of this clip. A piece of 
felt can be cemented inside each 
clip to prevent marring the finish 
of the rods. Spacing of the holes 
has been purposely exaggerated to 
illustrate the idea but they may be 
displayed about 6 in. apart. The 
squared off drawing showing sug- 
gested art work will enable your 
local sign man to draw or paint the 
“Let’s go fishing” story show card, 
to any required size. 

Space atop Fig. 3 may also be 
utilized for display by binning off 
as shown. If the two 30 in. wide 
units set back to back are 6 ft. in 
length the complete fishing rod and 
accessory unit would only take up 
30 sq. ft. of floor area for a max- 
imum of goods in a minimum 
space. 


Quality Tools Are This 
Store's Volume Line 


“Our tools bring in the great- 
est volume of business,” reports 
E. F. Flettrich who operates the 
Flettrich Hardware Company, 
New Orleans, Louisiana. “There 
is good profit in tools,’ he says, 
“because practically every man 
needs tools of some sort. They are 
needed throughout the year.” 

The Flettrich tool sales have 
been built on the merchandising 
cornerstone of good lines, display, 
and advertising. 

The store stocks most of the na- 
tionally advertised lines and al- 
ways features brand names in its 
newspaper advertising. But the 
best advertising comes from the 
fact that people can secure at the 
store practically any kind of tool 
they require. 

Mr. Flettrich is always looking 
from something new and impor- 
tant in the tool line, and one of 
his most valuable sources of in- 
formation, he states, is the ““What’s 
New?” section in HARDWARE AGE. 

Whenever he reads about any- 
thing that looks interesting, he 
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practical; it must meet a need that 
cannot be filled by any standard 
tool already stocked; it must be 


puts it to four tests: It must be | 


of good quality; and it must be | 


made by a well-known manufac- 
turer. If it meets all these require- 
ments, he places a small order. 

After the shipment is received, 
the item is tested in the store and 
the entire sales staff familiarizes 
itself with it. If it proves to be as 
good as it appeared, the entire 
lot is displayed in the window, 
with a display card calling atten- 
tion to the new tool. If it sells 
quickly, a larger order is placed; 
if not, Mr. Flettrich feels he’s not 
lost too much and will have the 
item on hand when and if a call 
for it is received. 

The Flettrich store because of 
its tool merchandising policies has 
become known as “The Tool Box 
of New Orleans.” A continuous 
advertising program is carried 
out. Ads appear five times a week 
in three local newspapers, featur- 
ing nationally advertised tools and 
prices are always quoted. The 
store also advertises in the tele- 
phone directory, the store name 
and small ads being classified un- 
der three separate headings— 
fencing, paints and tools. The 
store also runs one display ad. 

In addition, Mr. Flettrich con- 
ducts a direct mail advertising 
campaign among mechanics. 
Names for the mailing list are ob- 
tained from secretaries of the va- 
rious unions. Then a mimeo- 
graphed letter is prepared and sent 
to members aiong with manufac- 
turer’s literature about some tool 
in which the store feels they will 
be interested. It is also suggested 
that visits be made to the store 
to see the complete tool line. 

One store window is always 
devoted to tools, displays being 
changed every two weeks. The 
window displays, at all times, 
stress quality. When a request is 
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Coburn #500 Swing-Over Garage Door Hardware Set. Fur- 
nished in a complete package, ready for easy installation. 
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Coburn Fire Door Hardware. Closes fire doors automatically in case of fire. 
Manufactured to specifications of National Board of Fire Underwriters. 


IS A PROFIT-MAKER FOR YOU 


A profitable market, both on new and remodeling jobs, is 
waiting for you. Coburn Sliding Door Hardware features low 
installation cost, convenient operation, and long, trouble-free 





made for a cheap tool, the sales | 


staff always tries to sell up, on 


the basis that even the smallest | 


jobs require good tools and that 
quality tools last longer, thus cost- 
ing no more in the long run. 

The Flettrich store, though 
small, is laid out in such a manner 
that it is easy for anyone to find 
the merchandise he seeks. Tools 
for each trade are grouped to- 
gether on wall panels where they 
can readily be examined. The 
stock is kept in cabinets behind 
the panels. 
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life. With Coburn, you’re able to offer a complete line of door 
hardware for:garage, barn, overhead, straight-sliding, sliding- 
folding, around-the-corner, roundhouse, folding partition 
and fire doors. 




















Write today for Catalog #200 Sliding Door Hardware and #210 Fire Door Hardware 


COBURN PRODUCTS ___ 






A Product of WICKWIRE SPENCER STEEL DIVISION OF 
, THE COLORADO FUEL AND IRON CORPORATION 
Sales and Engineering — 56 Sterling Street, Clinton, Mass. 
Executive Office — 500 Fifth Avenue, New York 18, N. Y. 
Sales Offices — Atlanta * Boston * Buffalo * Chicago * Denver * Detroit * Philadelphia 





Pacific Coast — The California Wire Cloth Corp., Oakland 6, Calif. 
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This Nashville, Tenn., 
dealer uses many un- 
orthodox methods for 
building traffic vol- 
ume, but it pays off, 
as he explains in 


this article. 


Charles Keefe can think up al- 
most as many ways to win friends 
and influence customers as he has 
lines to sell—which is saying a lot. 

“Give as many buyers as many 
reasons to come to your store as 
many times as possible, and you 
needn’t worry about your volume,” 
he explains. 

Mr. Keefe doesn’t just use that 
selling philosophy to woo people 
into coming into his store in order 
to make money from them. He 
offers customers as many favors 
as he can dream up. 

When sportsmen complained to 
him about the inconvenience of 
travelling all the way into Nash- 
ville and then hunting for parking 
space, he decided to handle both 
hunting and fishing licenses at his 
store. 

Advertising this convenience over 
the radio and through newspaper 
ads, he has brought dozens of new 
customers into the store. 

“T can safely say,’ explains 
Keefe, “that eight out of every 10 
hunting license buyers also buy 
their shells from me at the same 
time. One license buyer whom I 
had never seen before bought $14 
worth of shells on his first visit 
to the store and he has been buving 
ever since. In one month alone I 
sold 400 hunting licenses.” 

But providing hunting and fish- 
ing licenses is only one of many 
schemes which Keefe uses to keep 
repeat customers repeating. 

Until a few years ago, he oper- 
ated a strictly feed and seed busi- 
ness, known as the Third Avenue 
Feed Store. He began to get so 
many calls from farmers for such 
things as paint, bolts, electrical 
supplies, hand tools, etc., that he 
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In selling this customer a hunting license, Charlie Keefe, left, is starting him 
on the road to becoming a regular customer for shells and sporting goods. 





In selling this restaurant operator a box of chicks, Mr. Keefe is also selling 
her on the idea of buying a battery brooder so she can raise her own broilers. 


decided to begin a general farm 
supply business, and stocked a 
hardware line in a storeroom ad- 
joining his feed store and putting 


it in charge of Charles Barton. 
By offering needed items in both 
fields he had an important reason 
for first-time customers to come 
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yor” 
But we are having a hard time keeping up with the 


increased demand for K-Venience clothes closet fixtures and K-V 


builders’ hardware. Material shortages and partial conversion 


to defense production, make it difficult for us to give 
our usual prompt service. We're doing our best, however, 
to provide fair allocation of K-V production. Although 
preference must be given to regular customers, we look forward 


to serving new customers as soon as possible. 


GRAND RAPIDS 4, MICHIGAN 





FOR OVER FIFTY YEARS 
manufacturers of quality 
hardware and fixtures 
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to his store a second, third and 
fourth time. 

By advertising in many news- 
papers he has expanded his trade 
to hundreds of farm buyers out- 
side his own county. 

He knew that thousands of 
people come from a long distance 
to visit Nashville to trade, and that 
a surprising number of them stay 
overnight. He wanted to get his 
share of this business and he de- 
cided that in order to get it he had 
to think in terms of their interest 
and convenience. 

It then occurred to him that 
practically all farmers in his area 
are baseball fans. He therefore 
bought eight season tickets in a 
choice grandstand section and now 
when these farmers come to town 
during the baseball season they are 
likely to be invited by Mr. Keefe 
to go to a Southern League game 
with him, if they visit him at 
either the Third Avenue Hardware 
Store or the feed store. He fre- 
quently has enough customers to 
occupy all eight seats in a congenial 
customer-dealer fellowship. 

Mr. Keefe also supplies free 
tickets to out-of-town customers 
to Nashville’s Grand Old Opry. 
This famous hillbilly show on WSM 
is tremendously popular among 
farmers, but since each Saturday 
night performance is usually sold 
out two months in advance, hun- 
dreds of overnight people from 
other sections are frequently dis- 
appointed because they can’t buy 
tickets. By keeping a certain num- 
ber of gift tickets on hand for his 
out-of-town customers, Keefe ce- 
ments their loyalty to him. 

Nearly every town has some sort 
of local entertainment or diversion, 
and Mr. Keefe believes that hard- 
ware dealers are missing a good 
bet if they don’t use this idea. 

In his case, farmers drive to 
town with loads of hay, seed or 
grain to sell to him for his feed 
store. While there, they buy paint, 
tools, brooders, electric supplies 
and the like, from his store. 

As an added incentive to come 
to his stores, he provides free, all- 
day parking space for 50 cars and 
trucks. By keeping his stores 
stocked with practically everything 
that a farmer can want for his 
farm or home, he makes it most 
convenient for the farmer to buy 
all of his needs from his stores. 

Farmers and members of their 
families are encouraged to use Mr. 
Keefe’s telephones to make neces- 
sary calls and to have packages 
from other places in town delivered 
at the Third Ave. stores. Consid- 
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ering the congested parking con- 
ditions in almost every town and 
city, this is an appealing customer 
courtesy in anybody’s language. 

Not long ago, the Nashville area 
got on a television hook-up and a 
local studio was opened. Recog- 
nizing the novelty appeal of this 
new entertainment, Keefe keeps a 
receiver in a conspicuous place in 
his hardware store and finds that 
it is another thing that coaxes 
people into his store. When farmers 
have a good place to park, relax, sip 
cokes from a nearby locker, and 
be genuinely entertained, they have 
time to look around the store to 
see what they need. It keeps a 
come - back customer coming back 
for more entertainment, relaxation 
and farm store fellowship. 

Children enjoy television, too, so 
Mr. Keefe offers them every in- 
ducement to come in. He sells them 
their BB shot for their air guns 
at 5 cents a box, or barely more 
than cost, and that brings in dozens 
of them. He keeps a large display 
of toys. 

“IT can’t explain it all in terms 
of any one cause,” says Mr. Keefe, 
“but I know that these kids like 
my store and that influences their 
mothers and dads. During the past 
two Christmas seasons we sold 
$5,000 worth of toys each year. 
This kiddy appeal broadens the 
popularity of my store.” 


Finding feed and hardware a 
happy farm trade combination in 
which one aids and abets the other, 
he continues to dream up new ideas 
with strong farm pull. 


For example, he buys sacked 
grain and seed from scores of 
growers to resell to other farmers. 
Whenever he sells a farm customer 
a truckload of such commodities, 
he offers 10 cents each for the 
empty bags. This, of course, is 
just a clever idea to get him to 
return and probably buy more 
grain or seed. The oftener Mr. 
Keefe gets him into his store, the 
more often he will buy. 

Mr. Keefe could more easily buy 
his bags from commercial sources, 
but he gets back the cost by clean- 
ing them on a machine installed 
for the purpose, and by having 
three women repairing holes on 
sewing machines. 

A little more than a year ago 
he perceived that he could get more 
poultry feeders into his feed store 
by not only selling them the feed, 
but also the chicks to eat it. He 
decided that he could also get more 
of them into his hardware store to 
buy his brooders if he sold the 
birds to brood. 

So he installed a 30,000 capacity 
hatchery in the form of two com- 
mercial incubators. 

“My poultry sales doubled imme- 
diately and have been growing ever 





Features Good Tools for Summer Building 


Washington Hardware Co., Ta- 
coma, Wash., used this eye-catch- 
ing window display to spotlight 
“Fine Tools for Summer Building” 
as a sign in the background reads. 
Seven heavy sections of rope, gild- 
ed, and fastened diagonally from 
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base to ceiling were used to elevate 
an assortment of hand tools. At the 
base of each rope was a green 
circle on which were placed smaller 
tools. Complete kits as well as in- 
dividual tools were shown, each 
with its own price tag. 


= - Ne 
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This display was an eye-stopper for people interested in summer building. 
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since,” he says. “Before I started 
this hatchery I sold two or three 
brooders a season. Now I sell sev- 
eral dozen. My turnover on feeders, 
founts, remedies, spraying outfits 
and other poultry supplies has in- 
creased considerably.” 

One day a man came in to buy 25 
chicks. Mr. Keefe recognized him 
as a restaurant operator. Then an- 
other customer-repeat idea smacked 
him between the eyes. 

He asked the restaurateur, “Why 
not buy this $40 battery brooder 
and a new brood of 25 chicks every 
three weeks and have a continu- 
ous supply of broilers for your 
trade?” 

Mr. Keefe showed him how he 
could not only control the kind of 
feed and management the birds 
get, and thus produce more tasty 
broiler meat, but how he could also 
save money and keep a dependable 
supply. 

The caterer took up the idea and 
the scheme worked so well Mr. 
Keefe immediately sold the same 
idea to another person operating 
a tea room for Negroes. He is still 
promoting the idea and inducing 
operators of eating places all over 
town to buy his battery brooders 
and become 3-week repeat custom- 
ers for both feed and chicks. 

He buys all his hatching eggs and 
thus avoids the headache of blood- 
testing flocks, mating and culling. 

Before installing this incubation 
system, Mr. Keefe tried buying 
chicks from various hatcheries and 
reselling them to his customers on 
a brokerage basis. He soon found 
that he could better control chick 
quality by doing his own hatching 
with eggs from one central reliable 
source. 

When the need of keeping a stock 
of hardware resulted in the estab- 
lishment of the Third Avenue 
Hardware store, a few years ago. 
Mr. Keefe didn’t dream that de- 
mand would be nearly as great as it 
turned out to be. He had an open- 
ing stock of only about $3,000 
worth of merchandise most in de- 
mand, such as paint, farm tools, 
and the like, and thought that 
would be sufficient. But calls for 
other items came so fast that it 
wasn’t long before his inventory 
was worth $30,000 and still grow- 
ing. 

Mr. Keefe’s patronage of the 
baseball team brings him a hand- 
some annual trade from the base- 
ball management for everything it 
needs for upkeep of equipment, such 
as paint, nails, tools, etc. His large 
sale of sporting goods goes eaually 
to city and farm customers. 
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PORTABLE 
ENGINES! 


The recognized superior- 
ity of Lauson engineering 
and long-life perform- 
ance carries a tremen- 
dous advantage to man- 
ufacturers of quality 
equipment. Important, 
too, is the fact that 
the Lauson name 
reaches almost 20 
million consum- 
ers through ad- 
vertising — a 
powerful sales 
weapon in sell- 
ing better pow- 
er equipment! 




















































THE LAUSON 
COMPANY 


NEW HOLSTEIN, WIS. 
DIVISION OF HART-CARTER COMPANY 





IN CANADA: HART-EMERSON, 
WINNIPEG, CANADA 
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Typical of main 
store housewares dis- 
plays is this window 
featuring a gas 
range and other 
equipment with a 
mannikin to add 
atmosphere. 





4-Way Advertising 
Moves Housewares 





Television, radio, window displays and news- 
paper advertising tell Pettee’s housewares story. 
Personal contacts ¢omplete the cycle. 


Four types of advertising, plus 
personal contact in the firm’s stores 
are among the secrets of the suc- 
cess of the housewares department 
of W. J. Pettee & Co., Oklahoma 
City, Okla. The firm tells its house- 
wares story by television, radio, 
newspaper and window display ad- 
vertising. Visitors to the big main 
store and several neighborhood 
branches are further impressed by 
wide aisles, open display and plainly 
marked prices on all merchandise. 

Of personal contact, Miss Ruth 
Williams, assistant manager of the 
china and housewares department, 
says, that it is “most effective in 
building a good volume of trade. 
We are the oldest and largest hard- 
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ware firm in the city, and the ma- 
jority of our saleswomen have been 
with us for a number of years so 
that each girl has her own clientele. 
Each girl knows the lines and items 
in which her customers are most 
interested. When new merchandise 
is received our salesgirls phone 
their customers or drop them notes 
telling about new arrivals.” 

The Pettee stores are big users 
of newspaper ads. Says Miss Will- 
iams, “We have a store-wide sale 
twice a month at which time we 
use full page ads in which our de- 
partment receives its full share of 
space. Occasionally we will have 
a big housewares sale, when the 
entire space is devoted to our lines.” 


A 15 minute news program over 
the air at 10:00 P.M. each week 
day, includes mention of Pettee 
lines 12 times, with frequent men- 
tion of housewares. A one minute 
television spot showing a major 
appliance in operation is included 
in the firm’s advertising program. 

From time to time a manikin 
is used to enhance a housewares 
department window display. A re- 
cent example was a display featur- 
ing a white enamel gas range next 
to which was standing a scarlet 
suited manikin holding a yellow 
teacup. Brass lamps with red and 
yellow shades added to the color of 
the display. On the floor was a 
setting of pottery in yellow, blue 
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and green. The brilliant combina- 
tion of colors stopped all passersby. 
A talking card in the display read, 
“For the finest housewares visit 
our second floor house and table- 
wares department.” 





The Hardware Dealer 


And War 


(Continued from page 120) 


considered astronomical. Housing 
means volume for the hardware 
industry. 

There were 9,000,000 automo- 
biles and trucks built last year, as 
against the average of the two 
previous years of 5,800,000. There 
were 22,500,000 television and 
radio sets built last year, against 
the average of the two previous 
years of 11,500,000. There were 
575,000 tons of aluminum produced 
last year, which is an increase of 
80 pet over the previous two-year 
average. 

If automobile output was cut 50 
pet in 1951 over 1950, it would still 
leave an increase of 15 pct more 
than the two pre-war years. If 
vacuum cleaners were cut 50 pct 
of 1951 over 1950, it would still 
leave a 60 pct increase over 1939. 


Higher Break-Even Points 


From 1936 (except for 1938 and 
1949), volume has constantly in- 
creased year after year. Break-even 
points are higher today for all of 
us, but we must cut our cloth to 
accept a smaller volume sometime 
—just when, no one knows, of 
course. I strongly advocate keeping 
our sights lower than current con- 
ditions indicate to be necessary; 
but always be ready for more if it 
actually develops. You older men 
will recall the inventory tragedy of 
1921, caused by optimism in buy- 
ing large quantities at any price in 
1920, then the terrific inventory 
dollar shrinkage and—failures. 

The larger investments in inven- 
tory and accounts receivable are 
already making trouble for smaller 
stores. A large dollar inventory 
today is a temptation and, if prop- 
erly balanced, a great advantage; 
but if unbalanced it can be directly 
responsible for hurting credit. 

I recall in our own company (in 
spite of a 400 pct increase in our 
capacity over 1940) we were two 
years behind on some sizes on 
January 1, 1947. Then by July 1st 
of the same year, because of avail- 
ability of material, cancellations, 
and due to returned merchandise 
because of unbalanced inventory, 
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A Quality Chuck... 





ONE-PIECE 
CONSTRUCTION 


SUPREME Brand CHUCKS feature 


dependable one-piece construction 


The one-piece construction of Supreme Brand Chucks assures the 
positive, dependable grip desired by those workmen who 
appreciate precision tools. Sturdy and rugged Supreme Brand 
Chucks stand up under the hardest working conditions. They are 
accurate ... they are a quality product. 


When you buy tools equipped with Supreme Brand Chucks, you 
can depend upon them. 


When you buy replacement chucks, specify and be sure to get 
Supreme Brand. They are interchangeable with all other makes. 


¢s 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 


SUPREME cuucks 


Supreme Products, Inc., 2222 So. Calumet, Chicago, Illinois 
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McKINNEY 


1400 Metropolitan St., Pittsburgh 33, Pa. 
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together with a minimum of new 
orders, we became current in 30 
days. Was that an eye opener and 
one to remember! 

We must constantly have in 
mind consumer resistance to high- 
er prices. On the other hand, it is 
my opinion that retail price levels 
will increase 10 pct in 1951. This 
may be accomplished by applying 
to the Price Stabilization Board on 
the basis of “hardship.” Retail 
prices have not kept pace with 
wholesale price increases. 

It is interesting to note that the 
“fair price standards,” contrary to 
the original intention as set up by 
Washington, have boosted prices. 
When producers were told that they 
were not required to sell anything 
at a loss, some companies took 
steps to see that every item showed 
a profit. 


Time for Housecleaning 


Times of short supply furnish 
the best opportunity for a thorough 
housecleaning. Get rid of all the 
cats and dogs. Wholesalers and re- 
tailers are not so vulnerable today 
as are manufacturers who may be 
stopped for lack of one part—no 
matter how small—and all because 
of unbalanced inventory. We should 
realize that smart manufacturers 
must gear all of their purchasing 
and production to the availability 
of the scarcest -items. 

Shortages of material for pack- 
aging will rob small companies of 
distinctive style and frill appeal. 
Fancy merchandise will go off the 
market. Paper packaging and con- 
tainers are very short now. Paper 
mills are up to their necks now as 
compared to 1940-41. NPA has 
asked business to make every effort 
to salvage and re-use all types of 
packaging material, particularly 
fiberboard. 

I believe there will be enough 
production of most hardware lines 
if we do not divert more than each 
of our respective shares’ into 
hoarded inventory. 

Instead of tanks and no automo- 
biles, we must make tanks and 
automobiles. The hardware indus- 
try is expected to make hardware 
and our mobilization requirements 
as well. 


Civil Defense Needs 


And now, more about the home 
front. I am sure that we will agree 
that the well-designed, clean, mod- 
ern retail hardware store has cap- 
tured the imagination of women 
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customers. The amazing fact is 
that, with most wholesalers, house- 
wares today is their number one 
line—followed by electrical appli- 
ances, paint and paint sundries, all 
of which are purchased primarily 
by women. Possibly, the Civilian 
Defense Program will demand 
blackouts. That could mean black 
paint, fire extinguishers, sand 
buckets, shovels, garden hose, axes, 
and many other items required for 
such a situation. 

Many dealers in wartimes, and 
even in peacetimes, have served 
their communities well with rental 
equipment such as sanding ma- 
chines, floor waxers, extension lad- 
ders, hand tools, smaller power 
tools, lawn mowers, fertilizer 
spreaders, and paint sprayers with 
a definite scale of rentals. This 
means income with a minimum of 
inventory. 

Servicing of all types can take 
the place of merchandise sales from 
an income viewpoint. I don’t hap- 
pen to be a TV enthusiast, but it is 
my understanding that the quality 
of TV sets is declining—which 
puts a tougher problem up to deal- 
ers and repairmen. Here is a 
chance to supplement merchandise 
sales by offering service—but at a 
profit. Replacement of parts means 
service. Repairing appliances, ser- 
Vicing locks, threading pipe—all 
mean service. ; 

There are 487 general wholesale 
hardware houses today, according 
to HARDWARE AGE—of which 50 
were founded 100 years ago or 
more. The mortality of hardware 
wholesalers, percentage - wise, is 
probably lower than that of manu- 
facturers. 

I have purposely omitted statis- 
tics. Yet a few will further help 
to indicate the stability of the hard- 
ware retail store which today, more 
than ever, is pertinent to our think- 
ing in terms of security. 


20 Years for Hardware 


The average life of a hardware 
dealer is second only to that of the 
general store; and these often 
carry hardware. The life of this 
group is 21 years and that of the 
hardware dealer is 20 years, 
against a general average of all 
retail stores of 12 years. Liquor 
stores have the shortest life of all— 
4 years. In hardware, jewelry, and 
drug groups, there are more stores 
over 20 years old than there are 
from one to ten years old or from 
10 to 20 years old. 

There is another good reason for 
taking a more optimistic attitude 
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‘popular tools for 


Everybody’s Buying 
WORK-SAVER TOOLS 


Every one of your customers is a pros- 
pect for one or more of these PORT- 
ABLE electric tools for doing jobs model 1950 zephyr Ya" Electric Drill 
easier—faster and better around the 

home, on the farm, and in the shop. wR line design, light 

PORTABLE offers a variety of tools gut porno hall 
that will appeal to your customers in a ad end etietahie 
attractive streamline design, perform- drill stands easily 
ance, light weight, and handling ease— 
each tool an outstanding competitive 
value in every way. 

To the dealer, PORTABLE tools mean 
sales turnover at a good profit, and 
repeat business for other tools, ac- 
cessories, and attachments. 


Modern, stream- 





multiply drill uses. 


Consistently advertised nationally 


Model 510 Zephyr 2” Electric Drill 
with removable side handle for close- 
quarter drilling. Weight only 9 Ibs. 2 oz. 


to your customers in The Saturday 


Evening Post, Country Gentleman, 


Popular Science, Popular Mechanics 


Don’t delay. Ask your wholesaler today, or 
write direct for profitable dealer plan with 
window and counter displays and other 
merchandising helps. 











Spraymaster SM-25 
Complete Portable Paint Spray Outfit 





Model 400 Hi-Power Bench Grinder 


Model 625 Zephyr Electric Hand Saw 
4” x Yo" fine and coarse wheels 


The Saw with All the Features. 
Saw tables available in bench or floor models. 


PORTABLE ELECTRIC TOOLS, INC. 





332 West 83rd Street, Chicago 20, Illinois 
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SWEATING PIPES 


call for 


NoDRIP TAPE 


That means good profits for you. Dis- 
play NoDrip Tape and watch it sell to 
everyone bothered with condensation 
drip from pipes. 










caused from condensa- 
tion on cold water 
pipes. Turn idle space 
into play or work 
rooms. Keep store 
rooms dry. Wrap cork- 
filled NoDrip Tape 
around pipes and joints. Co 
it yourself. Clean and easy to 
apply. Roll covers about 10 
feet of '/,"' pipe. 
$1.69. Higher west of Rockies and 
Canada. Get at Hdwe. and Dept. 
Stores. J. W. MORTELL CO., 
Kankakee, Ill. 


NATIONALLY ADVERTISED 


Above is one of the advertisements beginning 
in May in this important group of magazines 
with 





18,967,973 Circulation 
631/3% Home Ownership 


NoDrip Tape is in demand. Stock it! Use 
the FREE dealer helps—mats, displays, cir- 
culars, radio scripts. 


List Price 
$] 69 


Higher west of 
Rockies and 
Canada. 


Dealers’ Price 


33 1/3% dis- 
count 


$13-52 


per dozen 


Packed 12 rolls 
to carton. 





Write us for name of nearest NoDrip jobber, 
also Circular and Free Dealer Helps sheet. 


J. W. MORTELL CO. 
508 Burch St. Kankakee, Ill. 
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toward the future; and that reason 
is simply that you operate a hard- 
ware store. As a hardware dealer, 
you stand a better-than average 
chance of conducting a_ good, 
profitable business throughout a 
wartime economy. Experience 
shows that a hardware store is as 
good a hedge against unfavorable 


| conditions as one can find. Its in- 


herently sound financial status 
gives a hardware store a resistance 
to adverse conditions that few 
other retail businesses possess. J 
cannot help but add that loose 
credits are an important reason for 
failures. Loose credits, like loose 
women, have been the downfall of 
many a business. 

Under present conditions, it is 
easy to get into the habit of 
worrying. One has a natural appre- 
hension in regard to obtaining mer- 
chandise to sell. Probably those 
dealers who began their business 
careers after World War II are 
worrying today just as the older 
dealers did before that war. I say, 
instead of worrying about items of 
short supply, let us spend our time 
and effort in selling lines of free 
supply. 

We all can operate more or less 
successfully under wartime mobili- 
zation, shortages, and controls—as 
a matter of fact, we must. In this 
connection, why not substitute con- 


fidence, flexibility, and careful 
planning for doubt, fear, and con- 
fusion. Consider these times an 
opportunity instead of a handicap. 

The first responsibility of top 
management of any business seek- 
ing to keep our economy reasonably 
stable is to operate that business 
profitably—he owes that to his 
stockholders, his employees, and to 
the public. Unless management can 
earn money, it can accomplish noth- 
ing else. Business profits do not 
come from making things, but only 
from selling things that business 
makes. 

Today’s conditions are often re- 
ferred to as a “sellers’ market.” 
There is no such thing as a sellers’ 
market. True, conditions under 
short supply are different from 
those when there is plenty. But a 
sellers’ market never exists in the 
long run; and anyone attempting 
to take advantage of short supply, 
loses out sooner or later. 

A good salesman knows that his 
job does not stop with the sale. 
Now, as the supply of more and 
more products becomes tighter and 
tighter, the need of servicing be- 
comes doubly important. From the 
national security angle, the selling 
of proper use, care, and conserva- 
tion becomes a matter of high es- 
sentiality in our whole defense 
program. 





Power Tools Get Up Front Attention 


(Continued from page 123) 


are made on a 90 day basis, with 
no carrying charge. Where de- 
ferred payment sales running for 
six or more months are involved 


these are handled through a bank, 
with all payments being made di- 
rectly to the financial institution by 
the customer. 





Near the power tool lineup is this section of hand tools, 
motors and other items of interest to power tool users. 
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Sylvester Sells the Goods 


(Continued from page 128) 


“A new line that is attracting 
much attention,” says Mr. Pohle, 
“is barbecue equipment. We handle 
portable barbecue grills in two 
sizes, which sell for $25 and $40. 
We also stock charcoal for the pits 
and grills. Redwood combination 
tables and benches are also carried. 
The framework can be bolted to- 
gether easily, and the table top 
and bench slabs placed thereon, 
enabling the patron to buy it in a 
knocked-down condition, and as- 
semble it quickly on his own 
premises. Big meat boards also 
find a ready sale.” 


Marine Equipment 


“A large alcove in the hardware 
store is devoted to outboard motors 
and an entire floor is given over to 
maritime equipment. Flags and 
pennants fluttering from the ceil- 
ing give the room a nautical air. 
Boats are set about on the floor, 
and cabinets hold a wide variety of 
marine supplies. 

“We buy boat hulls in the east,” 
says William Ireland, who has 
charge of boat sales, “and finish 
and paint them here or sell them 
‘as is’ and let the buyers paint them 
to suit themselves. All during the 
spring and summer we push the 
sale of boats and motors, and prac- 
tically everyone who purchases one 
or the other, is a good prospect for 
some hunting, fishing or camping 
equipment as well. 

“We also push motors as Christ- 
mas gifts, starting our publicity 
early in the fall, in order to allow 
customers time to budget for the 
purchase of them.” 





HARDWARE HUMOR 
By Hardware Age 








“| don't know what it is 
either, but | know there's 
an awful shortage on them." 
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Wold 
Wudle 


SUPERVISED 
SERVICE 





Preferred power for garden tractors and a wide range of other agricultural 
equipment — the world’s most widely used single-cylinder gasoline engines 
on machines and tools for industry, construction, railroads, oil fields, 
etc., and on appliances and equipment for farm and home. 


Dervsicss PowER”’ for home, farm, and 
industrial equipment — powered by gasoline 
engines. Briggs & Stratton Corporation, 
Milwaukee 1, U.S.A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 








How Good Are Hardware 


Store Salespeople? 





Two former investigations* made 
by the author and some of his re- 
search students indicate that (A) 
more customers quit trading at 
stores because of the inefficiency of 
salespeople than for any other rea- 
son and, (B) that more patrons 
prefer to trade at one store rather 
than another because of efficient 
salespeople than for any other 
reason, 

With these facts as a background, 
the writer set out to discover some 
of the selling methods and knowl- 
edge used by store salesmen. Under 
his supervision, 40 research stu- 
dents made a shopping survey of 
4002 regular salespeople in 24 re- 
tail classifications in Oregon in 
1950. 

The author made up a question- 
naire, dealing specifically with the 
approach of salespeople, their 
knowledge of merchandise, their 
selling appeals, the methods em- 
ployed to answer common objec- 
tions to buying, to close sales, to 


* See H A, Apr. 6, 1950, p. 69. 
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The author tested 4000 retail salespeople, includ- 
ing 202 retail hardware salesmen and he fells 
here how hardware salespeople compare with 
other retail salespeople in approaching customers, 
product knowledge, closing sales and suggesting 
additional merchandise. This article highlights the 
weaknesses as well as the strong points in present 
day retail hardware selling. 


By N. H. COMISH 


Professor of Business Administration, 


University of Oregon, 
Eugene, Ore. 


suggest additional merchandise, 
and personality features. Copies 
of the questionnaire were made and 
distributed to the research stu- 
dents, all of whom had been trained 
in salesmanship and most of whom 
had retail selling experience. 

Each investigator went into rep- 
resentative types of stores through- 
out the state. He contacted sales- 
person after salesperson, pretend- 
ing that he wanted to buy merchan- 
dise valued at $5 or more. He ob- 
served the knowledge and methods 
employed by the salesman, asking 


’ appropriate questions from time to 


time to bring out selling points. 
He stayed on an average of 10 min 
with each salesperson. 

After each salesman had been 
tested, the investigator slipped out 
of the store and filled out a copy 
of the questionnaire while the data 
were fresh in his memory. Neither 
the salespeople nor the store officials 
knew that the tests were being 
made. 

Data relative to the approach, 
customer’s viewpoint, a knowledge 
of merchandise, methods used to 
answer common objections to buy- 
ing, to close sales and to suggest 





Table | 


Percentage of Salespeople Who Make Prompt, Pleasant, Courteous and 
Businesslike Approaches and Who Get the Customer's Viewpoint 


Phases of 

Approach and 
Viewpoint 

Prompt 

Pleasant 

Courteous 
Businesslike 
Customer's viewpoint 


All Types of Hardware 
Salespeople, Salespeople, 
To %o 
74.8 82.1 
88.8 90.1 
89.0 86.6 
81.4 77.5 
75.5 79.8 
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additional merchandise for all the 
salespeople combined and for hard- 
ware store salespeople tested are 
given in Tables I, II, I1I, IV, and V. 


Customer Approach 


Let us consider first the results 
relating to the salesperson’s ap- 
proach, as given in Table I. A 
prompt approach is one in which 
the salesperson approaches the cus- 
tomer at the logical moment. He 
does not pounce upon the patron, 
but leisurely walks up to him with- 
out delay and puts the customer at 
ease by a salutation which indicates 
a genuine desire to serve the cus- 
tomer’s interests. Out of the 4002 
salespeople in all-type of stores, 
74.8 pet have prompt approaches. 
Of the 202 hardware salesmen 
tested, 82.1 pet make prompt ap- 
proaches. Roughly about one-fourth 
of the salespeople in the first clas- 
sification are wanting in prompt- 
ness of approach, while a few less 
than a fifth in the hardware group. 

A pleasant approach is demon- 
strated by the salesman who meets 
the customer with a sincere and 
pleasant smile and a willing atti- 
tude to be of service. Nearly 89 
pet of all the salespeople taken to- 
gether make pleasant approaches; 
and about 90 pct of the hardware 
salesmen. 

A courteous approach is one that 
exhibits politeness on the part of 
the salesperson in his actions, man- 
ners and speech. In courteousness 
the salespeople tested also have a 
good record. Some 89 pct of the 
salespeople in the all-stores group 
exhibit courteousness, but only 86.6 
in the hardware classification. Thus, 
the hardware selling force offends 
more often in this respect. 

A businesslike approach is one 
in which the salesman sticks to the 
customer’s interest’s rather than 
running off on his own personal 
experiences which have no relation 
to the selling incident. Out of the 
salespeople in the first grouping, 
81.4 pet show businesslike ap- 
proaches, and out of the hardware 
classification just 77.5 pet. Thus 
about 19 to 23 pct of the sales- 
people shopped can improve in bus- 
iness likeness. 


Customers’ Viewpoint 


Now a salesperson gets the con- 
sumer’s viewpoint if he caters to 
the patron’s wishes, such, for ex- 
ample, as in the case of quality, 
price, color and the like, rather 
than ignoring the customer’s ex- 
pressed desires along these and sim- 
ilar lines. A good many salesmen 











| lle 
SUN RAY STEEL WOOL 
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Quality 
SELLS FOR YOU! 


The superior quality steel wool in every Sun Ray 
product is made possible by skillful manufacturing 
methods, vigilant inspection, utmost care and ac- 
curacy in grading and packaging operations. Ex- 
perienced craftsmen everywhere demand Sun Ray 
quality as a safeguard against imperfect work! 


LAYER-BUILT PADS Big,-cushiony, work- 
manlike tools for cleaning, rubbing, pol- 
ishing, and smoothing. 


JEX HOUSEHOLD PADS Economical, sani- 
tary, full-bodied pads for cleaning, scouring, 
and polishing pots, pans and kitchenware. 


BULK POUND TUBES The homemaker’s 
and professional worker's economy buy for 
home, shop and general industrial use. 


SELL SATISFACTION ... SELL SUN RAY STEEL WOOL 





STEEL WOOL PRODUCTS MANUFACTURED BY 


| THE WILLIAMS COMPANY 


215 W. FIRST ST., LONDON, OHIO, U.S.A. 











EMBURY 


No. | Air Pilot 


Windproof... Stormproof 


Always Ready 


Dependable... Safe 


Write: EMBURY MANUFACTURING CO 
WARSAW, NEW YORK. US A 


EMBURY 


LANTERNS & TORCHES 
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Table Il 

| Percentage of Saiespeople Who Exhibit Specific Knowledge of Their Mer- 
| chandise 

| Kind of All Types Hardware 
| Merchandise Salespeople, Salesmen, 
| Knowledge ~ » A 

| Origin of merchandise 74.7 62:3 

| Content of goods 76.0 72.3 
Characteristics of items 61.4 68.8 
Uses of goods 51.8 62.6 
Care of merchandise when not in use 48.8 70.1 

| Accompanying services of items 37.3 €8.8 

| Qualities of goods 75.8 74.8 
Brands of merchandise 71.9 71.1 
Price-lines of items 78.9 53.6 
Location of goods 82.0 82.2 








surveyed show weaknesses in get- 

ting the patron’s point of view. In- 
| deed, about 25 pct of those sales- 

people in the all-types category in- 
| dicate a deficiency in this respect. 
| As many as 20 pct of the hardware 
| salesmen fail to get the customer’s 
viewpoint. 
Table II covers the knowledge of 
| merchandise possessed by the sales- 
people. Of the 4002 salespeople 
tested, 74.7 pct know the origin of 
their merchandise, while of the 202 
hardware salesmen only 62.3 pet 
Seventy-six per cent 
of the first group know out of what 
the goods are made; while 72.3 
per cent of those in the hardware 
group know the materials of which 
the merchandise is made. 

Slightly more than 61 pct of the 
all-types category possess a knowl- 
edge of the characteristics of the 
articles they attempt to sell as 
against nearly 69 pct in the hard- 
ware group. On this specific know!- 
edge the hardware salesmen have 
the advantage. P 

When it comes to the uses of 
goods, the hardware store makes 
even a better showing. Over 62 
pet of the hardware salesmen know 
that, as against about 52 pct of the 
salespeople in the all-types classifi 
cation. The variation relative to 


the care of the merchandise when 
not in use is even greater. Some 


48.4 pet of the first category know 


how to care for the goods when not 
in use, while as many as 70.1 pct 
of the hardware group know that. 
The hardware salesmen have a big 
lead here. 

A similar lead shows up also in 
the case of a knowledge of the ser- 
vices accompanying particular 
items. Only 37.3 pct of the all- 
types classification know this while 
68.8 pct of the hardware salesmen 
know it. 


Merchandise Knowledge 


But when it comes to knowing 
the qualities of the merchandise, 
very little variation exists between 
the two groups. A similar show- 
ing is exhibited by the two classi- 
fications on a knoweldge of brand 
names. But in the instance of 
price-lines a large variation is re- 
flected between the two classifica- 
tions. Some 78.9 pct of the all- 
types group know price-lines, while 
only 53.6 pct of the hardware sales- 
men know them. But on a knowl- 
edge of the location of goods, both 
groups come close together. 

It will now be interesting to 
consider the methods employed by 





Each of Five Methods 


Methods Employed 
Reverse English method 
Indirect Denial method 
Reverse Position method 
Superior Point method 





Question method 


Table Ill 
Percentage of Salespeople Who Answer Common Objections to Buying by 


All Types of Hardware 
Salespeople, Salesmen, 
Yo %o 

29.0 41.6 

34.8 38.4 

18.9 15.4 

38.7 35.6 

18.9 29.0 
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these salespeople to answer common 
objections to buying as shown in 
Table III. The “reverse english” 
method tactfully turns the objec- 
tion into a selling point, thereby 
making the merchandise more desir- 
able for the customers. Out of the 
4002 salespeople taken together, 29 
pet use the Reverse English device, 
but as many as 41.6 pct of the hard- 
ware salespersons employ it. This 
deficiency in salesmanship is ob- 
viously great in both groups, as 
more than two-thirds of the first 
category show inability to use the 
Reverse English method and well 
over one-half of the second classi- 
fication. 

By the “Indirect Denial (yes- 
but) method in answering com- 
mon objections to buying, the sales- 
person presumably agrees with the 
objection, but presents another 
angle from another viewpoint. Of 
all the salespeople combined, 34.8 
pet employ this device and as many 
as 38.4 pct of the hardware sales- 
men use it. These are very poor 
records for both groups, since the 
overwhelming majority show in- 
ability to make use of the Indirect 
Denial method. 

Even worse is the score exhibited 
for the salespeople tested when it 
comes to employing the “Reverse 
Position” method. This method re- 
quires that the salesperson ask the 
customer to explain in greater de- 
tail the objection so that the sales- 
man may learn more about his mer- 
chandise offering. The ratings on 
this device stand for the two groups 
at 18.9 and 15.4 pct. Thus, over 
four-fifths of the salesmen demon- 
strate inability to make use of the 
Reverse Position method to answer 
common objections to buying. 


Superior Point Method 


While the salespeople shopped 
have a better record in employing 
the “Superior Point” method to 
answer common objections, even 
much is to be desired for this de- 
vice in each of the store classifica- 
tions. 

In using this method, the sales- 
person admits the validity of the 
objection, but calls the customer’s 
attention to some other offsetting 
superior points which seemingly 
are more significant, outweigh the 
objection. About 39 pct of the sales- 
people in the first group use this 
device and 35.6 pct in the hardware 
category. So, over 60 pct of the 
salespeople in each grouping show 
a deficiency in not being able to 
employ the Superior Point method. 

The “Question” method to answer 
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ant BRAND 


INSECT WIRE SCREENING 


There are good reasons why homeowners prefer Cortland 
Brand Wire Screening. For one thing, it makes a better look- 
ing screening job. For another, it gives dependable service. 




















Popular Cortland Brand has been a favorite screening for 
over 75 years. It's ideal for doors, windows, porches and 
breezeways. Meets U. S. Department of Commerce, Na- 
tional Bureau of Standards’ specifications. In 18 x 14 mesh, 
24” to 48” widths, 100 linear foot rolls. Also 
available in 54”, 60”, 66” and 72” widths in 
Bronze and Aluminum. 






+ Cortland GRAY-WICK . 


Popular, all-purpose wire screening — doubly pro- 
tected against corrosion by electro-zine galvanizing 
and "glare-proofed"’, enameled finish. 


% Cortland BRONZE 


Rust-resistant — unaffected by weather, salt air, 
acids or gases. Stronger, longer-lasting than copper 
screening. Bright or dark bronze "antique" finish. 


+ Cortland ALUMINUM 


Made of full gauge Alclad aluminum wire that won't 
rust or stain. Extra strong. Only ‘4 as heavy as 
steel insect wire screening. 
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HARDWARE CLOTH «+ NAILS & BRADS 
BRAND POULTRY NETTING 


WICKWIRE BROTHERS, INC., Cortland, N. Y. ; 
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ROYAL CHEF 
BARBECUE GRILL 








STIMULATE YOUR 
SPRING AND SUMMER 
SALES WITH THIS 
FAST MOVING ITEM 


The Royal Chef Barbecue Grill offers your 
customers everything they want in a portable 
grill. Handsome design, baked-on durable 
finish, chrome spit, white enamel sauce pans. 
Large, roomy grill, carving board and bun 
warmer compartment. Folds down to 8’’ x 22” 
x 42" for carrying or storing. 3 Models. Our 
quantity production enables us to sell these 
at an amazingly low price. 


ROYAL 
KOOL KABINET 





Royal Kool Kabinet is the latest thing in gas 
heater design. Scientific arrangement of heat 
directing baffles forces all heat out the front. 
Cabinet stays cool. Baked-on enamel finish. 
Royal Lifetime Burner. Highest quality con- 
struction. 20,000 and 40,000 BTU models. 


Write for literature and name of 
your nearest Royal distributor. Royal 
makes a full line of the finest gas heaters. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


FIRST AND DELMAR STREETS 
CHATTANOOGA 6, TENNESSEE — 











Table IV 
Percentage of Salespeople Who Use Each of the Five Methods to Close Sales 


Methods 


Summation method 
Direct Question method 
Presenting Alternatives 
Suggestion a Decision 
Assuming a Decision 


All Types of Hardware 
Salespeople, Salesmen, 
Yo Yo 
36.5 36.4 
40.4 34.0 
38.5 26.8 
27.6 21.5 
34.3 32.5 





common objections to buying seeks 
to overcome the obstacle through 
asking the customer a question 
which, when answered by him, over- 
comes the objection—because if the 
patron is to remain consistent he 
will buy the article. Some 18.9 pct 
of the salespeople in the all-types 
category employ this effective de- 
vice, and 29 pct of the hardware 
salespeople. So about three-fourths 
of the salespeople shopped are un- 
able to make use of the Question 
method. 

Now let us take up methods used 
to close sales, as shown in Table IV. 
By the “Summation” method is 
meant that the salesperson quickly 
sums up the sales points in his talk 
which the customer has approved. 
Of the 4002 salespeople combined, 
36.5 pet employ this closing device 
and of the 202 hardware salesper- 
sons, 36.4 pct use it. Much is to be 
desired for the employment of this 
important method in both classifica- 
tions inasmuch as nearly two- 
thirds of the salespeople show in- 
ability to employ it. 

The “Direct Question” method 
merely means that the salesperson 
asks outright if the customer wants 
to buy the specific item under con- 
sideration. Some 40.4 pct of the 
salespeople in the all-types classi- 
fication employ this technique in 
closing sales, and just 34 pct of the 
salesmen in the hardware group. 

This device is so ineffective that 
the more salespeople who use it in 
a group, the lower the rating of the 
group. The method merely gives the 
patron a choice between something 
and nothing. He usually takes 
nothing. Too many salespeople in 
both categories employ the device, 
but the hardware salesmen have the 
better score by about six points. 

By the “Alternative Presentation” 
method is meant that the salesper- 
son asks the customer which of two 
items he prefers. This is an ex- 
tremely effective closing technique. 
All salespeople should make use of 
it. But merely 38.5 pct of all the 


salesmen combined employ it and 
just 26.8 pct of the hardware sales- 
men. Much is to be desired for both 
groups since about two-thirds of 
them cannot use it. 


Suggestion Method 


In the employment of the “Sug- 
gestion” method, the salesperson 
simply suggests a decision like, “Do 
you think 6 lbs. of 10d nails will be 
sufficient?” Out of the first cate- 
gory, 27.6 pct of the salespeople use 
this closing device and out of the 
salesmen in the hardware classifica- 
tion just 21.5 pct used it. Thus 
about three-fourths of the sales- 
people are unable to employ this sig- 
nificant closing technique. 

By “Assuming a Decision’ is 
meant that the salesman takes it 
for granted that the sale has been 
made. He might say for example, 
“You have made a wise choice; I 
am sure you will get much service 
out of this tool.” Only 34.3 pct of 
all salespeople combined use this 
effective closing technique, and just 
32.5 pet of the hardware salesmen. 
Thus, almost two-thirds of the 
salespersons tested exhibit inability 
to employ the assumption method to 
close sales. 

There is some variation in the 
number of salespeople in the two 
groups who suggest to customers 
the purchase of ‘additional merchan- 
dise, as shown in Table V. Of the 
4002 salespeople taken together, 
56.3 pct do that. Of the 202 hard- 
ware salesmen tested as many as 
65 pet do it. Thus, well over one- 





Table V 


Percentage of Salespeople Who 
Suggest the Sale of Additional Mer- 
chandise 


All Types of Hardware 
Salespeople, Salesmen, 
%o %o 
56.3 65.0 
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third of the salespeople shopped 
demonstrated, by omission, a de- 
ficiency in this respect. 

In conclusion, a few points might 
be emphasized. The principles of 
good salesmanship generally make 
buying and selling more pleasant, 
usually save the time of the cus- 
tomers and salesmen, and, as a rule, 
increase sales, profits and the com- 
pensation of salespeople. 

The survey reported here indi- 
cates that more than three-fourths 
of the salespeople tested have fav- 
orable approaches to their cus- 
tomers. But about 10 to 25 pct of 
the salespersons need training in 
some of the elements of a good 
approach, promptness or pleasant- 
ness, or courteousness or business- 
likeness. And from 20 to 24 pct of 
the salespeople should acquire the 
ability to get the customer’s view- 
point. 


Need Merchandise Knowledge 


A considerably greater number 
of salespeople are deficient in a sell- 
ing knowledge relating to merchan- 
dise in general. More salesmen 
should seek knowledge respecting 
the origin of the goods, the com- 
position of the merchandise, the 
characteristics of the stock, the uses 
of the items, the care of some mer- 
chandise when not in use, accom- 
panying services of some items, the 
qualities of articles, brand names, 
price-lines and even the location of 
merchandise within the stores. 

By and large the _ salespeople 
shopped make a very poor showing 
in the employment of the five fun- 
damental methods used by the best 
salesmen for answering common ob- 
jections to buying, such as “the 
price is too high,” “the quality is 
too low,” etc. Indeed, the over- 
whelming majority need training 
in the employment of the Reverse 
English, Indirect Denial, Reverse 
Position, the Superior Point and the 
Question methods to overcome sales 
obstacles. 

The salespeople tested exhibit 
equally great deficiencies in the use 
of the best and most effective meth- 
ods to unoffensively close sales. Al- 
together too many employ the Di- 
rect Question method which none 
should use because it gives merely 
a choice betwen one product and 
nothing. Nearly two-thirds of the 
salespersons need training in the 
employment of the Summation, the 
Alternative Presentation, the Sug- 
gestion and Assumption devices to 
close sales effectively. 

Over one-third of the salespeople 
(Continued on page 182) 
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DVER 6 ACRES 
FASTENER 


Production Facilities 









HOLTITE 


FIRST in FASTENERS 


High speed automatic machines of the latest 
types, extensive special equipment and facilities 
cover over 6 acres of floor space in the modern 
HOLTITE plant, one of America’s largest Gnd most 
dependable sources of industrial fasteners. 

Since 1904, this plant has progressed step by 
step with industry to supply its ever-increasing 
demand for greater volume, improved precision and extended engineer: 
ing service. Constant expansion of plant, equipment and technical talent 
has placed HOLTITE in a foremost position in the fastening field. 


fp Pre pte 
Py p/p 


O00 5 Ps 


The HOLTITE line comprises a complete range of industrial fasteners 
in all standard sizes, types, styles, metals and finishes, with Slotted or 
HOLTITE-Phillips Recessed heads. Equipment and facilities for the pro- 
duction of Special parts and fasteners are unsurpassed in the industry. 
Specify HOLTITE for all your fastening requirements. 





New Bedford. 
e Mass.. USA 












A Wallpaper Display Room— 


Designed for Selling to Women 


‘ 
Campbell Banks, one of the pro- 
prietors, guides a customer in 
making her selection. While pat- 
tern books are used, the mounted 
sample panels are responsible for 
the greater part of the wallpaper 
volume. 


Women choose wallpaper. That’s 
why the Banks Hardware Co., 
Columbus, Miss., converted 600 sq 
ft of unused basement space into 
a wallpaper shop that was custom- 
tailored for the ladies. 

Cumpbell Banks, one of the 
store’s proprietors doesn’t beiieve 
that selling wallpaper among .the 
tool or implement departments pro- 
vides the atmosphere that is most 
conducive to closing a sale. There- 
fore, locating the department next 
to the big appliance department 
was another reason for picking the 
basement location. 

The selling atmosphere that was 
created in the new wallpaper dis- 
play room is especially attractive 
and pleasant for the ladies to shop 
in. The floor is covered with a soft 
brown and black asphalt tiling. The 
ceiling and walls are stucco and 
the room is well illuminated by 
four two-tube flourescent fixtures. 

The color scheme of the sales 
room, which is 20 by 30 ft, is sand, 
red and black, creating a pleasing 
background against which 150 12 
by 12 in. squares of wallpapers are 
displayed. This represents prac- 
tically every pattern handled by the 
store. In back of the square panels 
are bins where the rolls of the 
sample designs are stored. A card 
in the corner of each square gives 
the pattern, the dominant color and 
price per roll. Pattern books are 
also used. 

All of the room is readily visible, 
through a wide archway, from 

the adjoining appliance department. 
Thus the ladies, when inspecting 
the washers, refrigerators, and 
other appliances, can’t miss the 
splash of color created by the color- 
ful pattern panels. 

While some sales are made from 
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pattern books, Mr. Banks traces 
the greatest volume to the mounted 
samples. The store carries a wide 
range of prices but finds that most 
of the sales are made in a price 
range of about 75 cents a roll. 
“Although wallpaper sales are 
usually slow during the pre-holiday 
season, a peculiar custom prevails 
in the South,” Mr. Banks points 
out. “Negroes,” he reports, “have 
a custom of papering the entire 


house, or at least one room, for 
Christmas. This gives us an extra 
sales opportunity at a time when 
wallpaper sales ordinarily are at 
their lowest.” 

Mr. Banks also finds that there 
is little call for a combination of 
plain figured papers in any one 
room. A ceiling paper of a neutral 
hue, in combination with either 
plain or figured papers for the 
walls, is almost a universal style 





Banks Hardware which has a large basement salesroom for 
appliances and a newly designed wallpaper department. 
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requisite, and the bolder designs 
in florals, and in bright colors have 
proven to be the best sellers. 

The store does not recommend 
paper hangers. It did at first, but ; 
found that it placed too much re- - BISON Clothesline is a 
sponsibility upon the management a ¢ 
and usually caused more grief than big seller and it’s selling even 
nen satisfaction. = f better in this new display! 

For promoting its wallpaper de- : 4 
partment, newspaper advertising 
has proved to be the most produc- 
tive medium. The store runs an 
ad, from a quarter to half a page, 
daily, and wallpaper always gets 



















some share of that space. Best « % rr . 
results come from a monthly full shipper display. A display 
page, which usually contains a , on _\« that has been designed to 
number of specials. And, while — ph > 
most rural residents take the daily - a help you sell more clothes- 
paper, in order to insure as com- i line...more sales mean 
plete advertising coverage as pos- 
sible, a number of extra copies are more profit! 
run off the presses and are mailed 5 
to every boxholder on the rural or Get it from your jobber. 
— . BISON clothesline is another 

In addition, a “short” is run each 

one of the King Cotton Qual- 


week in the motion picture theatre, | rf 
featuring an item and calling at- | | 
tention to its good points. In the 
spring and fall house cleaning 
seasons, these shorts usually fea- 
ture paints and wallpaper. 


ity Products .. . Packaged to 
Sell, Priced to Sell. Send for 
our King Cotton Catalog. 











1, for 
extra Plans Model Electric Homes 
a All Over Nation 

Plans for building 100 model 
there all-electric houses as the first 
on of step in a 10-year builder-dealer 
7 one program that may reach propor- | 
utral tions of 1000 demonstration houses | 
ither in all parts of the country as the 
| the national defense program per- 
style mits, were announced recently by 


Edward R. Taylor, general sales 
manager, Hotpoint, Inc., 5600 W. 
Taylor St., Chicago, Ill. The activ- 
4 ity will be conducted by distribu- 
tors in cooperation with builders 
and dealers, patterned after the 
company’s “most electrified house . 
2 New Yo Cite St Year near | BAMA Oe te 
New York City. 2 es 

The original house of the 50’s d Competitively Priced 
was built and promoted nationally ® Display Packed . . . For Greater Sales 


as a cooperative venture by Hot- ee 


point and its New York distribu- 
€ 
| . 


tor. More than 30 national manu- 
— 





facturers participated. 

All details on how to set up and 
promote such an activity are con- | 
tained in a 35-page work manual, 
giving the how, when and where 
4 of a promotion that will fit condi- 













CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 


tions in a specific locality. This 
manual is being made available to 
dealers, builders, and architects 
through distributors. 
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MALLEABLE IRON 


“BOAT HARDWARE 












t 

‘ 

‘ 

‘ 

t 

| 

! 

t 

! 

1 
REGULAR | ANGLE 
SOCKET | SOCKET 
OARLOCK | OARLOCK 






A COMPLETE LINE OF OARLOCKS...EACH MADE OF STRONG, 
LONG-WEARING MALLEABLE IRON, HOT-DIPPED GALVANIZED 


ANCHOR LIFT LEADER 
(Cutaway View) 


Also CLEATS — CHOCKS — 


' 

1 

' 

| BOAT HOOKS BOW EYE 
1 STRAPS — LIFTING HANDLES. 
1 Profit with top-selling PEORIA Boat 
' Hardware . . . made of only top- 
' grade malleable iron for year-after- 
: year resistance to rust, wear and 
' 


breakage. 


JOBBERS: SEND FOR CATALOG 


Projects over bow for raising, lower- 
ing anchor easily. 





Cndew NOW FROM YOUR JOBBER SALESMAN! 


- - 2 a Oh oe = 
\ Display it! Keep it filled! 

SCREW DRIVER & WOOD CHISEL i 

SELF-SERVICE DEPARTMENT 


PEORIA MALLEABLE CASTINGS CO., PEORIA, 

















Screw | 
[rullorg DRIVER ERS | 


ail a cwieecs og ssatee ene od 





(HEADQUARTERS FOR FINE QUALITY 





















R ] : HANDLES 
i" if il | 7 #2160 
IM | ye Yours 
: hed Se wm tes eae oss an) x ‘ 
Seats FREE 
| WY 
| | iT | \h Fuller Metal 
if mn Display Rack 
i in Eye - Striking 
4 | Blue and Orange. 
Contains Le ! — Ra we 
FULLER ' Siow Uloame ene 
COMPLETE BASIC Woon Ge 
ASSORTMENT © 1 Dozen RETAIL LIST 
@ 4 Dozen Screw Drivers in Wood Chisels FF $24 40 
complete range of wanted sizes in 3 sizes ° 


Priced for FAST TURNOVER. Plenty of room for your present open stock. Shipping weight 12 Ibs. 
Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., Inc. 905 FAILE ST., BRONX 59, N.Y 


World's Largest Producers of Unbreakable Amber Handle Tools 
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Census Correction 


Dear Editor: 

We are pleased to report that 
we have received an answer to our 
letter to the Bureau of Census in 
Washington wherein we called at- 
tention to their tabulation of whole- 
salers, 
AGE, March 22, page 208. 

As you will recall there was no 
wholesale firm listed in North Da- 
kota on this chart. We called this to 
their attention and under date of 
April 12 we received a letter advis- 
ing us that they had reviewed their 
records and with the present in- 
formation the records are being 
corrected. North Dakota is now 
shown in the new records as having 
a general line wholesale hardware 
firm, namely, Dakota Hardware Co. 

We thought you might be inter- 
ested in having this information 
for your records, also. 

T. O. Smith, 
President 
Dakota Hardware Co., 
Fargo, N. Dakota 


40 Years of Hardware 
Dear Editor: 

I thought you would be inter- 
ested in knowing that I received 
several inquiries for the copy of 
Saunders Norvell’s book “40 Years 
of Hardware” in my possession 
which you commented on in the 
March 22 issue (page 143). As a 
result of the note you published, a 
Montana hardwareman has bought 
the copy. 

Yours truly, 
Mrs. J. C. Worden 
4 North Court Yale Acres 
Meriden, Conn. 


Information Wanted 
Dear Editor: 

I am making a study of products 
sold in the average hardware store 
and I would appreciate receiving 
from manufacturers product infor- 
mation on such items. This infor- 
mation may deal with manufactur- 
ing, product features, how to use 
the product, how to sell the product, 
how to display it, etc. 

This material will be compiled i! 
sections and then duplicated and 
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sent to every co-operative retail 
training program in Ohio’s high 
schools and to other states. 

Thus far, we have sections built 
on saws, files, squares, braces, bor- 
ing tools and cutlery. 

This information will be used in 
our co-operative training programs 
which are designed to teach boys 
who are high school seniors what 
they should know in order that they 
may work in a hardware store more 
effectively. As you probably know 
the seniors taking this co-operative 
course go to school in the morning 
and work in stores in the after- 
noon, 

Yours truly, 
K. O. Myers, 
Co-ordinator 
Springfield Senior High School, 
Co-Operative Retail Training 

Program 

Akron 12, Ohio. 


Display Stand Spotlights 
Small Radios 


A conspicuous, table radio dis- 
play stand at Harris Ace Store, 
Janesville, Wis., spotlights these 
models for store traffic. Sales on 
such radios have definitely in- 
creased since the display was put 
to use, states Frank Zancanaro, 
manager. The white display stand 
is 4 ft wide and 5 ft high. It has 
four display levels, and was con- 
structed of inch boards, plywood, 
and supporting rods. 





Small radios attracted attention 
in this conspicuous spot. 
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-DON'T BLAME YOUR DISTRIBUTOR! 


Your distributor is a mighty fine gent, as you know, or 
you wouldn’t do business with him. He'll turn hand- 


springs to supply you with the items you need. 


But today he has trouble getting everything you want. 
Right now, for instance, the defense program is taking 
a lion’s share of the country’s fastener production— 
—so “shortages” develop in some lines. 


Lamson & Sessions is working at top capacity to keep 
its distributors supplied. So please be patient. If you 
can’t always get all the bolts, nuts and screws you 
need, remember, your distributor—and Lamson—are 
doing the best they can. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street ° Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 
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It pays to look 
into the future! 


You don’t have to be a crystal-gazer 
to see a profitable future in Bassick 
products...if you’re a Bassick dealer. 

For you’re looking at Bassick ad- 
vertising that will continue to run fre- 
quently in THE SATURDAY EVENING 
POST ... despite today’s shortages. 

Which means that Bassick will be 
the brand of casters and rubber- 
cushion glides customers will con- 
tinue to request and buy most readily. 

That’s why it pays to carry the Bas- 
sick line, in any period. THE BASSICK 
COMPANY, Bridgeport 2, Conn. Divi- 
sion of Stewart-War- 
ner Corp. In Canada: 
Bassick Division, 
Stewart-Warner-Ale- 
mite Corp., Ltd., 
Belleville, Ont. 





Exo: 
SEXAI (64 


AAKING MORE KINOS OF ASTERS 





MAKING CASTERS DO MORE 
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Suburban Store Mass Displays Kerosene Lanterns 





This lantern display attracted plenty of attention in Manhasset. 


Spring and fall hurricanes usual- 
ly give all types of portable light- 
ing equipment a brisk demand in 
Long Island, N. Y. To cash in on 
that situation, earlier this spring, 
Wright Hardware in Manhasset, 
Long Island, N. Y.—a suburban 
commuters’ town—gave a full win- 
dow to display an 8% in. high kero- 
sene lantern. Planned as a three 
weeks’ showing, this window was 
kept for more than two months. 


Later larger and standard size lan- 


terns were added to the display. 
In addition a full display table was 
devoted to kerosene lanterns. Hun- 
dreds of the small and larger size 
lanterns were sold as the result of 
this display attention. People of 
ail ages bought the smaller lanterns 
for possible emergency use and 
for summer cottages and camps. 
Women bought them as gift items. 
Youngsters went for them, too. 





A 7'/2 ft. saw rack, atop a table, in the Sterzing Hardware Co., 505 E. 6th St., Austin, Tex. 
shows more than 60 saws. Made of quarter-inch pipe, this angled rack has a 2-ft. frame 
on which the saws rest. The pipe on the upper portion of the frame is covered with rubber 
hose to protect the saw teeth. Salesman Jim Maberry is shown arranging stock on the rack 
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: Even Before We Named It... 


PUBLICITY LIKE THIS BROUGHT dé 
A FLOOD OF ORDERS 















mira-sham is!8”x19” 


in size, the exact size the 





housewife preferred. 
Attractively packaged, 
24 to a carton. Larger 
sizes 20” x 30”, 20” x 
36”, 24” x 39”, 30 x 39”, 






Similar items appeared in 
Business Week and Newsweek 


Meet mira-sham, the amazing new substitute 
for chamois that already is well on its way to 
becoming one of the hottest retail items in many 
a year. At 79¢, mira-sham wears up to 3 times as 
long as natural chamois, yet retails for only 4 
to 1s as much. Even so, mira-sham allows you a 
generous 35% profit. 


sham is ideal for washing windows, autos, floors: 
all surfaces of glass, tile, metal or porcelain. 
And mira-sham is very tough and is not 
affected by grease, soap, detergents, boiling 
water, gasoline, alcohol, ammonia, paint 
remover or what have you. 
Order mira-sham immediately through your 


36” x 39”, for automo- 
tive trade and similar 
needs priced in propor- 
tion. Other special sizes 


on request. 




































lan Housewives, car owners, institutions, every- hardware wholesaler. Get ready to cash in on 
Dlay body, is a prospect for mira-sham—for mira- the big demand. 
was . : 
Jun- Distributed by miracloth Corporation 
size DAILY NEWS BUILDING, 400 WEST MADISON STREET, CHICAGO 6, ILLINOIS 
It of — — 3 ; pea sic a 
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erns 
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hy fos Fast JIwnover and 
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; | Quick Profit» 
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PLEASE EVERY 
CUSTOMER’’ 

























@ Whether for everyday kitchen or | ca 
B tooling needs... for specialized | FAST S ELLI NG 
B trade or precision work—there’s ‘f SAN D ING BLOCK 
: an R. Murphy knife specially de- | 
signed, honed and handled to do : 
: its particular cutting job to per- | Check these 
fection. That’s why you can be sure , 
- to satisfy any and every cus- | BUR e-Fire 
y tomer when you carry the com- | 4 " 
Lae HANGERS ; plete R. Murphy “Stay-Sharp” | J elling PP ots 
( g__ line—blades made of the finest | 
tempered steel, precision joined | 
~ to proper-grip ote NV FAST CUTTING VCON FORMS to MOULDINGS 
1 | 
' na a — now. | N ITS OWN N LITTLE PRESSURE 
y 4 Line fll linn |. ~~ SANDING BLOCK NEEDED 
é ‘VCE LLOPHANE WRAPPED for CUSTOMER APPEAL. 
TESTED . 
QUALITY MheWORLDS FASTEST HAND SANDER / 
4 — OVER SEE YOUR JOBBER OR WRITE 
2 YEARS 
Der 529 MERCHANTS RD. 
i mee aera KWIKSAND 1. Crocuesren ony 
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McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

































RUST-PROOF 
zinc alloy, featur- 
ing GRC’s  su- 
perior recessed- 
wing finger-grip. 
All finishes, all 
popular thread 
sizes. Order a sup- 
ply to sell every 
customer, 


GRC gives you 
better 


WING 
SUS 


at a 
bigger 


HAVE YOU 
checked your stock 
of GRC one piece 
E-Z Cup Hooks? 
Available in bulk; 
nickel and brass 
finish. 


JOBBERS: 


Write Today 
for Samples 


Sheets. GRC 
informative 
catalog sheets 
Show clear 
f prices — clear 
discounts. 


GRIES REPRODUCER CORP. 


789 E. 132nd St., New York 54 ° MOtt Haven 9-2476 
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and Catalog | 











Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 1 E. 57th St., New York City 


22. 


China, Glassware and Pottery Mar- 
ket, July 30-Aug. 10 at The Mer- 
chandise Mart, Chicago, IIl. 


Cooking and Heating Appliance Man- 
ufacturers, annual convention and 
exhibit, June 4-6 at the Netherland 
Plaza Hotel, Cincinnati, Ohio. Spon- 
sored by The Institute of Cooking 
and Heating Appliance Manufac- 
turers, Shoreham Hotel, Washing- 
ton, 8, D. C., Samuel Dunckel, man- 
aging director. 


Home Furnishings Market, Interna- 
tional, June 18-28 at The Merchan- 
dise Mart, Chicago, Ill. Includes 
housewares, appliances, toys, games 
and wheel goods, floor coverings, 
radio and television, lamps, china, 
glassware, pottery, and gifts. 


Housewares and’ Home Appliance 
Manufacturers’ Exhibit, July 9-13, 
at the Atlantic City, N. J., Audi- 
torium, Secretary, A. W. Budden- 
berg, National Housewares Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 


Industrial 


land, Ohio. Sponsored by the So- 
ciety of Packaging and Materials 
Handling Engineers. 


Supply Convention, June 
10-13 at San Francisco, Calif., spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Assn., general manager, R. Kennedy 
Hanson, 1346 Connecticut Ave., 
N.W., Washington 6, D. C.; Na- 
tional Supply & Machinery Dis- 
tributors’ Assn., executive secre- 
tary, Henry R. Rinehart, 1900 Arch 
St., Philadelphia 3, Pa., and the 
Southern Supply & Machinery Dis- 
tributors’ Assn., secretary - trea- 
surer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 8-12, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


National Retail Hardware Association, 
52nd Annual Congress, July 9-12, 
1951, at the Hotel Statler, Detroit, 
Mich. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind., is managing director. 


Sporting Goods Show and convention 
(National), Jan. 20-24, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Regional Events 


Cotter & Co. Fall Merchandise Show, 
Aug. 6-7, at company headquarters, 
365 E. Illinois St., Chicago 11. 


Eastern Hardware Golf Assn. 14th 
annual golf tournament, May 22-24, 
Shawnee Country -Club, Shawnee- 
on-Delaware, Pa. Secretary, H. L. 
Gillian, 30 Rockefeller Plaza, New 
York City. 


Gift Shows, sponsored by the West- 
ern Merchandise Exhibitors, will be 
held Aug. 5-9 at Auditorium and 
Palace Hotel, San Francisco; Aug. 
19-23 at Olympic Hotel, Seattle, 
Wash., and Aug. 26-29 at Portland 
Hotel, Portland, Ore. 


Pritzlaff Merchandise Fair, Aug. 20-22 
at company headquarters of the 
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For ideas to take home—the néw GOOD DESIGN 
exhibition, opening June 21, displaying the newest in 
home furnishings selected by the expeyts ... and, 
brand-new, are GOOD COMPANIONS—6 room settings 
done by the editors of Better Homes and Gardens, 
Better Living, Living, McCall’s, Modern Bride and 
Parents’— showing how GOOD DESIGN merchandise 


can be combined with traditional furnishings. 


For comfort—air-cooled showrooms ... 11 comfortable 
eating places...4 more new elevators, making a total 
of 30 passenger elevators... best parking facilities 


in Chicago .. . all-on-one-floor easy buying. 


For profit—go home with the right merchandise selected 


from 2,439 lines of home furnishings. 


What else could a buyer want? 








MADE BY OSTER 






















THE ORIGINAL LIQUEFIER 
AND BLENDER—HAS 

ALL THESE IMPORTANT 
FEATURES—EVERY ONE A 
POWERFUL SELLING POINT. 


Noiseless, unbreakable 
rubber cover 




















Grinds 
rms Sanitary, leakproof 
Chu container opens at 
Grates both ends 
Blends Surgical stainless steel 
Mj agitators cover more area 
1xes 
Pulverizes Container seats instantly 
from any angle 
S 
Chop i 
es i Free drainage—no 
pure \ > spillage danger 
Shreds 


Whips 





x 
: ws Powerful, yet quiet motor 


Removable container base 
fits standard fruit jars 








eed by 


Housekeeping 
< tor we 
45 aovennsi HE 


Electric Housewares 


FEATURE OSTER PRODUCTS FOR EVERY GIFT OCCASION | 
JOHN OSTER MANUFACTURING CO., RACINE, WISCONSIN 


Makers of the OSTERETT Portable Food Mixer; AIRJET Hair Dryer; 
STIM-U-LAX JUNIOR and SCIENTIFIC Massage Instruments; Double- 
Action Electric Knife Sharpener; and the world's finest hair clippers. 
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John Pritzlaff Hdwe. Co., 333 No, 


Plankinton Ave., Milwaukee, Wis. 


Texas Wholesale Hardware Assn. 
semi-annual convention, June 8-9, 
Shamrock Hotel, Houston, Tex., in- 
cludes joint meeting with the Texas 
Hardware Boosters Club. Secre- 
tary, Nat Pearsall, P. O. Box 386, 
La Feria, Tex. 


State Events 


Carolinas, Hardware Association of, 
convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 


Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 12-14, 1952, Des 
Moines. Headquarters, Hotel 


Savery. Exhibit, Iowa Exhibit 
Bldg., State Fair Grounds. Secre- 
tary, Philip R. Jacobson, Mason 
City. 
Mississippi Retail Hdwe. and Imp. 


Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson. 


Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 5-7, 1952, 


Milwaukee. Headquarters, Hotel 
Schroeder. Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Point. 





How Good Are Hardware 
Store Salespeople? 


(Continued from page 173) 


surveyed are wanting when it comes 
to suggesting the sale of additional 
merchandise. That seems to be true 
even from the standpoint of the 
public. At any rate, one investiga- 
tion indicates that 90 pct of the con- 
sumers expect salespeople to sug- 
gest the sale of additional goods. 
They should not be disappointed. 





HARDWARE HUMOR 
By Hardware Age 


{BOLTS 








Bee 


“That the standard thread? Let 
me see the de luxe.” 
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@ Top-quality, outstanding beauty, distinctive fea- 


nationally advertised, compet- 
See your distributor 


tures, complete line, 
itively priced. Leads in value. 
or write us for full information. 





- INDIANAPOLIS 2, INDIANA 


SHIRLEY CORPORATION 


DEALERS REPORT: “sales of 
‘AUTOWASH' are so easy 
that profits are 
amazingly high. ¥ 





















Rubber Bumper 


Aluminum 
Head and 
Handle g 


Attaches to 
Any Garden 
Hose 












Replaceable 


Soft Bristles 


Horsehair 
Bristles Flare 
to 4” 





Handle 8'2” Long 


ALL THESE FEATURES AND 
OVER 50% PROFIT FOR YOU 


AUTOWASH sells itself. Let Model 840 with 8°’ handle 
your customer examine it retails for only $3.49 — 
and a sale is made. It's your price a low §2.10 — 








that easy. Ideally suited your profit a high $1.39. 
for dozens of washing jobs. Begin high-profit AUTO- 
AUTOWASH rinses, as “il WASH sales now. At- 
it scrubs, as It KA a tractive counter dis- 
cleans. BE nggpee play card and win- 
5G FLO- -PAC dow banner in- 
Sortie cluded with order. 
onan neen enn nnns ae asaeaceae 
FLOUR CITY BRUSH CO. PACIFIC COAST BRUSH C0. 


Dept. 512A 1507 Santa Fe Ave. 


1501 4th A Ss 
4, Mi Los Angeles 21, Calif. 


Minneapolis 4, Minn. 


Please ship. .doz. Model 840, 8%” handle, AUTOWASH 
brushes. 

NAME ... nee: rer re ee 
P| eee eee nae 
2a ; ZONE > ... STATE 

Cash must accompany order or we ship C.O.D. if not rated 
in D. & B. 
















Complacency is a foreign word. Of course you'll 
find it in any American dictionary. But, because it sug- 
gests lethargy and a dangerous do-nothing attitude, it is 
completely “foreign” to the 500 manufacturers whose 
products you will see on display in your industry's 15th 
NATIONAL HOUSEWARES AND HOME APPPLI- 
ANCE EXHIBIT. 

They will be there with more than 100 classifications 
of merchandise, and thousands of products. They know 
that a complacent attitude toward selling, even in a de- 
fense economy—is not only dangerous but sometimes 
disastrous. 

They know that the product that continues to sell year 
after year is the product that is consistently “sold,” even 
when it is oversold. 

They realize the importance of meeting with you, the 
buyer, to discuss mutual problems and to help you 
weather the choppy economic seas ahead. 

Can you afford to miss your industry’s only national 
exhibit in this crucial year? Five hundred un-complacent 
manufacturers know they cannot! 
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National 


Housewares 
and Home Appliance 


Manufacturers 


Exhibit 
July 9-13 


(Monday thru Friday) 





AUDITORIUM 
ATLANTIC CITY, N. J. 












| NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 


1140 Merchandise Mart, Chicago 54, Ill. 


ee ee A 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
tire, and an adjustable airplane 
type lock nut for blade knife adjust- 
ment. The wooden handle is 48 in. 





in length and the entire unit weighs 
approximately 3 lbs. Amplex En- 
gineering Co., Inc., New Castle, 
Ind. 


New Air Sander 


This Touch-Up air sander, con- 
structed of polished cast aluminum, 
is for industrial work, home, or for 
removing autobody rust _ spots, 
scratches or mars on cars. The com- 
pact unit has power and stroke for 
heavy sanding, and can be used for 
straight-line sanding of metal, 
wood, plastic or composition. It is 
powered from a compressed air 
tank or compressor, or with an in- 
expensive spark plug compressor. 
Sander comes with 6 ft. of hose, air 
connector and a supply of sand- 
paper refills. Dupli-Color Products 
Co., Inc., 2440 S. Michigan Ave., 
Chicago 16, II. 
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Floor Fan Cover 


An attractive, durable hassock, 
called Kov-R-Fan, is specially de- 
signed to fit over Air King Econ- 
omy Floor Circulator, thus convert- 
ing it to a hassock for year-round 
use. Hassock cover is plastic-coat- 
ed Feltone, and will not crack, peel 
or chip. It is available in a two- 
tone pattern in red, green, or blue, 
with a diamond embossed design 
and four horizontal stripes of white 





piping. A %-in. Tufflex pad assures 
seating comfort. Retail: $4.95. 
Berns Mfg. Corp., 3050 N. Rock- 
well St., Chicago 18, IIl. 





Safety Outlet 


This add on Safe T Outlet No. 
78 is easy to put on and easy to 
remove without damage to the cord. 





No tools are necessary and there is 
no danger of a short circuit. The 
outlets come packaged in a three- 
color counter display box contain- 
ing 50 pieces and instruction cards. 
Gilbert Mfg. Co., Inc., 24-20 46th 
St., Long Island City 3, N. Y. 


Rubber Cleaner 


An addition to the Prettyware 
line is this rubber cleaner, contain- 
ing silicone, for all rubber surfaces. 
While cleaning and polishing, it 
coats rubber surfaces with a protec- 
tive layer, which retards deteriora- 
tion and resists stains and abra- 
sions. May be used on all rubber 
housewares, rubber tile floors, walls, 
table tops and white sidewall tires. 
The cleaner comes in paste form and 





retails at 95¢ a pt. Pretty Products, 
Inc., Housewares Div., Coshocton, 
Ohio. 


Shotgun Chokes 


There are several additions to 
the Winchester shotgun line. Model 
25 slide action repeating shotgun 
will be offered in 12-gauge with 
28-in. barrel and improved cylin- 
der choke. Models 12, 25, 37, 42 
and 97 may be equipped with vari- 
able choke devices—Cutts Compen- 
sator, available in all gauges, and 
Standard Poly Choke, Ventilated 
Poly Choke, and Weaver Choke, 
provided in 12, 16 and 20 gauge 
only. Winchester Repeating Arms 
Co., Div. Olin Industries, 275 Win- 
chester Ave., New Haven 4, Conn. 


Wall Switch Plate 

This wall switch plate, Pattern 
2-WL, is a three-dimensional de- 
sign of modern, decorative metal 
that conceals dents and scratches. 
It is anti-glare, anti-mirroring, and 
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Best for Profits... Tops in Quality! 




























All "Most Desired”’ 
Features in 
1951 Deluxe Line 


MARQUETTE 


@ Giant Frozen Food Ca- 
pacity 58 Ibs. 

@ Full Width Self-Closing 
Freezer Door 

@ Roomy “Quicker -Chill” 
Tray 

@ Flexible Aluminum Ice 
Cube Trays 

@ Convenient New “Flip- 
Flex” Shelf 

@ Sparkling Triple-Plated 
Chrome Shelves 

@ Spacious Bottle Storage 
Space 

@18 Quart, Full Width 
Super Crisper 

@ Quiet “Thrifty-Power” 
Unit 

Left—MARQUETTE Super DeLuxe 
Refrigerator MODEL H9SD 




















MARQUETTE 


Deluxe 
et ee 
MODEL U9D MODEL 9D 
Mahrguette Suyppliances, Tne. 307 E. HENNEPIN AVENUE, MINNEAPOLIS 14, MINN. 
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it happens all the time. Once a man uses a 
Griffin Hack Saw Blade, he comes back for more. 
When they keep coming back — you've got your- 
self a satisfied customer. 















Long Lasting Sharpness is one 
good reason why Griffin 
blades make for happy cus- 
tomers. Griffin does produce 
good blades — they've been 
making the highest quality 
saw blades since 1880. Ask 
your jobber or write us — 


ws wor? 
c nd ss 
AN ge FO Lo orn’ 
i J witht ¢ ;-n-9 
: ae! 
1-0 


Display packed 
at no extra charge. 


G.W. GRIFFIN CO. 


Pranklin, New Hampshire 





General Sales Agent 
JOHN H. GRAHAM & CO., INC. 
105 DUANE ST. «© NEW YORK 8, N, Y. 
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| 823 inside 





| permanency 
|sure, and retain gloss, brightness 


WHAT'S NEW 








units are kept clean by an occa- 
sional wiping with a damp cloth. 
Rigidizing process allows gauge re- 
duction for metal conservation, yet 
| retains maximum strength features. 
Rigidized Metals Corp., 677-P Ohio 
|St., Buffalo 3, N. Y. 


| Inside Micrometers 

These two inside micrometers of- 
| fer a choice between the slim solid 
rod type and the lightweight tubu- 
lar rod type. Satin chrome finish 
allows easy reading of the thou- 
|sandths of an inch graduation 
markings. The micrometer screw 
is made with threads hardened, 
stabilized and ground from the solid 
for accuracy. No. 125 inside mi- 
crometer (upper photo) has inter- 
changeable solid rods, and comes in 
four models with varying rods. No. 








micrometers (lower 
photo) are available in two ranges, 
from 1% to 8 in., or from 1% to 
12 in. L. S. Starrett Co., Athol, 
Mass. 


Bulletin Colors 


A new line of Hardcote Bulletin 
colors are exact matches for the 
new shades recently adopted by the 
Outdoor Advertising Association of 
America. The colors are made for 
under extreme expo- 


and true color value. Colors brush 


| easily, but do not run or sag. They 
|hold a sharp edge, and dry hard 
|to prevent dirt and dust collection. 
| Color 


cards are available. Mc- 
Dougall-Butler Co., 2929 Main St., 
Buffalo 14, N. Y. 


Gutter Guard 

This new gutter guard, called 
Snap-On, is heavily galvanized 1, 
in. mesh screen with aluminum 





binder. It snaps on either round 
or box type gutters, and the outer 
edge is turned up to prevent water 
staining the side of the house. It 
prevents birds from nesting in the 
gutter and keeps leaves out. A dis- 
play carton packages 24 two-toot 
sections. Suggested retail price: 
59¢ per two-foot section. Lockhart 
Mfg. Corp., 6350 E. Davison, De- 
troit 12, Mich. 


Lint Remover Roll 

This adhesive covered roller eas- 
ily picks up lint, fur, dog hair, etc., 
without harming material. When 
the roller surface is no longer ef- 
fective, the used adhesive layer 
may be removed and a fresh sec- 
tion is exposed. Adhesive replace- 
ments are available. Roll is encased 
in plastic, available in various 


colors. Retail: $1.50, including an 
extra refill roller. Semrow Prod- 
ucts Co., Inc., 6120 Northwest 


Highway, Chicago 31, Ill. 
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Needle Files 

Twelve genuine Swiss needle files 
come in a_ transparent plastic 
case 634x23¢x34 in. Individual 
holders prevent rubbing and pro- 
tect the point. The files in No. 2 
cut have knurled handles for posi- 
tive grip and come in shapes of 
round, square, three-square, ward- 
ing, knife, half-round, marking, 
crossing, barrette, equalling, slit- 
ting, and round-edge joint. EF. C. 
Atkins & Co., 402 S. Illinois St., 
Indianapolis 9, Ind. 





Block Lifter 


This new instrument for lifting 
concrete block weighs 14 oz. It fits 
most line block and can be adjusted 
to fit the others. Good leverage 
allows lifting building blocks with 
one hand. It will pick up a block 
16 in. in length, but not halves or 
three-quarters. Tool is guaranteed 
against rupture or breakage in 
normal use. Retail: $3.75. The 
Block-Lift Co., Box 433, Wichita, 
Kan. 


Bench Lathe 


This new home workshop bench 
lathe, designed for small and light 
work, is equipped to turn small 
shafts with or without centers. The 
compound swivels 360 deg. on a 
pilot and is locked with two T-slot 


bolts. A % hp., 1750 r.p.m. motor 
powers the lathe, and the bed 
length is 26 in. with a cutting 


range of 18% in. It may be used 
for straight or taper turning of 





iy. 
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“that 
reminds 


And by reminding customers coming into your store about 
a broken pane that must be replaced, or some other window 
glass need, this attention-compelling counter display will 
help you ring up a lot more sales of Pennvernon Window 
Glass. m 

Here’s a sales booster that makes your selling job easier. 
For it helps you cash in on the reputation Pennvernon 
enjoys among buyers as “window glass at its best.” They 
know that Pennvernon Window Glass has excellent vi- 
sional properties, with a brilliant surface finish on both 
sides which permits glazing cither side out. 

Ask your local Pittsburgh Plate Glass Company branch 
or jobber about this new Pennvernon counter display and 
other sales aids to help you sell more Penn- 
vernon Window Glass. Pittsburgh Plate Glass 
Company, 2128-1 Grant Building, Pittsburgh 
19, Pennsylvania. 





Penni Cr; Hon — window lass al its best! 


PAINTS - GLASS + CHEMICALS + BRUSHES - PLASTICS 


PLATE GLASS COMPANY 


PITTSBURGH 
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money maker 


UNIVERSAL 


PUMPS 


AND WATER SYSTEMS 






Convert-i-Jet 
Shallow well, self- 
priming, city pres- 
sures, convertible to 
deep well. 


Keep your customers happy! Install | 
a Universal ... it’s rugged... stands | 
up under tough 24-hour service . . . 
gives more water at lower cost. 


Universal 
builds 300 
models of In- 
jector and Cen- 
trifugal Pumps 
to meet needs 
of farm, home 
and industry. 
















MULTI-STAGE 
larger volumes of 
water at high dis- 
charge pressures 

. . delivers large 
volumes from 
depths to 300 feet 





Quick deliveries from | 
warehouses at At- | 
lanta, Ga.; Houston, 
Texas; Kansas City, 


Mo. 
& ) Send for Literature 
< UNIVERSAL MFG. CO. 


1440 SAN PABLO AVE. 
BERKELEY 2, CALIF. Dept. HA-3 


There's a Universal for you!!! 





UmPz 
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WHAT'S NEW 








metal or wood. Accessories include 
one hand feed or shaper attach- 
ment, two female centers, two male 
centers, two driving dogs, V-belt, 
two-power feed belts, 4-in. face 
plate and tool bit. Retail: $58.00. 
Hamilton Products, Inc., 12416 
Euclid Ave., Cleveland 6, Ohio. 


Saw Attachment 


Any electric hand drill up to 4 
in. chuck is converted into a hand 
or table saw by this Drill-Sawmatic 
circular saw attachment. It cuts 


wood, wallboard and plaster from 
1/16 to 1% in. thick, and gears and 
bearings are concealed. There is a 





4-in. carbon steel replacement blade. 
Saw may be operated by one hand 
and is factory guaranteed. Retail: 
$8.95. Atkins Industries, Inc., 5823 
N. Ravenswood Ave., Chicago 26, 
Il. 


Slide Hammer Puller 


This new slide hammer puller 
may be quickly adapted to either 
inside or outside pulling jobs by 
special push-pull holding pins, 
which make it easy to change jaws. 
External capacities are to 5 in., 
and internal gripping is from 1), 
to 6 in. Newly designed inter- 
changeable puller jaws, special ex- 
ternal action expansion head, and 
a no-pinch, safe slide hammer are 
features claimed for this new tool. 
Herbrand Div., The Bingham-Her- 
brand Corp., Fremont, Ohio. 








Caulking Device 


This new caulking device, called 
Caulk’n Gun, caulks and seals 
cracks, crevices, and small openings. 





The applicating nozzle is a screw 
operated ejector, which feeds a uni- 
form amount of compound through 
the tip. Each can contains enough 
white, non-staining caulking com- 
pound to service 100 lineal ft. with 
a continuous pliable seal, impervi- 
ous to moisture and water, and re- 
sistant to climatic conditions. 
Caulk’n Gun may be used on boats. 
Carroll Shellac & Varnish Co., Inc., 
2656 Salmon St., Philadelphia 25, 
Pa- 


Decimal Charted Tapes 
Measuring tapes are now avail- 
able with decimal equivalent charts 
giving the conversion of 64 frac- 
tions into decimals, printed on the 
tape. Chart is printed in easy-to- 


This valuable 
DECIMAL CHART 


now priniee 





read type. Tufboy Brite-Blade (il- 
lustrated herewith) is one of the 
models and retails for $1.75. Master 
Rule Mfg. Co., Inc., 40 Mulberry 
St., Middletown, N. Y. 
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Shelf Lining, Edger 


New shelf lining and edging, or 
separate edging, has the Gingham 
Garden design in red or yellow 





gingham check with predominantly 
bright yellow flowers and green 
leaves, and features long - lasting 
Plasti-Chrome finish. It comes in 
9-ft. lengths to retail at 10¢. The 
separate Royledge adhesive edging 
comes in 18-ft. strips, retailing 
at 19¢ each, and has only to be 
moistened to adhere to wood, glass 
or steel shelves. Royal Lace Paper 
Works, Inc., 99 Gold St., Brooklyn 
i. mS: 


Lighting Valance 


This new Light Valance is made 
of lightweight painted steel with 
translucent front panels, 24, 33, and 
48 in. long. The Valance is fur- 
nished with deluxe warm light 
fluorescent tube, and each unit has 
10 ft. of extension cord with switch 
attached. Built-in traverse rods are 





available for draw draperies. There 
is a choice of designs in basic units 
and front panels, and the finish may 
be repainted. Moe Light, Inc., Fort 
Atkinson, Wis. 


Cadmium-Type Finish 


A new finish, called Dazite, has 
been developed for plating pur- 
poses, retaining all the qualities of 
cadmium, but is brighter and more 
attractive. It has the appearance 
of brushed chrome, and is rust- 
proof and resistant to stain or tar- 


HARDWARE AGE, MAY 17, 1951 










STOCK THESE 
HIGH PROFIT 
ITEMS 










LANCO HANDY 
FARM CART 


Ideal for milk cans, baled hay, 
grain, machinery. Use of custom- 
ers’ old tires makes selling price 
attractive. 


f 
f 
1 


— 
oe 












LANCO BAG 
TRUCKS 


For grain and feed 
bags, baled hay, heavy 
boxes, etc. Minneapolis 
Bag Model illustrated, 
many others available. 


LANCO 
UTILITY TRUCK 


Economical, rugged 
truck for store and 
stock room use. Ex- 
ceptionally light and 
maneuverable. 






(eee wa ee s.. —y 
4ANCO MATERIAL HANDLING EQUIPMENT f 4 


NG MD. 
























AMERICA’S Finest Freezer 


ALASKA 
Triple Action 
FREEZER 


A modern freezer in every way. 
Fast, smooth action: Aerating spoon 
dasher. Easy operating. Totally 
enclosed gears. Durable construc- 
tion. A top value in ice cream 
freezers—ALASKA for 1951. 


Household Sizes 
Hotel Sizes 


2 to 10 Ots 
12 to 20 Ots 








Ture ALASKA FREEZER Co., INc., WINCHENDON, Mass. 
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HERE'S THE ONLY 
MILK FILTER DISC 
Line DESIGNED 
WITH YOUR 


Customers IN MIND 





WHAT'S NEW 








| nish. Products in the Dazey line 
formerly cadmium plated are now 

supplied with Dazite finish. Dazey 
| Corp., St. Louis 7, Mo. 





THREE 
POPULAR PRICE RANGES 


eee 1 ccccccccccccccccces 











AMERICA’S FINEST MILK FILTER DISCS 


Full Line: Double Cloth-Faced; Single 
Cloth-Faced; or Natural Finish 











° eee 2 eocccce oe 
Perfection DUBL-CHEM-FACED 


“*TRIPLE-FILTER’’ QUALITY AT LOW COST | 


SCHWARTL 
i) 






SSSSSOSSSSSSSSsesee 3 SOSSOCESSSSSOOSOOSE 


Elgrade 


Lighter in construction, for the 
smaller milk producers who do not 
require greater filtering capacity 


a 


SChwartz 


WRITE FOR FREE SAMPLES, PRICES 
AND SALES-PROMOTING AIDS 


SCHWARTZ MFG. CO., Two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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| New Fork Truck 


This new fork truck carries loads 
of 2000 Ib. 48 in. long. Operator 
comfort has been provided for, and 
steering is of the automotive type. 

| Direction of travel is selected by a 
| lever, and five speeds in either for- 
ward or reverse are controlled by 
an accelerator pedal. There is a 
mechanical brake of the air-cooled 
drum type, and tilt and hoist levers 
are adjacent to the directional! 








travel control. Overall height is 38 
| in, telescoping lift is 130% in. 
| loaded and initial lift is 65 in. 
| loaded. Wheel base is 38 in. Baker 
| Industrial Truck Div., Baker-Rau- 
| lang Co., 1250 W. 80 St., Cleveland 

2, Ohio. 





Electrical Plier 

This new all-purpose electrical 
plier, No. 150, is for use on relay, 
distributor, dash panel, lights and 





all other electrical service. Two side 
cutters, crusher, stripper, and two 
special jaws, one round and one 
square, for bending wire are com- 
bined in this plier. Overall length is 
6 in., weight is 4140z., and it is per- 
fectly balanced for easy working. 
Finish is gunmetal and heads are 
brightly polished. Herbrand Tools, 
Bingham-Herbrand Corp., Fre- 
mont, Ohio. 





Louvred Window 


A new “Louvre-Lite” window is 
now available and may be easily 
installed. The window is rain proof 
and prowler proof, even when open, 
and eliminates drafts. There are 
two series of louvre-glass clips on 
bars which are attached to the win- 
dow, and the insertion of 3/16 in. 
crystal glass completes the new 











window. The opener has one handle 
and no gears. The window is easily 
cleaned on either side, and has a 
locking attachment. Jeffrey Hour- 
ard Co., 947 Lillian Way, Holly- 
wood, Calif. 


Table Radio 


New line of 1952 Arvin table 
model radios, 540T series, are re- 
styled in a swirl and louvre pattern 
in flame, citron, cherry, avocado, 
ivory and pebble. Faceplate is a 
cross-hatched metal embossing over 
a plastic grill cloth, and control 
discs are rose-beige plastic with 
serrated outer edges and gold-filled 
calibrations. The set, 844x3%4x514 
in., weighs 31% lb., and can be oper- 
ated on AC or DC. Extendable an- 
tenna can be tucked in the back. 
Arvin Industries, Inc., Columbus, 
Ind. 
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Five-Edged Shredder 


This efficient Dial-O-Matic 
Shredder gives five separate cut- 
ting edges on a single surface. The 
plate of 


circular rust - resistant 








metal is sectioned to provide grat- 
ing and cutting edges in graduated 
sizes. Shredder is mounted on de- 
tachable one-piece handle and base 
for easy control. With handle re- 
moved, the plate can be used as a 
steamer rack. Dial-O-Matic is gift- 
packaged in a colorful box. Retail: 
69¢. American Merchandise Dis- 
tributors, 173 West Madison St., 
Chicago, Il. 


Household Truck 


This household and _ industrial 
one-handle truck is constructed for 
use around the home to haul ash 
and garbage cans, etc., or for in- 
dustrial use. Construction is heavy 
7/16 in. wire, are welded for 
strength, mounted on 5-in. solid 
hard rubber wheels. Graphite im- 
pregnated bearings require ino lu- 
brication. Load capacity is 250 lb. 
Two units packaged per standard 
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USED 20 YEARS BY TEXAS PLANT 


“We use a Toledo #999 2” Pipe Machine daily in fabrication of our 
water treating equipment,” says E. B. Hudson, Jr., president of 
Hudson Water Softener Corp., San Antonio, Texas. “It has cut the 
threads on over a million dollars’ worth of pipe since August 1931.” 

Mr. Hudson delcares, “I know of no equipment we own that has 
given more satisfaction than our Toledo #999 at less operating cost.” 

This machine makes friends with users everywhere! Speeds 
production... cuts costs) Threads 2” pipe in 22 seconds... cuts off 
2” pipe in 10 seconds. Compact... portable... efficient... use it 
anywhere in your shop, plant or on the job. Your choice—Wheel 
or Knife Cut-Off. Toledo-built dependability. Write for catalog. 
The Toledo Pipe Threading Machine Co., Toledo, Ohio. New 
York Office: 165 Broadway, Room 1310. 


Tool up right with TOLEDO!’ Hand 
tools, all pipe sizes, %’’ to 12”’ and ¥,”’ 
to 1” bolts. Power pipe machines, up 
_to 2” and 4” capacity. 






















RELY ON THE LEADER a 


ACHINES...POWER DRIVES 





PIPE TOOLS...POWER PIP 
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Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 Ib. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
...Economy, quality and quick delivery in large or small orders 
..-WRITE FOR PRICES...We will send quotations promptly...Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. - 


Manufacturers of Cold-Headed Specialties — Established 1850 


419 Oakland Street 
Brooklyn 22, N.Y. 





STRATAFLO 





steam. 150 Ibs. pressure. | 
Noiseless. Ask for bulle- 
tin 302. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
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Sands, Cleans, Smooths, Polishes | 
Electrically... 


Designed for industry, for professional 
it work, this light, beautifully balanced, 
’'" orbital-motion, S Sander is rapidly 
becoming a standard home appliance. 
/ With its powerful electric motor and all- 
\y,, ball-bearing construction, anyone can 
4 easily re-surface and refinish furniture, 
woodwork, metal surfaces or walls. It 
will quickly remove old paint, stain, or 
enamel down to the bare wood or metal; will sand- 
paper to a “‘piano finish’’; remove rust and corrosion 
or ‘feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efficiency it is today’s finest sander regardless of 
price. Be first to display this nationally ad- 
vertised SpeedSander. 


[7 4 WRITE FOR 
Sf CATALOG 


MANUFACTURING CO. 





1636 So. 52nd Ave., Cicero 50, Illinois 





WHAT’S NEW 


shipping carton. Suggested retail 
price: $12.00 per unit. Crown Wire 
Mfg. Corp., 2469-75 Second Ave., 
New York 35, N. Y. 


Portable Radio 


The luxury model in the new 1951 
line of Motorola portable radios is 
the Town & Country Model 61L1. 
It will operate for 140 hours on one 








battery pack; it will also operate 
on house current. The tenite plastic 
case is weather-resistant and con- 
trols are recessed for protection and 
easier tuning. Antenna is installed 
above the grounding level, insuring 
good operation. Available in maroon 
or forest green. Price: $49.95. 
Motorola, Inc., 4545 W. Augusta 
Blvd., Chicago 51, Ill. 


Deluxe Refrigerator 


A new Coolerator deluxe refrig- 
erator offers 10.4 cu. ft. of storage 
space in a cabinet only 281% in. 
wide and has door shelves to add 
to storage space. A special feature 
is the four zones of cold—freezing 
cold, chilling cold with Chill-R-Ator, 
flavor-saver cold, and moist cold 
with Crisp-O-Lators. There are 
vertical door latches and breaker 
strips, and 21 sq. ft. of shelf area 
are provided. The Coolerator Co., 
128 W. First St., Duluth 1, Minn. 
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Ww Portable Disc Sander 
Model 460 is a heavy duty disc 
— sander with 7-in. backing pad, 18 5 . 
retail in. in length overall and weighing The complete line that pulls in sales... 
| Wire 14 Ibs. Model 465 (illustrated here- bd 
Ave., 
71951 
ios is 
61L1. 
nm one GAS SPACE 
8 Fully Vented Heaters Hen greg 
15,000 BTU to 85,000 BTU ETE 
| : i vi 
TVA 
U ted H 
| me oT ~y 50,000 ‘Tu eau 
with) is a standard duty sander | * ee 
with 9-in. backing pad, 18 in. over- All Martin Heaters j 
all, and weighing 1434 lbs. Both ASA eepree po . = sc 
models are cast aluminum frames, prone esis oat 
3%, h.p. universal type motor, AC 
or DC, 115 volts standard, 220 volts | ) 
special. No-load speed is 4200 | 
- r.p.m. The double pole toggle type | —_ your — Pagal 
waa switch is totally enclosed, and there ae GERGREe Aeae 
— is a gear locking pin for quick disc 
“one change. Handle detaches for right : 
boar or left side mounting, and three- MARTIN STAMPING & Su CO., Huntsville, Ala. 
alled conductor, 7-ft. cord is rubber cov- 
ring ered, with plug. Cummins Portable 


roon Tools, Div. of Cummins - Chicago 


9.95. C 4740 N. R 1A WACHTER 
usta anaes 40, Ill. si iat — New GENERAL WAGNER 


CATA FOLDING 
STEEL 


ieee Tray 







rig- This new Triple-Tray is for use LEGS 
"age as a tray-table for chairside use, a . 

in. handy serving tray, or fits on the pa | oy oe 
add refrigerator top as level shelf space. a tS 
pure It is 24x15 in., made of tempered aa for 5,000 lbs. 
ring Presdwood with Lin-Like sealed fin- : nteal. white hn wy A 
tor, ish, and is scratchproof, acid-alco- xator grip in sizes 24” 
cold nol-ink resistant. May be washed a 

are with soap. Rubber feet keep the FOLDING } 
ker tray in position without scratching, 
rea and a one-in. guard rail goes around nee SCAFFOLD BRACKETS ( 
pe. the tray, with handles for easy car- ts. All-steel with slotted holes 

nn. rying. Available in dubonnet, yel- hy me Pd gp ee 


4,000 lbs. per pair. 
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LADDER BRACKETS 


All-steel, adjustable, with 
holes for safety rail and 
10” plank, Used on either 
side of ladder. 


ROOF BRACKETS 


All-steel, with extra long at- 
taching leg for wood or com- 
position roofs. Designed to 
prevent sliding, rubbing or 
gouging. 
Order today or write for prices 
and Bulletin B. H.—651!1 


ond Conter-Hole ~ Hydraulic Puller WAGNER MANUFACTURING CO. 


~~ 


~. 

















TEMPLETON, KENLY & CO. 
1056 S.C ye Chi 44, lino Box HA-5I CEDAR FALLS, IOWA 
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WHAT’S NEW 








low, or white trim with tray sur- 
face toned to harmonize. Suggested 
retail prices: deluxe model with leg 
frames, $3.98; standard model, no 
legs; $2.98. Mell-Hoffmann Mfg. 
Co., 1827 W. Webster Ave., Chi- 
cago, Ill. 





Pie Cutter-Server 


This new plastic combination pie 
and cake cutter-server has a sure- 
grip handle and comes in fireglo, 





cranberry, and yellow. Retail: 10¢. 
Rogers Plastic Corp., West Warren, 
Mass. 





Model Train Kit 


This model railroad kit, called 
Mini-Pike, contains all the mate- 
rials necessary to build a scenic 
layout, ready to wire. Midlin track 
and roadbed, plus four turnouts 
and a crossing are in the kit. Also 
included are cast plaster tunnel 
portals, scenic plaster for land- 
scaping, a 32-page booklet giving 
track plans and instructions, and 
a complete knockdown table. No 
drilling, sawing or hammering is 
necessary. Alexander Co., 300 Mon- 
roe Ave., N. W., Grand Rapids 2, 
Mich. 


Plastic Gimp Tape 


New Plexon Craftstrip set of plas- 
tic gimp tape for braiding, lacing, 
weaving, etc., comes in 18 brilliant 
colors and combination in round 
and flat stock of different widths. 
Sets retail from 40¢ to $3.50, or 
in hanks for 10¢ each. Spools of 
100 yards are also available. A re- 
volving display rack, samples, and 
finished projects on attractive dis- 
play trays are offered. X-Acto 
Crescent Products Co., Inc., 440 
4th Ave., New York 16, N. Y. 
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New Fork Truck 


This new fork truck is light in 
weight, 551% in. long and 31 in. 
wide, and provides good visibility 
for the operator. Forks have a free 
lift of 63 in., standard 83 in. mini- 
mum height, and 126 in. maximum 
lift, 2000-lb. capacity at a distance 
of 15 in. from the face of the forks. 
Standard forks are 3x11%x28 in., 
and may be made longer or shorter. 
A forward and backward mast tilt 
of 5 deg. and 10 deg. is provided. 
Full load speed of 3.0 m.p.h., and a 
no-load speed of 3.5 m.p.h. Market 
Forge Co., Everett, Mass. 





Dog Pull Toy 


Poochy Pull dog toy, No. 6450, 
is 4144 in. wide and 5 in. high. The 
cellulose acetate plastic dog makes 
a growling noise, and ears, head, 
tail, and legs move. Ears are soft 
and floppy. Available in red, blue 
and yellow, the toy comes individu- 





ally packaged in a colorful box. Re- 
tail: $2.49. Nosco Plastics, 17th 
& Cascade Sts., Erie, Pa. 





Masonry Coating 


This transparent liquid applied 
by brush or spray to all types of 
above-grade, uncoated exterior ma- 
sonry surfaces, is called Silaseal. 
It has deep penetration, lasting 
effectiveness, and tends to make 
leaky mortar joints water repellent. 
Available in containers from 1 to 
55 gallons, also in quarts and half- 
gallons. Retail: $5.60 per gallon. 
Demonstrating stones, treated with 
Silaseal, and counter display litera- 
ture is offered to dealers. Surface 
Protection Co., 16804 Euclid Ave., 
Cleveland 12, Ohio. 


Lathe Steady Rest 


A new steady rest for mounting 
extra large work in lathes is avail- 
able for the 16 and 16-24 in. South 
Bend lathes. It is suited for large 
diameter work between 4%, and 





1034 in. that is not excessively 
heavy. Compound thread jaw actu- 
ating mechanism provides quick 
and easy wrenchless adjustment 
and locking for the jaws, which 
are moved by a knob allowing 3/16 
in. movement for each revolution. 
Top is hinged for easy mounting 
and removing of the work. South 
Bend Lathe Works, South Bend 
22, Ind. 





Portable Hand Lamp 


New Big Beam Model No. 700-A 
will throw a 2000-ft. light beam, 
and is powered by four standard 
No. 6 dry cell batteries enclosed in 
a two-piece hinged container of 20- 
gauge deep drawn steel, equipped 
with two snap catches. The battery 
container, with waterproof base, is 
finished in acid-proof red enamel. 
It has a six-in. adjustable lamp- 
head with a silvered parabolic re- 
flector. Bright and dim light bulbs 
are controlled by two-way toggle 
switch. Connecting plate has per- 
manently attached cell-to-cell con- 
tacts for easy battery replacement. 
Accessories available. Price: $19.25. 
U-C Lite Mfg. Co., 1050 W. Hub- 
bard St., Chicago 22, IIl. 
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Toggle Wrench 


This Vise-Grip adjustable toggle 
wrench is easily locked on a piece 
ot work, and the toggle lever gives 
the jaws more than ton gripping 
power. It may also be quickly ad- 
justed for non-locking, plier action. 
Involute jaw curve holds all shapes, 
and knurled jaw tips will not slip. A 
wire-cutter is available on some 
models. Retailer Service Bulletin 
No. A-5 explains the use of Vise- 
Grip, and attractive, permanent 
four-color ply-wood display boards 
are available to dealers. Petersen 
Mfg. Co., DeWitt, Neb. 


Rodent Killer 


A prepared bait Warfarin prod- 
uct, called Sla-Rat, has a base of 
ground whole yellow corn and is 
ready for use. It is relatively harm- 
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less to humans, pets and domestic 
animals. Sla-Rat is triple sealed in 
cans. The 8-oz. can retails for 65¢; 
16-0z. can for $1; and 4-lb. can 
for $4. Also available in prepared 
concentrated form for processing 
into bait formula of any other com- 
bination or strength. A 4-oz. can 
retails for $1.25; and 12-o0z. can 
for $2.75. Nott Mfg. Co., 209 Wash- 
ington St., Mt. Vernon, N. Y. 





Chamois Substitute 


This latex and non-woven fabric 
product called Mira-Sham is offered 
as a substitute for chamois.It wears 
up to three times as long as cham- 
ois, and is not affected by grease, 


soap, detergents, boiling water, gas- | 
oline, oil, alcohol, ammonia, paint | 
remover, etc. It will not harden or | 


discolor and is non-irritating to 
skin, The 18x19 in. size retails at 
79¢ and is packaged in an attrac- 
tive carton. Dealer cost: $12.32 for 
a case of 24 cartons. Larger sizes 
include 20x30, 20x36, 24x39, 30x39, 
and 36x39 in. Miracloth Corp. 400 | 
W. Madison St., Chicago, II. 
(Resume reading on page 13) 
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TOPS in QUALITY 
TOPS for PROFIT 
TOPS in TRADE POLICY 


You'll enjoy selling UNIVERSAL hand 
and compressed air sprayers. Exceptional 
quality produces quick sales and staunch 
repeat customers. Our method of pric- 
ing provides for the most generous 
mark-up in the trade and the same 
square deal for EVERY dealer. They are 
sold solely through the Jobbers’ sales- 
man. He can show you in a hurry why 
UNIVERSAL is by long odds the best 
line to handle. Ask him about it. 






UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICHIGAN 


GOTA 
PROBLEM 


? 







You Should Stock CHICAGO 
“Safety Plus” Screw Products 


CAP and SET SCREWS 
SOCKET SCREWS 
TAPER PINS-NUTS- _— 
THEY'RE QUALITY MADE 
TO BE TROUBLE FREE 





















s Pequea uses the famous Mustads 
and snells them with Dupont Nylon 
leader material by a patented ma- 
chine process. This makes every 
“Pequea Hook” uniformly stronger 
and absolutely dependable. You can 
get ‘““Pequea’s” in every popular point 
and bend with Snells from 6 to 36 
inches long. 

Pequea also makes the famous 
Quilby Minnow. Choice of 60 sizes 
for all fresh and saltwater fishing. 
Send for details of Pequea’s Popular 


localized assortment of Hooks and 
Quilby Minnows. 


They’re better packaged for'/ 
easier stock room service. 


They're a greater profit line v» 
for you to feature for 
replacement in ALL fields 
of manufacture. 
Remember to ask for 
CHICAGO “Safety Plus” 
products from your 
hardware distributor. 














The greater strength in Pequea 
Hooks is in the method of snell- 
ing. A hook that comes off the 
leader will not bring in fish. 
Build up profits and hold cus- 
world’s best. 


tomers with the 


THE CHICAGO SCREW COMPANY 


PEQUEA WORKS, INC. 


STRASBURG, PA. 
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Automatic Driver 
Diamond Points 


Shoots 100 Zinc Coated 
Diamond Points into the hard- 
est wood — as fast as a man 
can pull the trigger. Speeds 
up glazing of sash, frames 
and mirrors. Points can be 

driven at an angle, due 
* to patented nose plate. 

For hand-driving — Per- 

fect glazing with Red 
Devil Triangle Points. Zinc 
Coating prevents corrosion. 


e) ——__** 
— 


A Product of 









Red Devil Toofs 


U.S.A 


Irvington ll, 





EXCLUSIVE ARCO-PROCESS* 


GIVES YOU BETTER SAW BLADES 
AT LOWEST COST ! ! 











Mr ti naman 





ah 


ARCO "HYCARBON"” 
CIRCULAR SAW BLADES 


Made of finest, poem omee TEMPERED TOOL 
STEEL, HANDFIL d Wor 

For top-notch oe y®. customers can rely ‘on 

these famous poet made ARCO “HYCARBON’’ 

CIR SAW BLADBS. Designed especially for 

long and rugged use, they cut cleaner and faster. 





LIST PRICES 
4” Crosscut or Combination. . . 82.00 
6” Crosscut, Rip or Combination - 2.50 
7” Crosscut, Rip or Combination... 2.90 
8” Crosscut, Rip or Combination .. 3.40 


(All blades supplied with 
° ”", %” bore. Bore 

for Skil, Mall, 

Decker, Thor Saws—30¢ 

more.) 

"“"HYCARBON" WINDOW 

DISPLAY BOARD 


TO HELP YOU SELL 


New Displays and Other Dealer Sales Helps 








(Continued from page 13) 
a bigger Father’s Day are compiled 
in a 5l-step chart. Father’s Day 
Council, 50 E. 42nd St., New York 
1 a ae 2 


Rope Coil Carton 


Factory-sealed boxes for Handy 
Coil pure Manila rope, protecting 
it from dirt and damage, open up 
to show a sales message and to 
display the rope. Handy Coils are 
available in 44, 6/16, 3%, and 1 in. 
diameter sizes, approximately 100 
ft. of rope to each coil, 15 Ib. of 
rope in each box. There are seven 
coils of % in., five coils of 5/16 in., 
four coils of % in., and two coils 
of % in. Coils are connected so 








the box may be used in one piece. 
American Mfg. Co., Noble & West 
Sts., Brooklyn 22, N. Y. 





Saw Demonstrator Kit 


An 8 x & in. saw blade demon- 
strator is now being offered with 
a special introductory kit of 12 
assorted safety saw blades. The 
kit contains two 7 x \% in., two 8 x 
YY in., four 8 x % in., and four 10 
x 5% in. combination rip and cross 
blades. Total list price: $81.20; 
dealer cost: $52.71. Kits also in- 





mounted with 1 each 
4”, 6”, 7”, 8” saw blade. 


$10. 80 List Price 


ORDER from your Jobber today or write direct for 
catalog sheets *U. S. Pat. 72533648 


ARROW METAL PRODUCTS CO. 


DEPT.TR 140 WEST BROADWAY 











clude an attractive three-color, 17 
x 23 in. counter display, a three- 
color envelope stuffer containing 
the story of the Safety Saw Blade, 
advertising mats, catalog sheets, 
price lists, and laboratory test re- 











NEW YORK 13 NEW YORK 
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sults. PTI, Inc., 401 Broadway, 
New York 13, N. Y. 


Kitchen Clock Display 


A Color Style Your Kitchen pro- 
motion includes a packaged assort- 
ment of six Telechron electric kitch- 





en clocks and a four-color display 
card. This card features kitchen 
models, styled in 16 colors, in room 
setting art from national advertis- 
ing. The assortment includes the 
new Ivy and Jubilee clocks, and 
Advisor and Decorator models, both 
with new features. The card is 
double easeled and may be set up, 
or with a gold-colored cord can be 
hung on the wall. Telechron, Inc., 
Ashland, Mass. 





Tacker Stapler Aids 


Part of the sales promotion for 
Swingline Tot 50 tacker stapler is 
a full color display package, pre- 
packed and ready to set up on the 
counter with ease, featuring the 
Swingline bunny girl. This promo- 





tion is being introduced in national! 
advertising. Speed Products Co., 
Inc., 37-18 Northern Blvd., Long 
Island City, N. Y. 
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Oiler Booklet 


This interesting history of oilers 
includes many old patents showing 
to modern 


developments oilers. 





Called “Helping to Make the World 
Run Smoother,” it gives informa- 
tion on proper selection of lubri- 
cating oils and oilers, types of oils 
for uses in the home, farm, garage 
or industry. There is also a dis- 
cussion of unusual applications for 
oilers. Available from Fagle Mfg. 
Co., Wellsburg, W. Va. 


Tool Merchandiser 


This complete store fixture has 
sliding display panels, two step-up 
display counters and a storage cab- 
inet the entire length of the base 
for extra stock. Design is based 
on latest Hardware Association 
standards, and the base is finished 
in natural hand rubbed birch. 
Bright color backs up the tools. 
One of each of the 50 tools on dis- 
play are included. Dealer cost for 
fixture: $187.50 f.o.b. Milwaukee; 
dealer cost of display tools: $117.60. 
Total cost: $305.10. Henry Disston 
& Sons Inc., Tacony, Philadelphia 
35, Pa. 


Gift Wrap Booklet 


Simple instructions on how to 
wrap appealing packages are con- 
tained in this booklet, “How to 
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MELL-HOFFMANN 


~ 


WAXED PAPER AND PAPER TOWEL 


Deluxe model features all-steel con- 
struction in smooth-enameled white, 
red, or yellow finish with gay decal 
decoration. Fully dust-protected; 
waxed paper compartment cover 
overlaps to form smooth-tearing 
edge (no saw-tooth edges to cut 
hands);‘ paper toweling firmly sus- 
pended between constant-tension 
spring arms. Keyhole slots for easy 
wall-mounting. Holds standard-size 
rolls. Size: 12” x 4-1/2” x 7”. 





STEEL RADIO AND ACCESSORY 


SHELF 


A favorite for beauty, strength, and 
all-around utility! Smooth-enameled 
22-gauge steel is light-weight, yet 
accommodates radio and other ac- 
cessories with ease. In all-white, 
white with red frame, or white with 
yellow frame. Size: 14” high, 17” 
long, 8-1/8” deep (lower shelf di- 
mensions). Comes 6 per shipping 
carton, individually packed — one 
assembled for display, 5 knocked- 


down. 
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DELUXE 3-PIECE ALL-ALUMINUM 


RANGE SET 


Satin-finished heavy-gauge aluminum 
with baked-enamel color trim... ab- 
solutely rust-proof. 5-oz. capacity 
shakers have caps punched for —_ 
flow of salt, fine sifting of pe 

Grease container, 5-1/8” high.| holds 
20 oz.; has removable straining 
screen, smooth fitting cover, colored 
aluminum knob. Indented lettering 
has matching color fill-in. Choice of 
trim colors in red, yellow, black. 


eevee eeeeweeeeeeeeeeeeeeeee 





7-PIECE WALL OR SHELF 


SPICE RACK 


Gay and practical . . . popular, too! 
Jars, 3-02. ca acity, are white opal 
glass, molded with ‘‘no-slip’’ sun- 
burst design on sides... decorated 
with 3-color “Tulip” decals. Each 
has removable inner shaker cap and 
solid outer cap. Steel rack has baked- 
enamel finish, keyhol® slots for wall 
mounting...is designed with step-up 
levels for easy accessibility of jars. 
Overall size 11-1/2” long x 4-3/4” 
high; trim colors: Kitchen Red or 
Sunshine Yellow. 


JOBBER se ee eerererrererrerense 











NEW TYPE REMOVER 





CLEAN—NO MESS ? 
NEEDS NO AFTER-WASH 
NON-INFLAMMABLE 
WORKS ON ANY FINISH 





Order from your jobber. 
Write us for free sample. 


W. M. BARR & CO. 
2342 South Lauderdale, Memphis, Tenn. 
















( Here's the one that ) 
WON'T SHRINK 
This modern plastic in 
powder form makes 
fasting repairs in tile, 
wood or plaster. Pays 








dealers a bigger profit. 
witl NOT SHRINK SELLS BETTER because 
STICKS AND STAYS Duy it WORKS BETTER. 


























Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this , 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chi off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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TO HELP YOU SELL 








Gift Wrap the Dennison Way,” 
available at local Dennison station- 
ery dealers. This booklet ties in 
with the Electric Housewares Gift 
Campaign. Dennison Mfg. Co., 
Framingham, Mass. 


Office Equipment 


A new 15-page booklet calling 
attention to Lindex, an efficient 
form of visible reference, is now 
available. Lindex is designed to 
furnish an accurate, fast and eco- 
nomical flow of information, and is 
based on the sectional principle. 
Management Controls Div., Rem- 
ington Rand Inc., 315 Fourth Ave., 
New York 10, N. Y. 





Discount Calculator 


This handy discount calculator 
provides a simple, quick method of 
figuring discounts or selling prices. 





Figures are worked out on the 
basis of all the common and com- 
bined discounts ranging from 25 
pet to 50-100 pct. Net costs after 
discounts and selling price after 
profit mark-up can be determined. 
Ajax Hardware Mfg. Corp., 4351 
Valley Blvd., Los Angeles 32, Calif. 





Tool Promotion 


Brochure for the Plomb tool pro- 
motion contains an illustrated list 
of more than 40 types of dealer 
aids. Ads are reproduced, and radio 
copy, envelope stuffers, and pocket- 
size catalogs are among those 
shown. Merchandisers are _illus- 
trated. The theme for the promo- 
tion is, “Proto means PROfessional 
TOols.” Plomb Tool Co., 2209 Santa 
Fe Ave., Los Angeles 54, Calif. 


Masonry Drill Display 


This counter display for masonry 
drills has a bright red and yellow 
background with an imitation wood 





brick. Selling information is 
printed on the back. Standard Tool 
Co., 3950 Chester Ave., Cleveland 
14, Ohio. 


Farm Lighting Bulletin 

A new catalog bulletin, No. 
122-51, which describes a line of 
yardlights and haymowlites has 
been issued. This line consists of 
cast aluminum, porcelain enameled 
and ultranameled yardlight in va- 
rious sizes for 60 te 150 watt lamps. 
Steber Mfg. Co., Broadview, III. 


New Color Cards 


Among the redesigned 20th Cen- 
tury Paint product color cards, a 
new card shows 14 colors of interior 
finishes that come in gloss, semi- 
gloss and flat finishes for easy 
home decorating. Others in the re- 
designed cards include plastic de- 
luxe enamel, luxury finish porch 
and deck, and house paint. 20th 
Century Paint & Varnish Corp., 
456 Driggs Ave., Brooklyn 11, 
NN. 2. 
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Linseed Oil Booklet 


“101 Money Saving Ideas” is the 
title of an interesting and inform- 
ative booklet that illustrates and 
presents 101 handy ways to use 
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Archer Pol-mer-ik linseed oil. 
Every homeowner, farmer, house- 
wife and handyman will find this 
booklet useful. Archer Daniels Mid- 
land Co., Roanoke Building, Min- 
neapolis, Minn. 





ment masons, etc.). The comfort and protection they give 


workers make JUDSEN KNEE PADS sell fast. Order a 
dozen pair and watch ’em sell—at high profits to you! 


Thousands of dealers are getting these extra profits now! 


knees workers (tradesmen, gardeners, home owners, ce- 
ORDER FROM YOUR JOBBER--If He Cannot Supply You, Write Direct 


JUDSEN KNEE PADS are a must for all down-on-the- 


REPEAT SALES 








mt Hinge Booklet 


1 Tool Third in the series of books on 
yeland builders’ hardware, “Door Butts & 
Hinges,” A. I. A. file No. 27, covers 
several types of hinges used for 
ordinary full-size doors for human 
passage. The 814x11 in. booklet tells 





Mode by JUDSEN RUBBER WORKS, INC. Chicago 24, Illinois 














» No. about butt hinges and then describes 
he of additional kinds of door hinges. 
8 has Prepunched for insertion into 
ts of standard loose-leaf binders. Na- 
meled tional Contract Hardware Assn., 
n va- 420 Madison Ave., New York 17, 
am ))s. m. ¥. 
ll. 
Pot Cleaner Carton 

The new pot cleaning device, 
Cen- Perma-Scrub, has been repackaged 
ds, a in a four-color counter merchan- 
erior dising display box, which requires 
semi- little shelf space. Perma-Scrub is 
easy available in bright kitchen colors 
e re- and retails for 29¢ each. Modglin 
» de- Co., Inc., 3225 San Fernando, Los 
orch Angeles 14, Calif. = 
20th S 


‘Oorp., 
11, 


per dozen pair 





$18.00 pe, denes 
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DEALER'S Cosy 


SUGGESTE 


You 














(Resume reading on page 14) 
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with Shelby Screen Door Hinges 


Right now is the season of in- 
creased demand for all types of 
screen door hinges -— for new 
doors—for replacements. 


Check your stocks carefully. Make 
sure you have sufficient types to 
meet every requirement. .. . 


Shelby Adjustable Screen Door | 


Hinges keep light doors closed 
with their easily regulated spring 


tension—Series 80001, full sur- | 


face, or 80 00 2, half surface. 


Shelby Loose Pin Screen Door 
Hinges, Series 87001, are ser- 
viceable hinges for light doors— 
or the complete set of pull, hook 
and eye, and hinges Series 


87 00 1S. 


Shelby hinges sell fast and assure 
real profits for your store. 


Contact your Jobber at once. 


Spring Hinge 
Company 
Shelby, Ohio 
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NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


will have to be sifted down—and 
perhaps even some of the more es- 


| sential programs will have to wait 


_in line for allotments o rat least 


deliveries. Plant expansion pro- 
grams may thus be delayed to some 
extent, even those which have re- 
ceived certificates of necessity. 

This situation is the basic reason 
for revision of the construction 
order (M-4) last week which broad- 
ened the control of NPA over vir- 
tually all types of construction. De- 
spite housing shortages, apartments 
of more than three stories must 
have NPA approval, along with 
public works and other publicly 
financed programs such as construc- 
tion of schools, hospitals, sewers, 
and so on. Construction of retail 
stores was already under restric- 
tion but now terminal warehouses 
and other construction indirectly 
related to the distribution field must 
have government approval. 


| OUTLOOK—By the time CMP gets 


settled down to smooth operation, 
the NPA hopes there may be a 
brighter outlook for two of the met- 
als under its programming—Steel 
and aluminum. Steel plants will get 
top and equal priority with defense 
programs for its expansion plans. 


| Capacity for steel will be increased 








greatly over the next eight to 12 


months. New aluminum capacity 
will come into production very 
shortly. 


Federal Licensing of 
Retailers Sought 


Hearings opened last week on ex- 
tension and revision of the Defense 
Production Act. Some of the powers 
sought by the Administration are 
viewed generally by business and 
industry as a long step on the road 
toward nationalization. 

For instance under the Act as it 
exists, the government can requisi- 
tion industrial plants under certain 
conditions. As currently asked, the 
government would have arbitrary 
authority to take immediate posses- 
sion in the name of “defense’’ upon 
filing a petition with a court—with- 
out further hearing or providing 
evidence that the owner refused to 
consider a government offer. 


Also, another power sought by 
the White House in the extension 
of the Act is the authority to im- 
pose a federal licensing system as a 
means of enforcing pricing regula- 
tions. Thus, the way would be 
opened for forcing every business, 
from retailing to manufacturing, 
to obtain a license as a condition to 
remaining in business. 

Under the power sought, the 
president could suspend such li- 
censes for as much as a year on no 
greater grounds than that there is 
reason to believe pricing orders are 
being violated. 


OUTLOOK: These proposals will 
have hard sledding. They are seen 
as too radical not only by individual 
congressmen but by industry and 
business. All such moves will be 
fought. The Defense Production 
Act will be extended and revised. 


Price Control Put on 
500 Machinery Types 


As far as specific control orders 
are concerned, OPS has been rela- 
tively inactive, but the agency has 
been active in its preparations for 
controlling machinery prices at the 
manufacturing level through Ceil- 
ing Price Regulation 30, which be- 
comes effective on May 28. 

CPR 30 requires manufacturers 
of virtually every type of machinery 
(including fabricated shapes, plates, 
bars and screw machine products) 
to roll back their prices to pre- 
Korea levels plus increases in 
labor and materials costs through 
March 15. 

The following list of commodities 
and products covered by CPR 30 is 
typical of the 500-odd kinds of ma- 
chinery covered by the order. 

Farm equipment, machine tools, 
industrial power apparatus, all 
working and fabricating machinery, 
automotive equipment and parts, in- 
sulated electric wire and cable, 
construction and mining machin- 
ery, electrical equipment, forgings, 
screw machine products, stampings, 
fabricated structural steel shapes, 
plates, and bars; industrial, marine 
equipment, and aircraft parts. 


(Resume reading on page 11) 
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rough Republic Upson Products. 
nf The newest precision equip- 
dities | i A 
30 is j ment—plus the skill and experience 
f ma- gained during almost a century of nut- 
sel ' making—enable Republic to make every 
ools, : : ; 
all nut consistently uniform, unvaryingly accurate. 
nery, Over 20,000 shapes and sizes to meet all your 
- P y 
Ss, M- standard nut and bolt needs! 
sable, 
chin- 
om REPUBLIC STEEL CORPORATION 
. : Bolt and Nut Division 
—- CLEVELAND, OHIO. «+ ~—s GADSDEN, ALABAMA 
apes, Export Department: Chrysler Building, New York 17, N. ¥. 
urine 


1) 


HARDWARE AGE, MAY 17, 1951 





Priority and Price Digest 


By R. S. WILD 
Associate Editor 
HARDWARE AGE 





News and Interpretations of Government Orders 


Trade Hears OPS May 
Lift CPR-7; Major 
Changes Possible 


Rumors of possible changes in 
the price control picture as it 
affects hardware dealers’ have 
flooded the trade over the past week. 
Generally, these rumors were to the 
effect that CPR-7, the margin price 
control regulation was to be changed 
and would eliminate the necessity 
of preparing the list price charts. 

While Washington sources do not 
confirm the basis for these rumors, 
their roots appear to be in a series 
of meetings between the OPS and 
the hardware retail advisory group, 
which has made a formal request 
for removing the hardware trade 
from CPR-7 and placing it under 
some other regulation. 

However, it is still too early to 
say definitely when hardware deal- 
ers will be suspended from the 
requirements of CPR-7, or if this 
would take place before a new order 
covering the trade is issued. This 
could happen, however, and in only 
a matter of days, or it may be 
weeks. Meanwhile CPR-7 remains 
in force until such time as OPS 
supersedes it with a new regulation. 

Such a regulation, according to 
Washington, is a matter of continu- 
ing discussion between OPS and the 
hardware industry advisory group 
which is meeting again on May 15. 
Under consideration is some meth- 
od of price control which would 
utilize wholesalers’ and/or manu- 
facturers’ suggested’ retail price 
lists as one means of doing away 
with burdensome and complicated 
reports by dealers. 

It is the committee’s task to come 
up with a regulation which would 
provide OPS with an effective meth- 
od of controlling prices for the 
hardware industry and at the same 
time, one that will be simple for 
hardware dealers to observe. 

Thus, while it appears definite 
that actual relief for the hardware 
trade may be in sight, much un- 
certainty about immediate steps 
dealers can take has been imposed 
on top of the difficulties and con- 
fusion created by CPR-7. 
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OPS Retail Hardware Advisory Committee 


A Retail Hardware Industry Advisory Committee has been 
formed to meet with OPS on price control problems of the retail 
hardware trade. 

Members of the Committee are: Sidney H. Atkinson, R. J. 
Atkinson, Inc., Brooklyn, N. Y.; J. R. Cox, Nashville, Tenn.; 
O. C. Downs, Chantilly, Va.; Carl E. Graeff, Dayton, Ohio; A. B. 
Hill, Portsmouth, Va.; C. Harding, Harding Hardware Co., Wash- 
ington; Carl Miller, Kendellville, Ind., M. E. Ozee, Miami, Fla., 
S. Del Vecchio, Peoples Hardware Stores, Washington, D. C.; 
Robert H. Westbrook, Riverside, Calif.; Clyde Thomas, Frederick 
Trading Co., Frederick, Md.; William Arnold, W. B. Arnold Co., 
Waterville, Me.; J. D. Reynolds, J. D. Reynolds Co., Carthage, 
Mo.; Frank May, May Hdwe. Co., Washington, D. C. 











NPA Limits Binder Twine Inventories 





Gar: 


Length 


Brig 








NPA recently issued order M-58 
limiting distributors’ and farmers’ 
inventories of binder and baler 
twines to 60 days supply or a 
practicable working inventory, 
whichever is less. Seasonal busi- 
nesses may continue to stock ad- 


vance inventories even though 
they exceed 60 days supply, pro- 
vided such action can be shown to 
be a long-standing practice of such 
companies, and if it can be demon- 
strated that such inventories are 
in keeping with harvest demand. 








OPS Tells Plans on Hardware Price Controls 


Editor’s Note: The following statement was issued by OPS on May 9 to clear 
up what they termed “misconceptions” in the hardware trade. This statement 
was issued after the other articles in this issue were set in type and hence rep- 
resents the very latest information available at press time. Despite this official 
statement, reports still persisted that a temporary suspension of CPR 7 for 
hardware dealers might be announced. However, until an official announce- 
ment is made of this, dealers must bear in mind that they are covered by CPR 7, 
where it applies, and that the statement below must be considered the latest 
official viewpoint. The complete text of the official statement follows. 


“Two major misconceptions are evident in widespread reports published 
in the last few days. 

“One misconception is that everything sold in hardware stores is cov- 
ered by the ‘margin’ regulation (CPR 7) which goes into effect on May 30. 
That is not the case. Such familiar items as nails, screws, bolts, car- 
penters’ tools, and other items which are strictly hardware are not 
affected by CPR 7. 

“Hardware dealers do not list them on their pricing charts. The items 
remain under the coverage of the General Ceiling Price Regulation. 

“It is only those consumer durable goods commonly sold in department 
stores and in certain departments of hardware stores—such as house- 
wares, floor coverings, lawn furniture, lamps, ete.—that are affected 
by CPR 7. 

“Thus, pricing charts prepared by hardware stores will be much shorte! 
than those prepared by department stores and other affected businesses. 

“The other prevalent misconception is that a decision has been reached 
by OPS to remove hardware stores entirely from the coverage of CPR 7. 

“This is not correct, OPS said. (Continued on page 204) 
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CHAMPION 

Garage Door Brace 
No. 64 G 

Lengths 5, 6 and 7 Feet 


FINISH 
Bright Zine Finish 


Squares up 
and prevents 
garage doors 
from ever sagging. 

Rods, turnbuckles 
and end brackets have 
more strength than actu- 

ally needed. The turn- 
buckle is Cast Brass and the 
end brackets are Aluminum 


Alloy. 

pe Packed: 1 dozen in box with screws. 
@ Nearly all hardware jobbers handle 
some products in the big, fast selling 


CHAMPION line. 


The 
CHAMPION HARDWARE C0. 


GENEVA, OHIO 














NOTHING... 


would please us more, than to be 
able to ship your orders AT ONCE. 
. . . However, with the shortage of 
materials we ask you to be patient. 


We are doing our level best to 
expedite your needs. 


KEWL 


KEIL LOCK CO., Inc. cuartestown, w. u. 








SELL, Qualty . . 


| 














A double hemmed, spring bronze 


Feature 


GARDNER'S WEATHERSTRIP 


Fuun-Flax 


Own ance 


An outstanding value in gasket strip. 

Weatherproof rubberized fabric, en- 
cases a reinforced, felt filler and tacking 
flange. A patented strip that meets the 
requirements for durable, tight sealing 
weatherstrip. Furnished in 100 ft. boxes. 
Also cotton filled gasket strips in same 
lengths. 


PACKAGED WOOL, HAIR AND COTTON FELT 


A complete line of packaged felts in various qualities and lengths 
to complete your weatherstrip line. 


UNIVERSAL DOOR SETS .. WINDOW SETS 











— Gardner's No. 5 Universal 

ae Door Sets and No. 6 

~=S Window Sets (for double 

eke hung windows) are pop- 
BS re ular metal strip items. 


Complete, including nails 
and instructions. 


Brot acAl 
WEATHER STRIP 


The new Brown Bear is a zinc strip with 
gray felt completely protected with water- 
proof, rubberized fabric covering. A prac- 
tical strip with high weatherproofing quali- 
ties. Perforated for nailing. Seven foot 
lengths in 7%”, 1”, and 114” sizes. Also 
furnished in door bottom sizes with oval 
perforations for screws. 


SIOLOLAST 


An economical and effective strip made of 
treated felt on zinc backing. Perforated for 
nailing. Seven foot lengths. Also furnished 
in door bottdém sizes with oval perforations 
for screws. Door bottoms made of treated 
felt on brass also available in several 
weights. 


No. 9000 BRONZE STRIP 


Packed in neat, 
individual cartons. 


PACKAGED HOLDFAST 





strip that is 








guaranteed to 
give effective 
service. Perfo- 
rated for nail- 
ing and pack- 
aged in 100 
foot rolls with Brass and felt in 20 foot lengths 

















nails. —attractively packaged. Com- 
plete with nails. 


| ALL MERCHANDISE OFFERED SUBJECT TO GOVERNMENT 
| REGULATIONS, AVAILABILITY OF MATERIALS AND LIMITA- 
| TION ORDERS. ORDER FROM YOUR JOBBER OR WRITE US. 


GARDNER WiRE Co. 


Serving the Hardware Trade Since 1900 


1329 S. Cicero Ave., Chicago 50, Illinois 
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Complete line for 
the Electrical Trade 


A wide range of sizes and 
types in wire hooks and 
insulated eyes are available 
in Brooks’ standard fittings, 
shipped from stock. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROGKS HOOKS 





HELL AL 


Lt 





Yield a Good Profit! 

Always in demand, the practical 
design of Premax House Numbers 
makes them “best sellers” wher- 
ever displayed. Available in several 
styles, each in an attractive counter 
display carton. Write for samples 
and prices. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 





5141 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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“It is true that many hardware dealers, through their trade associa- 
tions, have requested such action, but there has been no decision. OPS 
does have the whole matter under consideration, however, and has 
scheduled a meeting of its Hardware Retail Industry Advisory Commit- 
tee for May 15. No action of any kind will be taken until there has been 
an opportunity for an exchange of views at that meeting.” 








Price Control Rules Are Explained 


From the hundreds of letters HARDWARE AGE has received asking for clarification of 
price regulations affecting the hardware trade, we have selected several which are rep- 
resentative of the type of information dealers are seeking. While these answers may not 


be considered as official OPS rulings, the information they contain has been approved by 
OPS 








Q—An Oregon dealer writes: We have ac opy of the General Ceiling Price 
Regulation, dated January 26, 1951. We have been advised that the price 
list we must make under that order requires us to have the cost listed as 
well as the retail price. Are we correct in having the ceiling price list at 
retail only, or must this list state the cost as well? 


A—It is not necessary to show your costs on the ceiling price list 
required by the General Ceiling Price Regulation but it is necessary 
to prepare a statement of customary price differentials and terms of 
sale to different classes of customers and to preserve all invoices, 
recording on them the ceiling prices for each item and how they were 
determined. 





Q—A Kansas dealer writes: Please send us information on price controls 

and if we have to file these prices, where? 
A—There are two OPS regulations covering retailers. One is the 
General Ceiling Price Regulation and the second Ceiling Price Regu- 
lation 7. CPR-7 applies only to the articles listed in its Appendiz B. 
Under the General Ceiling Price Regulation, which applies to all items 
not covered by CPR-7, you do not file any price lists, but you must 
prepare a ceiling list and other records which you keep for OPS in- 
spection. Under CPR-7, you must prepare and file a price chart, with 
your nearest OPS district office. You do not send it to Washington. 


@Q—An Iowa dealer writes: How must I list the items within a category 
when preparing my price chart under CPR-7? 


A—You must list every cost, in order, from the lowest to the highest. 








Where this is not done OPS returns the chart for correction. 


Ceiling Prices for 
Home Canning Goods 


New pricing methods effective 
April 26 for wholesale-retail sales 
of home canning supplies such as 
jars, lids, rings, etc., have been es- 
tablished by OPS in a special tem- 
porary regulation. The method 
for determining ceilings was es- 
tablished by Supplementary Regu- 
lation 21 to the General Ceiling 
Price Regulation and Supplemen- 
tary Regulation 3 to CPR-7. 


These regulations supersede 
any other ceiling price restric- 
tions imposed by OPS, including 
any restrictions contained in 
CPR-7. 

A wholesaler or retailer deter- 
mines his ceiling price by apply- 
ing to his current invoice net cost 


the percentage markups used dur- 
ing the base period May 24, 1950 
to June 24, 1950. The percentage 
markup for each item is the mark- 
up; which is the average for sales 
made during the base period. 


If canning goods were not sold 
or offered for sale during the May- 
June base period, the: percentage 
markup is determined by using as 
a base period, the next full month 
during which canning supplies 
were sold or offered for sale. 


Where no base period records 


. are available, ceiling prices be- 


comes the same as those for 4 
comparable item of a close com- 
petitor selling the same consumer 
class. 


Dealers and wholesalers must 
preserve and keep available for 
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examination by OPS, records 
showing how they determined 
their percentage markups and rec- 
ords and invoices showing how 
they arrived at current ceiling 
prices for each item. 





Ken Freedell on Loan to 
NPA Hand Tool Group 


C. Kenneth Freedell, general 
sales manager of Stanley Tools, 
New Britain, Conn., has been 
loaned by the company to the 
Hand Tool Section of the NPA in 





C., KENNETH FREEDELL 


Washington, D. C., for a three- 
month period. 

He will be in charge of the mis- 
cellaneous hand tool group and 
will assist in setting up an organ- 
ization to handle the many prob- 
lems that will arise during the 
coming months with regard to 
production of small tools. 

Mr. Freedell is well-known in the 
hand tool industry and served with 
the WPB in Washington for an ex- 
tensive period during World War 
II. 


A Dealer Outlines 
A Price Control Plan 


A plan for simplifying govern- 
ment price control methods is out- 
lined in a letter to HARDWARE AGE 
by Marc G. Phillips, a dealer in 
Washington, D. C. 

Mr. Phillips points out that 
what is needed is a form or regu- 
lation of sufficient clarity to be 
easily understood by the small re- 
tailer who does not have and never 
had an office staff to which he can 
delegate the preparation of the 
complicated price charts required 
under the present laws. 

He suggests that price control 
“should be placed at the source.” 
He recommends that controls start 
with such basic industries as 
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steel, copper, lead, tin, aluminum, 
textiles, and food products. With 
basic prices controlled, Mr. Phil- 
lips feels it would then be feasible 
to hold manufacturers to fixed 
ceiling prices for various types of 
buyers, so that the retailer could 
be given an official list price for 
the public. If all manufacturers 
were required to list their prices, 
the retailer would, of necessity, be 
held in line, he says. 

It is much easier to control a 
comparatively few than a great 
number, Mr. Phillips stresses, and 
the number of manufacturers are 
much smaller than the number of 
retailers. 

It might be said, Mr. Phillips 
notes, that this method would re- 
move competition. This is not true, 
he says, since a retailer could sell 
at below this ceiling price if he so 
desired. 

With this method of price con- 
trol, Mr. Phillips feels that there 
would be no hardship upon any 
one segment of industry, particu- 
larly since most manufacturers 
already publish a list price. 

Mr. Phillips concludes his letter 
with these comments: “You hard- 
ware merchants who are now 
sweating under the burden of this 
newest type of regimentation 
could well spend a few minutes of 
your time writing your congress- 
men and telling them what you are 
up against. They are the ones re- 
sponsible for the law.” 


Don't Use DO-97's 
To Build Inventory 


NPA warns that DO-97 ratings, 
used in purchasing certain mate- 
rials needed for maintenance, re- 
pair, and operating supply items 
(MRO)—must not be used to build 
up inventory stocks. NPA reports 
that some wholesalers, anticipat- 
ing DO-97 rated orders from their 
customers, are building up stocks 
in advance to meet this expected 
demand by extending DO-97 rat- 
ings prematurely to their own 
suppliers. 

This is a violation of Regulation 
4, NPA points out. The rating 
must not be used to get replace- 
ment items until a DO-97 rating 
has been received from a custom- 
er. When one is received, it is then 
permissible to use DO-97 to re- 
place the item sold. 











amsen 


Sine; 13> 


CUTLERY 


For over 100 years, the name 
“Lamson” has meant outstanding 
cutlery—that is easy to sell—and 
sure to satisfy your trade. 


Your customers will want 


Lamson — to use themselves or 
choose for others. 


CARVING SETS 





Stag Carving Set 
No. 37343M 
Hammer forged Stainless Steel knife and 
fork—mirror finished—matching sharpen- 
ing steel—genuine stag handles—stain- 
less caps . . . lined leatherette case, 

$18.00 list. Others from $12.00 list. 


KITCHEN SETS 
3 on Kitchen Set 
No. 6s7 


Sal 





7 pieces of 
needed kitchen 
cutlery — beau- 
tiful — practical 

. wall racks 


in choiceof 4 sparkling color combina- 


$11.95 list. 


tions—gift boxed. 


Cleaver Set 
No. 6046B 
6” cleaver 
with genuine 
Rosewood 
handle and 
Rock Maple chopping board—zgift boxed. 

$3.95 list. 





Other Lamson Cutlery in a 
complete range of styles and 
prices includes — Table Cutlery 
Sets, Bar B Q Sets and Fruit Sets 
as well as individual pieces for 
every kitchen need. 


Send for illustrated literature. 


LAMSON & GOODNOW MFG. CO. 


47 Conway St. 
Shelburne Falls, Massachusetts 
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Builders’ Hardware Conclave 
Held in British Columbia 


Large delegations from 
Northern and Southern Cali- 
fornia joined with host chap- 
ters of Oregon and Washing- 





W. E. PETERSON 


ton, in the Sixth annual 
Pacific Coast Regional Con- 
ference of the National Con- 
tract Hardware Association 
and the American Society of 
Architectural Hardware Con- 
sultants. Registration of the 
conference, held April 24 to 
26, at the Canadian Pacific’s 
spacious Empress Hotel, at 
Victoria, B.C., was 221. 

It was the Pacific Coast’s 
own builders’ hardware con- 
vention, and the national 
New York office of N.C.H.A. 
was represented by John R. 
Schoemer, managing direc- 
tor, while A.S.A.H.C. was 
represented by its executive 
secretary-treasurer Stanley 
O. Hooghkirk, also of New 
York. 

The welcoming address 
was made by E. G. Rowe- 
bottom, Deputy Minister of 
Trade and Commerce of 
British Columbia, who cited 
the rapid progress of the 
province in the past decade. 

Donald B. Gibson, Sargent 
& Co., New Haven, Conn., re- 
viewed the progress made by 
distributors in new market- 
ing practices in the postwar 
years. 
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He expressed the opinion 
that former’ unsatisfactory 
conditions in the builders’ 
hardware industry were 
rapidly being replaced by the 
efficient methods of com- 
petent builders’ hardware 
dealers. Mr. Gibson urged all 
producers to adopt the policy 
of his own company which 
sells its products entirely 
through the firms represent- 
ing them. 

Admitting that the lack of 
a limitation order similar to 
World War II’s L236 limited 
his discussions regarding 
Federal builders’ hardware 
restrictions and prohibitions, 
Marron Kendrick, Schlage 
Lock Co.’s vice president and 
sales manager, gave a thor- 
ough description of the items, 
metals and finishes permitted 
to be produced at the present 
time. 





FRANKLIN SCHLITT 


One entire program was 
devoted to the organizational 
activities of the Society and 
the Association. Mr. Schoe- 
mer reported on his six years 
of stewardship with the as- 
sociation during the past six 
months, and Mr. Hooghkirk 
spoke of the recent growth 
in Society membership, and 
commented on the importance 
of forming local builders’ 
hardware clubs in each area. 


An early history of the 
founding of the Association 
in 1934 was given by Frank- 
lin Schlitt, Schlitt Hardware 
Co., Springfield, Ill., the As- 
sociation president. W. E. 
Peterson, until recently with 
Shapleigh Hardware Co., St. 
Louis, reported his activities 
with the Society, of which he 
is president. 

The general committee for 
the conference was headed by 
Thomas M. Shannon, North- 
west Builders’ Hardware, 
Inc., Seattle. The program 
arrangements were in charge 
of R. N. Kuist, Stanley 
Works representative in Se- 
attle. 

William H. Flood, of the 
U. S. Dept. of Commerce, 
spoke about the National 
Product Authority, and Dan- 
iel C. Hay, of the Daniel C. 
Hay Co., Beverly Hills, Cal., 
a former president of A. S. 
A. H. C., gave a review of 
the Association and plans for 
future Pacific Coast meet- 
ings. 


Officers and Directors 
For Burhans & Black 


Robert P. Edwards, form- 
erly vice-president, was elect- 
ed president and _ general 
manager and T. Frank Do- 
lan, Jr., was named chairman 
of the board of Burhans & 
Black, Inc., wholesale hard- 
ware firm of 133-153 Rich- 
mond Ave., Syracuse 1, N. Y., 
at the annual meeting of 
stockholders and directors of 
the company. Re-elected to 
their offices of vice-president 
and secretary were Charles 
G. Ralph and Michael L. 
Bregande, Jr. Francis B. 
Hanlon was made vice-presi- 
dent and treasurer. Theodore 
Doehner, formerly assistant 
treasurer was elected assis- 
tant secretary, and James 
Kearney, office manager, was 
elected assistant treasurer. 

Directors elected at the 
meeting were Peter Sassi, 
purchasing agent, Peter Fat- 
cheric, and James Kearney. 








525 Housewares Producers to Exhibit 
At Atlantic City Show, Jaly 9-13 


More than 525 manufac- 
turers plan to display their 
products at the 15th Nation- 
al Housewares and Home 
Appliance Exhibit to be held 
July 9-13 in the boardwalk 
auditorium in Atlantic City, 
N. J. The exhibit will open 
Monday and go through the 
following Friday, staying 
open from 9 a.m. to 5 p.m. 
daily. Approximately 8,000 
buyers are expected to at- 
tend, and will see more than 
50 manufacturers who have 


never participated in the 
Housewares exhibit. 
About June 1, _ buyers 


throughout the country will 
receive advance registration 
cards to fill in and present 
at the exhibit registration 
desk. They will also receive 
a product classification index 
of all exhibitors at the show. 

The NHMA has again 
made arrangements with the 
Pennsylvania Railroad to 


operate a_ streamlined 
“Housewares Show Special 
Through Train” from Chi- 
cago to Atlantic City. The 
train will leave Chicago on 
Saturday, July 7, at 2:15 
p.m. CST, and will arrive 
in Atlantic City Sunday, 
July 8, at 8:00 a.m. EST. A 
similar service will be pro- 
vided back to Chicago on the 
closing day of the show. The 
return train will leave At- 
lantic City on Friday, July 
3, at 5:25 p.m. EST, and 
will arrive in Chicago Sat- 
urday, July 14, at 9:45 a.m. 
CST. 


Additional information re- 
garding these trains may be 
had by writing NHMA offi- 
ces, 1140 Merchandise Mart, 
Chicago 54, IIl., or direct to 
Fred J. Nolan, Passenger 
Representative, Pennsylva- 
nia Railroad, 16 S. LaSalle 
St., Chicago 3, III. 
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Builders’ Hardware Head 
For McGowin-Lyons 


George R. Brabner has 
been appointed manager of 
builders’ hardware depart- 
ment by McGowin-Lyons 
Hardware & Supply Co., 
Water at St. Louis St., Mo- 





GEORGE R. BRABNER 


bile, Ala., succeeding the late 
Owen Wing, Sr. 

Mr. Brabner joined the 
McGowin-Lyons organization 
in 1936, serving first in the 


mailing department and later 
in the cost accounting de- 
partment. Following the war, 
he returned to McGowin- 
Lyons builders’ hardware de- 
partment as order clerk and 
then as salesman. In 1949 he 
became assistant manager of 
the department. 





Dean Made Sales Head 
Of Chase Brass Co. 


Bruce A. Dean, formerly 
general sales manager of 
The Mengel Company, Inc., 
Louisville, Ky., has been 
elected vice-president in 
charge of sales of Chase 
Brass &~Copper Co., Ince., 
Waterbury 20, Conn. 

Mr. Dean previously 
served the General Electric 
Co. ‘for many years as in 
sales and management ac- 
tivity. During World War II 
he represented G.E. manu- 
facturing and purchasing in- 
terests in Washington, D. C., 
and has also served as an in- 
dustrial consultant and 
speaker. 








Alonzo G. Decker Succeeds S. D. Black 
As President of Black & Decker Co. 


The election of Alonzo G. 
Decker to the presidency of 
Black & Decker Mfg. Co., 





ALONZO &. DECKER 


Towson 4, Md., makers of 
portable electric tools, was 
announced at a meeting of 
the board of directors. Mr. 
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Decker succeeds S. Duncan 
Black, who died recently. 
Robert D. Black, formerly 
vice-president in charge of 
sales, was advanced to vice- 
president, and Glen H. Tres- 
lar, vice-president and sales 
manager, succeeds him. 

Mr. Decker started his 
business career in a brass 
foundry as apprentice mould- 
er, later working in a pattern 
shop and then in a shop of 
the National Composotype 
Co. He advanced to the engi- 
neering department, and in 
1906 joined the engineering 
department of the Rowland 
Telegraphic Co. Here he met 
his future partner, S. Duncan 
Black, and in 1910 they 
started The Black & Decker 
Mfg. Co. Since that time Mr. 
Decker has been vice-presi- 
dent and general manager of 
the company. 


Salt Lake Hardware Elects; 
McKee and Price Advanced 


G. B. McKee has been 
elected senior vice-president 
and Howard W. Price was 
made vice-president and gen- 





CHARLES L. WHEELER 


eral manager of The Salt 
Lake Hardware Co., Salt 
Lake City 10, Utah, an em- 
ployee-owned and operated 
wholesale firm. The elections 
were announced at a meeting 
of the board of directors, 
held April 20. Mr. Charles L. 
Wheeler will continue as 
president of the company. 
Other officers elected were: 
Eugene S. Maier, secretary; 





G. B. McKEE 


Ellis C. Wheeler, treasurer; 
Helen W. Errett, assistant 
treasurer, and Aubrey W. 
Hooper, comptroller. 

Mr. McKee joined the com- 
pany in 1912, first as a retail 
salesman, and then became 
an outside salesman. He was 
later made service manager 
and buyer of the wholesale 
automotive equipment de- 
partment, and in 1936 was 
elected treasurer and direc- 





HOWARD W. PRICE 


tor of the firm. In 1937 he was 
made vice-president and 
treasurer, which position he 
held until his most recent 
promotion. 

Mr. Price ,has been a mem- 
ber of the firm for 22 years. 





Branch Sales Manager 
Named by Westinghouse 


Maurice A. Owens has been 


appointed sales promotion 
manager for the Westing- 
house Electric Corp. con- 


sumer products branch offices 
in. Philadelphia, Pa., and Wil- 
mington, Del. Mr. Owens will 
be responsible for the de- 
velopment and carrying out 
of sales promotion programs 
for Westinghouse consumer 
products under S. F. Myers, 
district sales promotion man- 
ager in Philadelphia. 
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“Thank Goodness, We Have A Good 
Supply of Midnight Oil, Pal!” 

















Were Doing Our Best To 
Meet The Demand For 





Night Latches, 
Padlocks, 
Lock Sets, 
Key Blanks 


and Door Knobs 


@ Raw material restrictions and allocations 
create conditions beyond our control . . . 
but we guarantee you one IMPORTANT 
thing: we're doing something about the one 
factor we can control. That's QUALITY! 
Sure, it takes a heap of “Midnight Oil" in 
our planning department but it's worth it. 
It's still a good policy to remember—''For 


Safety's Sake—Say TAYLOR". 


TAYLOR 
Lock Company 


Manufacturers Since 1920 — Distributing 
Exclusively Through Hardware Wholesalers 


PHILADELPHIA 32, PENNA. 








W. F. Wheeler Elected Chairman of Board: 
C. N. Johns, President of American Chain 


Wilmot F. Wheeler has Johns has been named presi- 
been elected chairman of the dent, and Col. Harry D. 


board of directors of Amer- 


WILMOT F. WHEELER 





COL. HARRY D. WEED 


ican Chain & Cable Co., Inc., 
and will continue as its chief 
executive officer. Cyrus N. 


Weed the inventor of the 





CYRUS N. JOHNS 


Weed Tire Chain, has been 
added to the board of direc- 
tors. 

Mr. Wheeler, who succeeds 
Walter B. Lashar retiring 
because of ill health, has been 
president of the company 
since 1946. Prior to that time 
he served as executive vice- 
president and treasurer, and 
has been a director since 
1919. 

Mr. Johns, who has been in 
the employ of the company 
since 1917, was general man- 
ager of the Page Steel and 
Wire Division at Monessen, 
Pa., has been a director since 
1937, and executive vice- 
president since 1946. 








Delta Hardware Names 
New Hardware Buyer 


Ernest C. Flath has been 
made buyer of general and 
heavy hardware for the 
Delta Hardware Co., Es- 
canaba, Mich., succeeding 
Louis J. Nolden, who has 
retired after a 45-year asso- 
ciation with the company. 

Mr. Flath started with the 
company in 1923 as a clerk, 
and was promoted to the 
pricing department, and 
later to the general pur- 
chasing department. He then 
joined the general and heavy 
hardware department, and 
has been Mr. Nolden’s as- 
sistant for the past four 
years, 

Mr. Nolden joined Delta 
Hardware in 1906 as a helper 
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in the warehouse. He pro- 


gressed through the duties 
of shipping clerk, head ship- 
ping clerk, pricing clerk, and 
was then given managership 
of the wholesale order and 
sales department. In 1939, 
Mr. Nolden became a buyer 
in the general hardware de- 
partment, and in 1942 was 
made a director of the com- 
pany. He was named head 
purchasing agent in 1946. 





Nesco Appoints Freund 
Advertising Manager 


William J. Freund has 
been appointed advertising 
manager of Nesco, Inc., 201 
N. Michigan Ave., Chicago 
1, Ill. He was at one time 
general sales manager of the 
Huffman Mfg. Co., Dayton, 
Ohio. 
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Olin Subsidiary Elects 
Officers and Board 

John M. Olin, president of 
Olin Industries, Inc., East 


Alton, Ill., was elected chair- 
man of the board of directors 





JOHN M. OLIN 


of the Ecusta Paper Corp., 
Pisgah Forest, N. C., a sub- 
sidiary of Olin. A new plant 
to manufacture cellophane 1s 
being constructed at the 
Ecusta site, and is scheduled 
to start production in Sep- 
tember. 

John W. Hanes was elected 
president of Ecusta Paper 
Corp.; Thomas M. Word, 
vice-president; N. H. Collis- 
son, vice-president; Philip C. 
Brownell, vice-president and 
secretary; R. G. Deyton, 


treasurer; and Lee M. Bauer, 
assistant secretary. 

Directors of Ecusta are: 
Lee M. Bauer, N. H. Collis- 
son, John W. Hanes, John M. 
Olin, Spencer T. Olin, Fred 
Olsen, Harry H. Straus, Jr., 
E. W. Taft, and Thomas M. 
Word. 

Members of the executive 
committee are: John M. Olin, 
John W. Hanes, Spencer T. 
Olin, first vice-president of 
Olin Industries, and E. W. 
Taft, treasurer of Olin. 





Fairbanks, Morse Opens 
Sixth New Branch Office 


The sixth new sales and 
service office to be completed 
in the present plan of expan- 
sion of Fairbanks, Morse & 
Co., manufacturers at 600 S. 
Michigan Ave., Chicago 5, 
fll., houses the Cleveland, 
Ohio, sales and service branch 
of the company, located at 
3000 W. 117 St., Cleveland. 

The $300,000 structure has 
an area of about 30,000 sq. 


ft., and is of modern design. | 


It includes not only the 
Cleveland branch office, but 
also a modern diesel repair 
shop, completely equipped 
scale shop for repairing and 
rebuilding scales, large ware- 
house, repair parts depart- 
ment and a display floor. * 

Harry E. Brown, a member 
of. the company for more 
than 25 years, is the mana- 
ger. 








Briddell To Allocate 1951 Production 





Chas. D. Briddell, Inc., Crisfield, Md., manufacturer of 





Carvel Hall cutlery, recently held a meeting to allocate pro- 


duction in the East for 1951 on the basis of the 1950 sales 


volume. To assist company sales officials in detailing the 
plan, Robert P. Hussey, eastern division sales manager, 
visited the main office in Crisfield, accompanied by Clarence 
and Alexander B. Hussey, officers of the R. P. Hussey Sales 
Agency, New York City. Shown above are, left to right: 
Clarence Hussey, A. B. Hussey, R. P. Hussey and Tom H 
Briddell, vice-president of Briddell sales and advertising. 
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be your local 


POL 





Y@Syz the Filtron cold water coffee extractor—the newest 
way to delicious coffee—is the newest gift for Brides. 

Stock and demonstrate the Filtron—there's nothing like 
it on the market—cash in on wedding gift advertising in 


House Beautiful—Living—Gourmet. 


remember, hundreds of hardware dealers are tak- 
ing advantage of the growing Filtron demand to increase 
traffic—add a new high discount source of income and build 
prestige and good-will. 


PULON 


check these dealer 


features: 
COLD WATER @ Made from non-shortage 
COFFEE materials 
® Top discounts 
EXTRACTOR : 
@ Easy to demonstrate 
retails af ® Growing demand plus 
$ 50 novelty 
19 @ Complete co-op merchan- 
dising 


slightiy higher west of Rockies 





Ask your jobber for Amplete details 
or write direct to 


1215 W. Fullerton Ave. 
Chicago 14, Illinois 
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Schmidt Elected Head 
of De Laval Separator 


C. B. Schmidt has been 
elected president of the De 
Laval Separator Co., 165 





C, B. SCHMIDT 


Broadway, New York City, 
and George W. Smith was 
named as chairman of the 
board of directors. Re-elected 
to office were E. Gray Mer- 
rill, vice-president, manufac- 
turing; James E. Austin, sec- 
retary and assistant to the 
president; and T. H. Wal- 
worth, treasurer. George C. 
Stoddard, who is retiring as 
president and director after 


30 years of active association 
with the company, will con- 
tinue to serve in an executive 
advisory capacity. 

Mr. Schmidt has been with 
De Laval for 29 years. He 
started with the company as 
a salesman in the New York 
office, after which he was 


transferred to Chicago. He 
became manager of the in- 
dustrial department at Chi- 
subsequently 


cago, serving 






GEORGE W. SMITH 


14 years as general manager 
of the western division. In 
1945 he was recalled to New 
York as vice-president. 


Mr. Smith is also presi- 
dent of the De Laval Steam 
Turbine Co., Trenton, N. J. 





Summer Course Offered 
in Hardware Retailing 


The Retail Hardware 
Training Program, which the 
City College of New York 
gives in cooperation with the 
National Retail Hardware 
Association and 50 manu- 
facturers and industry bu- 
reaus, will..be offered this 
summer in an _ accelerated 
four-week session. It will 
run from July 23 to August 
17. About half of the class 
time is devoted to hardware 
products and the other half 
to the business techniques 
found most successful in up- 
to-date stores. 


Application must be made 
by July 13. Tuition is $85 
and the necessary books will 
cost about $30. Moderate- 
price hotel accommodations 
will be arranged by the Col- 
lege. Address applications 
to Supervisor of Admissions, 
City College Midtown Busi- 
ness Center, 430 W. 50th St., 
New York 19, N. Y. 


Flint & Walling Has 
85th Anniversary 


Flint & Walling Mfg. Co., 
Inc., Kendallville, Ind., is 
celebrating its 85th year as 
a manufacturer of domestic 
and farm water supply equip- 
ment, 

In 1866, founders Simeon 
Flint and David Walling be- 
gan production of wooden 
hand pumps in a small struc- 
ture on the site of the present 
factory. In 1878 Simeon 
Flint invented his Star 
Windmill, and David Walling 
in the same year invented 
and perfected the single-act- 
ing three-way and double- 
acting force pumps, known 
as Hoosier and Fast Mail. 
Expansion throughout the 
years has resulted in today’s 
modern plant occupying eight 
acres of floor space. 

An 85th anniversary com- 
memoration folder is avail- 
able, reproducing pictures of 
the founders from old tin- 
types. Flint & Walling is 
planning an Open House cele- 
bration for Kendallville citi- 
zens, and the company invites 
tradesmen everywhere to 
visit the plant and its per- 
sonnel. 
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ing your profits. 


KantLeak Products ... a proven 
line of brass valves and fittings 
designed in various sizes, {OQ 
shapes and types to meet all < 

requirements. To keep up with | 
demand, Anderson Kantleak © 
Products are being produced in © 
ever increasing volume . j 
lowering your costs...increas- | 


@ KantLleak Valves... designed 















SOHARD screws 





are The Quality Line 





and Wide Size Range. 


wooD 


SHEET METAL 


with solid bottom and packed 
top ... the ideal shut-off for | 
hard to hold fuels. i 
@ Kantleak Tube Fittings . . . 
manufactured true as to 
thread dimensions and size 
to meet the most @xacting 
conditions. 










See your local jobber or write to us for |} 
further information 





ANDERSON BRASS COMPANY 


5306 TWELFTH STREET, DETROIT 8, MICHIGAN 
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SCREWS 
Available in all 
standard head 
styles, materials 
and plated finishes. 


SCREWS 
Range from 0 
Diameter through 
30 Diameter and 
up to 6” in length. 


Contact your nearest jobber or write direct 





THE SOUTHINGTON HDWE. MFG. COMPANY 
Since 1867 


SYolUhatale ticks ham Gelalap 
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Gray .Named to Assist Pail Co., Los Angeles, and 
Nesco President sales manager of a publish- 


: ing company. 
Richard L. Gray has been 

appointed assistant to the 

president of Nesco, Inc., 201 Motorola Appoints New 


Sales Promotion Head 


Edward A. Pecara has been 
appointed sales promotion 
manager of Motorola Inc., 
4545 Augusta Blvd., Chicago 
51, Ill., television, radio and 
electronics manufacturer. 








Cotter Issues Spring 
Consumer Catalog 


Cotter & Co., Chicago 
dealer-owned wholesaler, has 
recently released its 1951 
Spring and Summer roto- 
gravure Consumer Catalog 
for distribution by their 
dealers in their respective 
trading areas. The catalog 

RICHARD L. GRAY contains more than 500 hard- 

ware and houseware items. 

N. Michigan Ave., Chicago 1, A special section is devoted 
Ill., and will be responsible to seasonal spring garden 
for coordinating the firm’s supplies such as garden hose, 
new goods program. lawn mowers, seeds, fertiliz- 

Mr. Gray joined Nesco in ers, miscellaneous garden 
1950, as manager of the tools and sprayers. 
firm’s rubber goods division. Special emphasis is given 
Before joining Nesco, he was to sporting goods, fishing 
general manager of the Plia- tackle, bicycles and wheel 





Cleveland Housewares Holds Dinner-Dance 





The Cleveland Housewares Club held its annual dinner- 
dance at the Hotel Statler, Cleveland, recently. Dinner was 
served, followed by dancing and entertainment. Members of 
the Club, shown above, are: George Miles; Walter Lyons, 
assistant treasurer of the Club; and Harry Pender, of Geo. 
Worthington, Cleveland. 








goods, and many new house- items necessary to have a 
ware items are featured. A good picnic. Also included in 
page is devoted to the latest the book is a selection of 100 
in plastic housewares and to of the more popular tool 
household cleaning supplies, items sold in the hardware 
and there are two color pages stores. The catalog stresses 
of appliances. Another fea- that the customer can shop 
ture is the special picnic either by telephone or by 
goods section showing all the mail. 





Once your customers see a Kimble Glass 
Bar and compare, they buy! 

For Kimble Glass Bars have rounded 
ends and spun-on chrome fittings. Their 
smooth, clear glass and chrome fittings 
protect the sheerest stockings or finest 
towels. 

Better yet, Kimble Glass Bars are 


A GLASS BAR FOR 


2 § 








Kimble Bent-End Glass Bars —!/2" crystal 
or opal glass with strong, modernistic metal 
fittings. 18" and 24" lengths. 





priced to stimulate sales .. . give you a 
generous profit margin. 

Decide today to display Kimble Glass 
Bars on your counters and in windows. 
Order the quality line, made by one of 
the world’s foremost producers of pre- 
cision glassware, from your wholesaler 
or write us direct. 


EVERY PURPOSE= AVAILABLE NOW! 


- 





Kimble Double-Purpose Glass Bars —crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24" long. 

Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 


) 18" long. 


KIMBLE GLASS tore.0 1, ono 


Division of Owens-Illinois Glass Company 
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Heil Names Barclay General Sales Head; 


Other Sales Promotions Announced 
John Barclay has been ap- manager at Hillside, N. J. 


pointed general sales mana- Robert 


ger of The Heil Co., Milwau- 





JOHN BARCLAY 


kee 1, Wis., succeding William 
I. Simons, who has left the 
company. William Schu- 
macher will succeed Mr. 
Barclay as_ district sales 


Miller was named 
sales manager of the road 
machinery division at Kansas 


City, Mo., replacing Henry 
Giles, who will join J. S. 
Inies, Ltd., Heil road ma- 


chinery distributors at To- 
ronto, Canada, as_ general 
manager. Ralph Nitz was 
promoted to Mr. Miller’s 
former position as district 


sales manager at Kansas 
City. 

Mr. Barclay has been with 
the Heil Co. for over 12 


years, first as a sales repre- 
sentative at Seattle, Wash., 
and then as district manager 
at Hillside, N. J. Also a mem- 
ber of the company for 12 
years is Ralph Nitz, who 
started as a service man, ad- 
vancing to sales representa- 
tive in Dallas, Tex., before 
his move to Kansas City. 








Moe Light Elects Day 
To Vice-Presidency 


Harry M. Day, formerly 
vice-president in charge of 
manufacturing at Ekco 
Products Co., Chicago, has 
joined Moe Light, Inc., Fort 
Atkinson, Wis., as_ vice- 
president. Moe Light, Iince., 
manufactures a complete 
line of residential lighting 
fixtures, 





Corning Works Opening 
New Glass Center 


The Centennial of Corning 
Glass Works, Corning, N. Y., 
will be marked on May 19 by 
the opening of the Glass 
Center in Corning, a new 
building providing facilities 
for research and education in 
glass. On May 17, before the 
official opening of the Glass 
Center, a three-day confer- 
ence, sponsored by the Corn- 
ing Glass Works and the 
American Council of Learned 
Societies, of some 100 indus- 
trialists, labor leaders, scien- 
tists and philosophers met in 
the Center to study and dis- 
cuss the general subject of 
“Living in Industrial Civili- 
zaticn.” 

The Glass Center will con- 
tain a glass library of print- 
ed reference material in 
mary languages, and a mu- 
seum of glass objects from 
every field of glassmaking in 
a variety of countries and 
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periods. The Steuben factory 
within the Center has gal- 
leries so that spectators may 
observe at close range the 
various steps of glass pro- 
duction by traditional hand 
methods. 


James M. Brown, III, has 
been named director of the 
Glass Center. 


Joins Dutton-Lainson 
As Advertising Head 


Frank N. Phelps, Jr. has 
joined Dutton-Lainson Co., 
wholesaler and manufac- 
turer of Hastings, Neb., as 
advertising manager for the 
company’s wholesale and fac- 
tory divisions. Mr. Phelps, 
formerly account executive 





FRANK N. PHELPS, JR. 


with W. D. Lyon Co., Cedar 
Rapids, Iowa, has been en- 
gaged in advertising since 
1927. 


Lux Clock Adds Two 
To Sales Force 

Kenneth Clark has_ been 
named representative in the 


Chicago area for Lux Clock 
Mfg. Co., Waterbury 20, 





KENNETH CLARK 


Conn., and Robert E. La- 
Fortune has been appointed 
to cover parts of New Jersey, 
Pennsylvania, Ohio and Illi- 
nois, and the entire states of 
Maryland, Washington, D. C., 
Delaware, Virginia, West 
Virginia and Kentucky. 

Mr. Clark was formerly 
the California representative 
for the Rex Cutlery Corp., 
later acting as the company’s 
agent in Chicago. 











Peerless Pamp Managers Hold 1951 Sales Meeting 





s At the annual meeting of the Peerless Pump Division, Food Machinery & Chemical 
Corp., 301 W. Avenue 26, Los Angeles 31, Calif., the company’s district managers came 
from all over the country to discuss sales plans for the current sales year. Representa- 
tives from the Peerless Pump Works, Indianapolis, as well as the Los Angeles works, plus 
administrative personnel, were also present. Shown above are, left to right: J. F. Van 
Dam, Los Angeles; E. H. Hansen, Fresno; R. F. Foster, Los Angeles; F. D. Widener, Los 
Angeles; R. H. Hull, -Indianapolis, E. H. Lanthorn, Indianapolis; B. A. Tucker, Los 
Angeles; C. C. Cook, Atlanta; W. E. Griffin, Dallas; G. D. Sickert, Indianapolis; F. W. 
McCann, New York; G. F. Twist, FMC vice-president and Peerless division manager; 
C. L. Nickel, Indianapolis; J. C. Bonsall, Los Angeles; J. H. Raths, Indianapolis; V. L. 
Ray, Los Angeles; C. H. Sortor, Fresno; A. F. Barron, Chicago; E. W. Lundy, Los 
Angeles; S. M. Riordan, Los Angeles; J. B. Downie, Los Angeles. 
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FOR HARD OR SOFT WOOD 
Cuts easier—simplified design, no blade-slippage. Chrome 
vanadium steel blades, all chromed body. Quick, accurate 
adjustment; self-clearing lead screw. No. 250: '2°-1'", 
retails $1.89; No. 251: %°-3", retails $2.19. Guaranteed. 


-“Gzuie EXPANSIVE BIT 





NATIONALLY ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. HA-5 
ROBERT H. CLARK COMPANY, Beverly Hills, California © Manufacturers of Fine Precision Cutting Tools 








FOR METAL, WOOD, PLASTICS es 
One Clark Adjustable Hole Cutter replaces several fixed —— 
diameter cutters. High speed steel blade cuts clean, fast oT ce 
holes. Fits drill press, portable drill or hand brace. Easily 
set for any diameter. No. 100: %"-1%", retails $2.95; No. 101: 
1’-2'%", retails $3.95. Guaranteed, +] F] 
4H F | 











REMEMBER THESE 3 FACTS 
THAT COUNT MOST 


VIGORO tus 

BROUGHT HARDWAREMEN MORE 
PROFITS AND GREATER VOLUME 
THAN ANY OTHER PLANT FOOD! 


2 Other Great 
Gardening Aids 





HARDWAREMEN 


D VIGORO is wv 


PREFERRED BY MORE PEOPLE 
THAN ALL OTHER 
BRANDS COMBINED! 


B VIGORO pramanic 


NEW ‘51 “SAND-TEST” AD- 
VERTISING CAMPAIGN MAKES 
IT MORE PROFITABLE THAN 
EVER FOR YOU T0 


FEATURE VIGORO *NOW 





END-O-PEST 
END-O-WEED 


*Vigoro is the trade- 
mark for Swift & 
Company's complete, 
balanced plant food. 














When YouAre Looking 
For a Certain Product 











and only the trade-name is known— 
look in the General Directory Section | 
of the Catalog Directory Number | 
of HARDWARE AGE for that par- | 
ticular trade-name. You will find it 
listed alphabetically under the prod- 


uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- | 
turer who makes it. The address of | 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 


quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 























America’s Fastest Selling 
TOOL CASE 


* Heavy gauge steel construction. 

¢ Four cantilever trays. 

* Electrically welded continuous piano 
hinges. 

Hammer baked enamel 
finish. 

Two side bolts, one cen- 
ter locking hasp. 

Size 18"' x 10/2" x 13". 
Also in 20" and 24" 

sizes. 


SIMONSEN INDUSTRIES INC. 
1410 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 









| 
SELLS FAST...BRINGS 


| 
MORE DOLLAR VOLUME 





the 10 |foot WHITE CHIEF 
BY CARLSON 





Customers want its extra usefulness... 
easy-to-read markings in jet black 
against snow white. Blade is acid-resis- 
tant, wear-resistant and crack-proof... 
changeable in 10 seconds. ..equipped 
with swing tip. The 10-foot White Chief 
is a sales leader. 


All Carlson Rules packed in fast-selling 
display cartons « * « Ask your Jobber. 





Rule produced under 
patents 
2089209, 2510939 








CARLSON & SULLIVAN, INC. 


MONROVIA, CALIFORNIA cARLSON 

















MINEOLA, NEW YORK 





GREAT NECK SAW MFRS., inc. 


ant chisels « 


screw rivers * 


coping sows 
seraten owl 





«.-for the stars in our line 
see your jobber 
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THE DEALER WE’RE 
LOOKING FOR? 


We are looking for a dealer to sell fine selected, pre- 
cision-made hickory tool handles. 


—and you are looking for customers you can satisfy 
and keep satisfied with tool handles of superior quality. 


FLEISCHMANN “Seasoned Hickory” Hanop es fea- 


ture these outstanding advantages: 
Our handles are tough, strong, and unbreakable 


in conditions of regular use. 
warping. 


No bending or 


Manufactured exclusively from Appalachian 
Hickory, the finest in North America. 


Our seasoning treatment adds years of service 
and durability. 


SUPERIOR QUALITY IN A PRECISION-MADE 
PRODUCT ASSURES YOU MORE CUSTOMERS. 








- ee ee eT x Yai 7 


Convince yourself! Write for our price list and for samples. 


| Hines Handle 








Florence Stove Advances 
Manning and Nugent 


James J. Manning has 
been appointed to the newly- 
created position of manager 





JAMES J. MANNING 


of sales, Range 
Florence Stove Co., Gard- 
ner, Mass., and Thomas P. 
Nugent takes over the du- 
ties of New England division 


division, 


manager, succeeding Mr. 
Manning. 
Mr. Manning has _ had 


| wide experience in sales and 








Company 


i brides of the Fleischmann Corporation 
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and advertising manager, Stuart Bowren, 


sales supervisory work 
throughout New England as 
territory salesman, wholesale 
manager, and district sales 
manager for major appli- 


ance distributors. Since 1947, 
he has been New England 
division manager for Flor- 
ence. In his new position as 
manager of sales, Range 
division, Mr. Manning will 
have complete responsibility 
for nation-wide sales of 
Florence. His headquarters 
are at the Gardner office. 
Thomas P. Nugent began 
his career in the major ap- 
pliance field with the Frigid- 
aire Division of General 
Motors, and later was lo- 
cated in Boston as _ sales 
a Philco 
Nugent 


representative for 
Mr. 


distributor. 





THOMAS P. NUGENT 


joined Florence in 1950 as 
a sales representative in the 
Boston area, and in Febru- 
ary of this year was ap- 
pointed New England divi- 
sion promotion manager. 








Firearms Firm Opens Washington Office 





At a sales and advertising meeting of Harrington & Rich- 
ardson Arms Co., Worcester, Mass., at its new executive sales 
offices, Washington, D. C., Harrington & Richardson's sales 


seated center, dis- 


cusses sporting arms and civilian defense products plans with 


regional sales managers Henry Whittemore, standing, 


left, 


Don Coffey, far right, and George J. Chambers, advertising 


counsel, 


far left. 
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Skilsaw Officials Advanced by Board Vote 





Bolton Sullivan, president of Skilsaw, Inc., 39 S. LaSalle 
St., Chicago 3, Ill., manufacturer of portable power tools, 
congratulates associates recently elected to new posts by the 
board of directors. Left to right: Mr. Sullivan; Ralph B. 
Brundrett, formerly comptroller and now treasurer; Edwin 
B. McConville, advanced from vice-president and treasurer 
to the executive vice-presidency; and Paul Watts, previously 
general sales manager, now vice-president in charge of sales. 








Lufkin Rule Announces 
Sales Staff Changes 


G. R. Carpenter, formerly 
sales repfesentative in the 
state of New York for Luf- 
kin Rule Co., Saginaw, Mich., 
has been moved to the New 
York office of the company 
as assistant branch manager. 
John Torell has been named 
to take over the territory 
covered by Mr. Carpenter, 
and Herbert Anthony has 
been appointed to represent 
Lufkin in the western Penn- 
sylvania area, with head- 
quarters in Pittsburgh. 

Mr. Carpenter joined Luf- 
kin 17 years ago, and was 
assigned to field work con- 


tacting schools and_ key 
metal-working industrials 
throughout the east and 


middle west. He later be- 
came sales representative in 
eastern Pennsylvania and 
after the war returned to 
Lufkin as sales representa- 





G. R. CARPENTER 





tive in the New York state 
area. 

Mr. Anthony joined the 
Lufkin company after 12 
years with International 
Harvester Co., Moline, IIL, 





JOHN TORELL 


in its tool and die division. 
He has also served as mill 
supply salesman with Louis 
Hanssen’s Hardware, Dav- 
enport, Iowa. 





Motor Products Elects 
Sales Promotion Head 


Robert A, Gilruth has been 
appointed advertising and 
sales promotion manager of 
the Deepfreeze Appliance Di- 
vision, Motor Products Corp., 
North Chicago, III. 

For the past four years 
Mr, Gilruth has been an ac- 
count executive and copy- 
writer for LeVally, Inc. Prior 
to that he was in copy and 
research with the J. R. Per- 
shall Co. 


17, 1951 
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Roll in that rental income! 
Rugged, precision-built HOLT 
Floor Maintenance Machines 
won't be floored by rough- 
house wear and tear. Keep 
these popular profit-builders 
working for you day after day. 


See 


THE HOLT RENTAL TRIO 





ee 
Holt Streamliner 
Whirlwind 

8 Sander 





| for consistent profits 






These three Hole Machines 
strike overhead — out! Build 
rental leadership in your com- , 
munity with the famous Holt 
line. Start sharing now in Holt 
Floor Machine Rental profits. 
Send in the coupon TODAY 


for complete fhformation. 
Holt Aristocrat 

















Polisher 
nn es - !l—=E>— a ——-tt—tle —— 
| t 
| . | 
| HOLT MANUFACTURING CO. E3 ] 
| 651-681 20th St., Oakland 12, Calif. | 
| Yes! | am interested in HOLT Floor Maintenance Equipment. | 
i Send complete details, also information about the Holt Rental Plan. 
| 
| Name | 

| 
Street —— ee 1 
| City Zone State a 
' 
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Garden Equipment Men 
Ask for NPA Committee 
At a meeting of Garden 


Equipment Manufacturers, at 
Hotel Gibson, Cincinnati, 





GEORGE 8. ACHORN 


Ohio, on April 26th, it was 
decided to petition the NPA 
for the appointment of a 
Garden, Equipment Industry 
Committee. 

George S. Achorn, Buch 
Mfg. Co., was elected chair- 
man of the group, and R. N. 
Bernard, Masters Planter 
Co., was made secretary. 
Others in attendance at the 
meeting were: John J. War- 
so, Lode Star Corp.; B. B. 
Barker, Inland Steel Prod- 
ucts Co.; George D. Tuttle, 
Porcelain Steel Buildings 
Co.; Harold Doellinger, D. M. 
Scott & Co.; William V. 
Davis, Ohio Machine Prod- 
ucts Co.; C. G. Lohr, John H. 
Graham Co.; J. R. Berry and 
W. R. North, Buckeye Incu- 
bator Co.; and W. W. Wea- 
ver and James Weaver, Buch 
Mfg. Co. 





New England Associates 
Name Treasurer 


At the April meeting of the 
New England Hardware As- 
sociates, Friday, April 6, at 
the Beaconsfield Hotel, Brook- 
line, Mass. Thomas F. Duffy 
was appointed — secretary- 
treasurer, succeeding the late 
John E. Pingree. 

The following committees 
were also appointed: activity, 
J. Donald Knight; auditing, 
Ralph H. Tasker, Walter A. 
Coffey, and John W. Stewart; 
membership, Milo D. Jordan, 
chairman, and Joseph F. 
Clement, co-chairman; nomi- 


nating, John E. Wright, 
Walter A. Coffey, Paul F. 
Burke, and J. Edward 
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Healey; publicity, Truman 0. 
Stuart, chairman, and Alton 
W. Healy, co-chairman. 
Joseph A. Broderick of 
Kelco Industries, and Charles 
D. MacPherson of Sterling 
Paint & Varnish were ac- 
cepted as new members. 





A. ©. Smith Promotes 
Donnelly, Wolkenheim 

J. F. Donnelly has been 
named assistant manager of 


the water heater div., A. O. 
Smith Corp., 3533 N. 27th 





J. F. DONNELLY 


St., Milwaukee 1, Wis., man- 
ufacturer of domestic water 


heaters. Mr. Donnelly suc- 
ceeds F. S. Cornell, recently 
assigned as group executive 


S. E. WOLKENHEIM 


over the water heater di- 
vision, Kankakee; the heat- 


ing division, Toledo, and 
the eastern motor division, 
Tipp City, Ohio. _ S. 

Wolkenheim, succeeds Mr. 


Donnelly as marketing direc- 
tor of the water heater di- 
vision. 

Mr. Donnelly joined the 
corporation in 1944 as water 
heater sales manager, and 
became marketing director in 
1946. Mr. Cornell will con- 
tinue as water heater di- 
vision manager. 








os 


Taylor Instrument Co. Observes Centenary 


This year marks the 100th anniversary of Taylor Instru- 


ment Co., 95 Ames St., Rochester |, N. 


Y. Starting in 1851 


as a small partnership for making household thermometers 


and barometers, 


the company has become a multi-million 


dollar corporation manufacturing some 8,000 variations of 


its basic products. 


Although instruments for consumer use 


are the oldest part of the present Taylor line, the largest is 
the industrial instrument division, which began in 1896 with 
the acquisition of a firm making mercury-in-glass industrial 


thermometers. 


In 1905, the first controllers were added to 


the industrial line. The company has branch offices through 
the country, and subsidiary manufacturers in Canada and 


England. 


Shown in the photo are John Thompson, a thermometer 
maker with Taylor Instrument for 65 years, pointing to the 
location of his work bench when first with the company, 
and Raymond E. Olson, vice-president and general manager. 


Yale & Towne Appoints 
Head of Export Sales 


Edward C. Hyland was 
named manager of export 
sales of the Stamford divi- 
sion of The Yale & Towne 
Manufacturing Co., Chrysler 
Bldg., New York City 17. Mr. 
Hyland succeeds Henry C. 
Gebhardt, who is establish- 
ing his own business as 
a manufacturer’s representa- 
tive in Latin America, where 
he will handle, among his 
lines, Yale brand locks, door 





EDWARD C. HYLAND 


closers and builders’ hard- 
ware. 

Mr. Hyland joined Yale & 
Towne in 1940, and prior to 
his present appointment, 
served in the company’s ex- 
port department for 11 years, 
for the past three years as 
assistant export manager. 





W. E. Peterson Becomes 
Hardware Advisor 


William E. Peterson, form- 
erly associated with Shap- 
leigh Hardware Co., whole- 
saler of 900 Spruce St., St. 
Louis 2, Mo., as buyer of 
builders’ hardware and other 
lines, has left the company 
and will open an office in 
June to become an advisor to 
wholesalers, contract hard- 
ware dealers, manufacturers 
and architects wishing infor- 
mation about the marketing 
or specifying of builders’ 
hardware products. 

Mr. Peterson will have his 
office at 408 Security Bldg., 
St. Louis 2, Mo. 





Silex Service Manager 


Alfred N. Jones has been 
appointed service manager 
for The Silex Co., Hartford 
2, Conn. He was formerly 
associated with the Western 
Electric Corp. 
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MARSHALLTOWN 


MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY - 


TROWELS 


MARSHALLTOWN, IOWA 





ATTRACTS 7 
CUSTOMERS;/ . 
QUICKLY... & 


cane 


ALNICO* HANDY 
MAGNET 








> \ This permanent ALNICO Mag- 
SS net picks up nails, paper clips, Na 
bobby pins, tacks, needies,““{<<2 


etc. ealer's Display card : 
= be memes ao 29¢ te 
AGNETO SALES CO. of New York 


“. YY. 
















261 West 54th Street, New York 18, 


| ACE en GIFT SET 


Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime Guarantee 
Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 


7-Pieces beautifully 
packaged in Gift Box 


Order from your Whole- 


saler. $ 
1222 


en Set 5005 
ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 




















You, and your customers, can de- 
pend. on Moore Pushless Picture 
Hangers to hang mirrors, pictures 
and wall decorations SAFELY. 


Ti 


( 
iI 


| 









For lighter wall decorations it's 
Moore Push-Pins. 
Nationally Advertised 


MOORE PUSH-PIN CO. $c. (90° 
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STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 
Made exclusively a ee 


AMERICAN IMPORT CO., San Francisco, California 




















THE MIDWAY away 
a 





8 nonin so 
Auger bits | Midway Mirbrite Bits 
“pregerred by all 


for every 
purpose who want the Gest! 
el 





Standard auger bits 


p aioe bits for 17 sizes (4/;6” to 24/6") 


electric drills 

4h6” to 12/ ” 

is = *Mirror Bright 

Sales Office and Factory 
Melvin, Ohio 











CONTACT YOUR 
JOBBER OR WRITE 


MANUFACTURING CO. 


Chicago 12, Ili 


W.L.W. 


233 N. California Ave., 











FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 








HARDWARE AGE 


Classified Opportunities Dept. 


“'Want Ad" 


ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. Y. 
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HARDWARE BRIEFS 











Arkansas 

Robert Whitecotton has 
been named manager of the 
Hempstead Hardware Co., 
Hope. 
California 

Bartal Hardware, 5439 
Sepulveda Blvd., Culver City, 
has been opened recently. 
Otto R. Bartal, owner and 
manager, formerly owned 


another hardware store at 
218 W. Adams Blvd. 





Indiana 


Edward L. Kokenge has 
become the sole owner of Au- 
burn City Hardware, 8th 
and Main Sts., Auburn. The 
store has been operated as 
a partnership for the past 
11 years by Mr. Kokenge 
and William A. Cooper. 





Smith’s Hardware, S. 
Third St., Terre Haute, has 
added a new service and tele- 
vision department. 


lowa 


Pildis Hardware has 
moved to 814 Sixth Ave., Des 


Reuben Mohr has bought 
the interest of Joe Gares in 
the Farm and Home Store, 
Farmington. Mr. Mohr is in 
partnership with Therman 
McIntosh. 
































Virginia 
H. E. Mottley has pur- 


chased the R. W. Mottley 
Hardware store, Farmville. 





Wisconsin 


Saalsaa Hardware, Argyle, 
recently celebrated its 40th 
anniversary. It is operated 





|by Mr. and Mrs. Ambrose 
| Saalsaa. 
| Daane Hardware, Oost- 


| burg, has observed the 50th 
| anniversary of its founding 
with a two-day open house. 


| Matther Daane is still the 
owner and operator of the 
business. 
Missouri 

Leslie Corbin has _ pur- 
chased the hardware and ap- 
pliance store at Lexington 
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Moines, from 226 Third St. * 
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operated by his brother, Cecil 
Corbin. 


Nebraska 


Lutz Hardware & Imple- 
ment Co. has moved from 
Washington St., Gretna, to a 
new building on Jefferson St. 
Harold J. Lutz is the owner 
of the company. 


New Jersey 


Eric Davis has become ac- 
tive head of Davis Hardware 
Co., 8 Norwood Ave., Long 
Branch. The company, 
founded over 35 years ago by 
Joe Davis, had been operated 
by him up to this time. 


New York 


Bill’s Hardware Store has 
been opened at 239 Buffalo 
Ave., Hamburg, by William 
Altman and Albert Vater. 





Taylor & Baker, Lockport, 
has changed its name to Tay- 
lors. Elwood F. Taylor is 
owner and operator of the 
business, 





North Dakota 


Farmers Hardware Co., 
Bottineau, was completely de- 
stroyed by fire recently. 


Ohio 

Youst-Hunter Hardware 
Store, Winchester, has been 
opened. J. D. Hunter, who 
operates Hunter Hardware, 
Lancaster, and Roy A. Youst, 
who will manage the new 
store, are the owners. 





Harpster & Poulson’s 
Hardware, 411-17 W. High, 
Mt. Vernon, was damaged by 
fire recently. 


Texas 
Carl Nail Hardware, 301 
N. College, Lubbock, has been 


purchased by Ralph Mc- 
Laughlin and William E. 
McLaughlin. The firm is 


now known as McLaughlin 
Hardware. 

C & S Hardware, formerly 
located on Garland Rad., 
White Rock Shopping Cen- 
ter, Dallas, has moved to 334 
Casa Linda Plaza, also in the 
Center. The new building is 
40x106 ft. Owners are W. EF. 
Stone and J. C. Carter. 
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Division Sales Manager 

Named by Roebling's 
Walter Whiting has been 

appointed Chicago district 


sales manager of the elec- 
trical wire division of John 





WALTER WHITING 


A: Roebling’s Sons Co., Tren- 
ton, N. J. 

Mr. Whiting has been as- 
sociated with the Roebling 
Co. since 1929, starting as 
a warehouseman in the Port- 
land branch. The following 
year he was transferred to 
the office staff, and in 1935 
became a salesman in the 
Oregon territory, the posi- 
tion he held until his recent 


appointment. With head- 
quarters in Chicago, the 
sales territory covered by 


Mr. Whiting will be: Wis- 
consin, Minnesota, North 
Dakota, South Dakota, Iowa, 
Nebraska, Kansas, Missouri, 
Illinois, Indiana and part of 
Michigan. 





Paper Box Makers to Get 
Awards at June Meeting 


Approximately 1100 paper 
boxes entered in the 1951 
Set-Up Paper Box Competi- 
tion, manufactured by mem- 
bers of the National Paper 
Box Manufacturers’ Associa- 
tion, will exhibited at the 
33rd annual convention of the 
Association June 3-6, Had- 
don Hall, Atlantic City, N. J. 
First, second and honorable 
mention awards of plaques 
and scrolls will be presented 
to winning manufacturers 
and their customers. 

Among those _ receiving 
first awards. are: Eagle 
Paper Box Mfg. Co., Ince., 
Chicago, for Ekco Products 
Co. (cutlery); The Congress 
Paper Box Co., Inc., Chicago, 
for Tack-L-Tyers (Fly Tying 
Kit); and Cambridge Paper 
Box Co., Cambridge, Mass., 
for House of Campbell (toy 
garage). 


Manufacturers _—receiving 
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second awards include: F. N. 


Burt Co., Inc., Buffalo, N. Y., | 


for American Safety Razor 
Co. (Gem _ Featherweight 


razor set); Oscar Trilsch Co., | 
Whitestone, N. Y., for Me- | 


trology (pinking shears); | 
Grigsby Bros. Paper Box 
Mfrs., Portland, Ore., for 


Leupold Stevens Instruments 
Inc. (sportsman’s compass, 
Adjusto Mount, Hi Power 
converter, compass, hunting 
scope); and Cambridge 
Paper Box Co., for Gillette 
Safety Razor Co. (No. 3 Gil- 
lette Aristocrat). 

Among those given honor- 
able mention was Maryland 
Paper Box Co., Baltimore, 
Md., for Ox Fibre Brush Co. 
(dog’s brush and comb set). 





Hardware Boosters Hold 
Nomination of Officers 


Nomination of William 
Wolfe, The Carborundum 
Co., for the presidency of the 
Hardware Boosters was an- 
nounced at the April 27 
meeting held at Miller’s Res- 
taurant, 144 Fulton St., New 
York City. Other nominees, 
who will be voted upon at the 
May meeting are: Kenneth 
W. Lanyon, The Yale & 
Towne Mfg. Co., first vice- 
president; William W. 
White, Eagle Rule Co., sec- 
ond vice-president; John 
Hirés, Worth Hardware Co., 
treasurer and Daniel Werth, 
Star Expansion Bolt Co., 
secretary. More than 40 
members and guests at- 
tended the meeting which 
was presided over by Robert 
Watson, Stanley Works, 
president. 

In a brief and informal 
talk A. C. Flamman, Hughes, 
Flamman & Simpson, em- 
phasized the need for Ameri- 
can citizens to take a keener 
interest in the activities of 
public officials. 





Hardware Division of 
Jewish Appeal Meets 


The Hardware and House- 
wares Division of the United 
Jewish Appeal held its first 
organizational meeting re- 
cently to discuss the needs of 
the homeless and distressed 
overseas. James L. Wein- 
berg, American Tack Co., 175 
Fifth Ave., New York City 
10, was re-elected as head of 
the hardware  industry’s 
drive. An industry-wide din- 
ner, the campaign climax of 
the season, will be held at the 
Essex House, May 17. 
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THAT GLOW 
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HALLMARK 


* Diamonds individually selected by 
diamond experts. 











* Full-cut center diamonds with 58 facets. 
* Distinctive, heirloom quality settings. 


* Fully guaranteed by Halimark. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Fadden Pump Appoints 
Seven New Agents 


Fadden Pump Co., 740 N. 
Washington Ave., Minne- 
apolis, Minn., manufacturer 
of pumps and water systems, 
has appointed several new 
representatives to handle its 
lines. 

Fred J. Barr Co., 1436A 
Merchandise Mart, Chicago 
54, Ill., will handle sections 
of Indiana; Tim J. McCauley 
& Co., 4080 Vicksburg Ave., 
Detroit 4, Mich., has been as- 
signed to Detroit, the corner 
of Ohio, and part of Indiana; 
and Earl Chadwick, c/o Fred 
C. McGavock, 1516 N. E. 
Schuyler, Portland, Ore., will 
represent the company in 
Washington, Oregon, and 
Idaho. 

Other representatives 
named were W. J. Oberndorf 
Co., 839 Union Commerce 
Bldg., Cleveland, Ohio, to 
cover all of Ohio except the 
corner, Kentucky, and the 
southern part of Indiana, 
and Charles K. Ramond, 1021 
Carondelet Bldg., New Or- 
leans 20, La., who will handle 
Louisiana, Alabama, and 
part of Mississippi. Jra 
Pulaski, Darlington Apts., 
Atlanta, Ga., has been ap- 
pointed to Georgia, North 
and South Carolina, and 
Malcolm E. Reid & Asso- 
ciates, 2011 Cedar Springs 
Ave., Dallas 1, Tex., will 
handle Oklahoma and Texas. 


E. B. Sutton & Co., 121 
Second St., San Francisco, 
Calif., has been appointed 
direct factory representative 
for Eagle Rule Mfg. Corp., 
New York 59, N. Y., to cover 
the states of California, Ore- 


gon, Washington, Idaho, 
Montana, Nevada, and Ari- 
zona. The company main- 
tains additional offices at 


524 E. 4th St., Los Angeles, 
Calif., and at 558 First Ave. 
So., Seattle, Wash. 





Boice-Crane Co., 930 W. 
Central Ave., Toledo, Ohio, 
power tool builders, has ap- 
pointed Del. D. Harader, 
1534 16th Ave. No., Seattle 
2, Wash., as factory rep- 
resentative in Oregon, Wash- 
ington and northern Idaho. 
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Mr. Harder has taken over 
the territory served for 15 
years by Herman E. Fricke, 
manufacturers’ representa- 
tive of Seattle, retiring from 
the power tool field. 


Mr. Harader is also a 
manufacturers’ agent, spe- 
cializing in electric and 


power tools. 


William N. Weiss has been 
appointed sales representa- 
tive for Conroy-Prugh Glass 


Co., Pittsburgh, Pa., in the 
state of Michigan. Mr. Weiss, 
whose showrooms are at 
3130 Chene, Detroit, Mich., 
will handle the full Conroy- 
Prugh line of decorative and 
utility mirrors. 

Grant Overcash has been 
named manufacturers’ repre- 


sentative for Temco, Inc., 
Nashville, Tenn., in the 
areas of Dallas, Houston, 


and San Antonio, Tex. Mr. 


Overcash has headquarters 
in Dallas, and will super- 
vise the distribution of Tem- 
co’s gas heaters, floor fur- 
naces, wall heaters, and 
clothes dryers. 


Kenneth R. Roth, Ashe- 
ville, N. C., has been ap- 
pointed manufacturer’s rep- 
resentative for the R. E. 
Chapin Manufacturing 
Works, Inc., Batavia, N. Y. 

Mr. Roth will represent 
the complete Chapin line of 
hand and tank-type spray- 
ers in Tennessee, Virginia, 
North Carolina, and South 
Carolina. 








R. C. Jansen Named to 
Westfield Sales Staff 


Raymond C. Jansen has 
been appointed to the sales 
staff of the Westfield Mfg. 
Co., Westfield, Mass., makers 
of Columbia bicycles. He will 
cover the metropolitan and 
greater New York territory, 
as well as Westchester, 


northern New Jersey and 
Long Island. 

Mr. Jansen previously sold 
for the Keystone-Haverford 
Co., branch of D. P. Harris 
Hardware Mfg. Co., covering 
the area of southern New Jer- 
sey, south central Pennsyl- 
vania, Baltimore, Washing- 
ton and the eastern shore of 
Maryland. 











New Officers of Alabama Association 





Elected at the annual convention of the Retail Hardware 
Association of Alabama in Mobile, April 24-25, were, left to 
right: president, Jack Callaway, Jax Seed and Hardware Co., 


Ensley; first vice-president, J. 


D. Bell, Bell Hardware Co., 


Clanton; second vice-president, William L. Kline, Watson 
Hardware Co., Flomaton, and Mrs. Euna G. Ramsey, Birming- 
ham, secretary. The executive committee is composed of E. 


L. Wilcoxon, 


Tuskegee, retiring president, Paul Andrews, 


Andrews Hardware Co., Jackson, and Erman L. Crew, Crew 


Hardware Co., Anniston. 


Comprising the board of directors 


are the following three newly elected directors, W. T. Wild, 
Wild Bros. Hardware Co., Evergreen, Fred Dismukes, Wilson 
& Dismukes, Prichard, and Leonard Housell, Housell Hard- 
ware Co., Gordo, who will serve with hold-over directors, A. 


C. Black, A. C. Black Hardware Co., Alexander City; J. Oviatt 


Bowers, J. Oviatt Bowers Co., 


Tuscaloosa, W. N. Boynton, 


Talladega Hardware Co., Talladega; T. A. Carnes, T. A. 
Carnes Hardware Co., Winfield; Guy Coplin, Coplin Hard- 
ware Co., Guntersville, C. R. Cranford, Cranford’s Hardware 
Co., Jasper, Silas Martin, Sr., Martin Hardware Co., Wete- 
umka, and J. F. White, Baker-White Hardware Co., Eufaula. 


General Filters Names 
New Eastern Agents 
General Filters, Inc., 12890 
Westwood Ave., Detroit 23, 
Mich., recently announced 





LEN THOMSON 


the appointment of two new 
eastern representatives. 
Oliver Dobson will cover 
metropolitan New York, Fair- 
field County, Connecticut, and 
the state of New Jersey. Len 
Thomson will be responsible 
for Delaware, Maryland, Vir- 
ginia, West Virginia, the 
District of Colffhbia, and 
both Carolinas. 





Central States Meet 


Central States Hardware 
Club was host to 200 mem- 
bers and their guests at a 
dinner party on Friday, May 
4, 1951, in the Grand Ball- 
room of the LaSalle Hotel, 
Chicago. Frank M. Kauf- 
man, president of Hibbard, 
Spencer, Bartlett & Co. 
spoke to the group on hard- 
ware distribution, and Dr. 
John A. Rogers, executive 
director of the Illinois Divi- 
sion of the American Cancer 
Society, talked on combatting 
cancer. 
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OBITUARIES 








William M. Parrish 


William M. Parrish, 65, 
chairman of the board of di- 
rectors of Keith-Simmons 





WILLIAM M. PARRISH 


Co., Ine., Nashville 1, Tenn., 
died suddenly on April 20, at 
his home in Nashville. 

Mr. Parrish joined Keith- 
Simmons in 1902 as a stock 
room clerk, and successive 
promotions led to the posi- 
tions of disbursement clerk, 
buyer, manager of the indus- 
trial! supply department, and 
manager of the retail stores. 
In 1928 he was elected vice- 
president and general sales 
manager, and became presi- 
dent of the firm in 1935. He 
held this position until 1946, 
when he was made chairman 
of the board. Mr. Parrish 
was also active in the Na- 
tional and Southern Hard- 
ware associations, and served 
on the executive committee 
of the Wholesale Hardware 
associations. He was a mem- 
ber of the Nashville Chamber 
of Commerce, and a member 
of the board of directors of 
the First American National 
Bank. 

Two daughters, three 
brothers and a sister sur- 
vive. 


J. Edward Sullivan 


J. Edward Sullivan, presi- 
dent and treasurer of the 
Austin & Eddy Co., 115 
Broad St., Boston, Mass., 
died on May 6. He had been 
associated with this firm of 
builders’ hardware distribu- 
tors for over 65 years, start- 
ing as an office boy. 

He is survived by two 
nephews, John and Frank 
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Sullivan, both associated 
with him in the business. 





Cc. C. MacBurney 


C. C. MacBurney, 71, first 
salesman of Ekco Products 
Co., 1949 N. Cicero Ave., Chi- 
cago, Ill., died at his home 
in Ocean City, N. J., recently. 
Mr. MacBurney started with 
Ekco in 1913 as a salesman, 
and at the time of his retire- 
ment, was vice-president of 
the firm’s bakery division 
and eastern district sales 
manager, with headquarters 
in Philadelphia. 








Simplified Practice For 
Iron and Steel Roofing 


Printed copies of Simpli- 
fied Practice Recommenda- 
tion 78-50, Iron and Steel 
Roofing, Siding, and Ridge 
Roll, are now available, the 
Commodity Standards Divi- 
sion of the Office of Industry 
and Commerce, U. S. Depart- 
ment of Commerce, reported. 

This recommendation was 
first issued in 1928, and was 
reaffirmed in 1931, 1933, 1934 
and 1937. The current edi- 


tion, which is the first revi- 
sion, provides for producers, 
distributors, users, and others 
concerned, a simplified list of 
lengths, widths, and gages of 
several kinds of iron and 
steel roofing and siding; and 
diameters, girth, lengths, and 
gages of three kinds of ridge 
roll. It covers corrugated, 
V-crimp, drain type, pressed 
standing seam, and roll iron 
and steel roofing, galvanized 
or painted; and plain, cor- 
rugated, and spécially formed 
ridge roll, galvanized or lead 
coated. Corrugated, V-crimp, 
and drain types are used for 
both roofing and siding; roll 
and pressed standing seam 
are used for roofing. 

Printed copies of Simpli- 
fied Practice Recommenda- 
tion 78-50, Iron and Steel 
Roofing, Siding, and Ridge 
Roll, may be obtained from 
the Superintendent of Docu- 
ments, Government Printing 
Office, Washington 25, D. C., 
for 5 cents per copy. 





Fix Reel Service Opened 


The Authorized Fix Reel 
Repair Co., Box 115, Suffern, 
N. Y., has been authorized 
as a repair service station by 
General Products of Engle- 
wood, N. J., for repairs and 
replacements on Fix reels. 


Norton Pike Packaging 
Gets Honorable Mention 


The Norton Pike Co., Lit- 
tleton, N. H., a division of 
Behr-Manning Corp., Troy, 
N. Y., has received honorable 
mention for its Sharp-n-All 
Kit carton by the Folding 
Paper Box Association of 
America. The plaque of 
recognition was presented 
the company at the annual 
carton competition. The car- 
ton was designed and manu- 
factured with the coopera- 
tion of the Behr-Manning 
Corp. and the Federal Car- 
ton Corp. 





1951 National Dog Week 
Scheduled Sept. 23-29 


This year’s observance of 
National Dog Week will be 
held September 23-29, ac- 
cording to Raymond J. Han- 
field, executive secretary, 114 
E. 32nd St., New York City. 

The 1951 theme adopted by 
the National Dog Welfare 
Guild is, “At Your Service 

. All-Ways.” The slogan 
is carried on this year’s 
poster design which features 
famed German Shepherd Rin 
Tin Tin III. These and other 
colorful materials will be 
available for use in connec- 
tion with National Dog Week. 








New Jersey Housewares Club Elects Officers 








The first meeting of the New Jersey Housewares Club, Rm. 605, 790 Broad St., Newark 
2, was held on April 18 at the Hotel Winfield Scott, Elizabeth, N. J., and was attended by 


more than 80 members of the industry throughout the state. This is the first housewares club 


to be formed in New Jersey. 


Shown are officers and directors elected at the organizational meeting on April 10. Left 
to right, seated: Nate Cohen, treasurer, Made in American Store, Westfield; Morris Freed- 
man, second vice-president, Eagle Sales Co.; Harry Hansen, president, Landers, Frary & 
Clark; George Bogie, first vice-president Meyer Bros. Dept. Store; Bob Baumgarten, secre- 
tary, Monarch Electrical Supply Co. Standing, left to right: Earl Groesbeck, P. J. Young 
Dry Goods Store; Sidney Schultz, H. Schultz & Son; Bob Trevarrow, Jr., L. Bamberger & 
Co.; Charles Pyle, W. W. Welch Co.; Jerry Beller, Beller Electric Co., and Bill Nixon, man- 


ufacturers’ representative. 
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Manufacturers Announce Price Policies 


(Continued from page 14) 
ware, Flameware, nursing bottles 
and Double-Tough tumblers. The 
credit covers all goods shipped 60 
days previous to the effective date 
of such price reduction, whether 
or not the ware had been shipped 
to retailers in the meantime. 


Nesco, Inc., Chicago, has an- 
nounced its “Nesco Insurance 
Plan,” effective April 25, which 
will protect its customers against 
rollback by guaranteeing the final 
maximum price established by the 
Government on its products under 
OPS Ceiling Price Order No. 22. 
The policy will apply to all ship- 
ments made between April 25 and 
the date the final price, under 
OPS Order 22 goes into effect. 
The Nesco plan applies to all mer- 
chandise manufactured by its 
housewares, electrical, and stove 
and heater divisions. 


Cory Corp., Chicago, notified all 
its Cory and Nicro distributors on 
May 1 that it will offer pric: pro- 
tection on any products ia the 
lines which may decline in price 


from present levels because of 
any rollback in price that may 
become necessary under CPR-22. 
In any case where the new ceiling 
prices under the order may be 
lower than present prices, Cory 
will accept from its distributors 
a debit memo covering the differ- 
ence between invoice price and 
the new ceiling prices on all ship- 
ments made from April 25 until 
the date of issuance of Cory’s new 
schedule of ceiling prices. The 
company stated it will continue 
to invoice shipments at current 
distributor prices until the new 
price schedules can be prepared, 
filed and distributed. 


Hamilton Mfg. Corp., Columbus, 
Ind., notified its distributors, on 
April 30, that it would reimburse 
customers the amount of price de- 
cline on Cosco products in in- 
ventory on the date of a price roll- 
back, if any, resulting from CPR 
22, up to the maximum number of 
each model shipped between April 
22 and the date of the rollback. 





Wholesale Hardware Sales' 


By Geographic Divisions, for March 1951 





} 
| Percent Change 
| March 1951 vs. 


| Number 

Geographic .- i. March Feb. 
Division Firms* 1950 1951 
UNITED STATES TOTAL...) 377 | +44 +9 

| 

| 
New England....... 18 + 46 3 
Middle Atlantic 90 | +654 10 
East North Central 48 | +43 9 
West North Central... ms 40 +35 + 9 
South Atlantic.... 72 +53 7 
East South Central | 24 +44 16 
West South Central 42 "| +31 6 
Mountain. . 12 +28 + 25 
Pacific...... um | 4 +89 


SALES REPORTED 





CUMULATIVE SALES? 





Amount (Add 000 January- January- 
March March 

March March Feb. 1951 1950 Percent 

1951 1950 195! (Add 000) (Add 000) Change 
$109,977 $76,553 $100,612 | $316,240 $195,891 +61 
1,698 1,164 1,649 5,050 3,114 +62 
16,119 10,459 14,680 45,076 26,485 70 
17,308 12,069 15,860 51,610 31,695 +63 
18,039 13,348 16,581 49,723 32,527 53 
17,546 11,474 16,369 48,669 30,504 60 
7,755 5,386 6,680 21,676 14,055 54 
11,026 8,431 10,417 33,533 23,337 +44 
3,079 2,409 2,465 7,973 5,418 +47 
17,407 11,813 15,911 52,930 28,756 +84 





‘Includes 8 reports received too late to be incorporated in Census Bureau published 


releases. 


? Includes reports received too late for inclusion in previous monthly totals. 
* Number does not apply in all cases to the cumulative figures. 
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Ist Quarter Hardware 
Sales Up $175 Million 


The retail hardware trade sold $175 
million more goods in the first quarter 
of this year than they did last year, 
—$579 million as compared to $404 
million—according to an estimate 
of the Dept. of Commerce. 

March sales, after adjustment for 
seasonal variations, were 7'/2 pct 
lower than February sales, but were 
36 pct greater than sales in March 
1950. 


The adjusted totals follow: 


(add 000,000) 


1951 1950 1949 1948 
Jan. $244 $167 $185 $202 
Feb. 241 168 181 198 


Mar. 223 164 171 196 


708 499 537 596 


Apr. 166 «177-—S—«200 
May aa 176 183 198 
June ’ 189 177 198 
July - 210 177 196 
Aug. 210 165 200 
Sept. 198 168 196 
Oct. ‘ 192 166 191 
Nov. of 191 165 188 
Dec. os 213 173 191 

$2244 $2088 $2354 











Proctor Electric Co., Philadel- 
phia, advised its distributors that 
if CPR 22 results in a lower price 
on any of its products, the com- 
pany would rebate the distributor 
on his inventories as of the effec- 
tive date of the new prices up to 
a maximum of the quantity he had 
purchased between April 25 and 
the effective date. It was also in- 
dicated that distributors were au- 
thorized to make similar arrange- 
ments with their retail accounts. 


Ekco Products Co., Chicago, on 
April 25 predicted a minimum of 
price rollbacks. A company 
spokesman said that because the 
company had so few inereases in 
the past it will probably be per- 
mitted some price boosts under 
the new order but emphasized that 
Ekco will endeavor to “hold the 
price line to our customers as far 
as is humanly possible under the 
new order.” 


Oster Mfg. Co., Racine, Wis., has 
announced that retroactive on all 
shipments, beginning April 25, it 
is guaranteeing against any in- 
creases as a result of CPR 22. The 
guarantee will be in effect until 
final prices under the order are 
in effect. Oster stated it will ac- 
cept a jobber’s debit memorandum 
covering any difference between 
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Hardware Dealers 














For fast turnover, with 
a good prefit, on a small investment, 
you can’t beat these three Indestro 
Red Hot Deals! 

Dealers report this is the easier, better 
way to sell tools. You get only the pick 
of the hottest sellers to offer your 
customers .. . no out-of-date numbers 
...no “shelf-warmers”’ ... every tool 
in REAL DEMAND. Buy any one or two 
or all three—and get the Colorful All- 





Make a profit of $46.37 
on every turnover 


INDESTRO MFG. CORP. 
'N. Kildare At Schubert Chicago 39, Ill. U.S.A. 





5519 


Retails for #39.86 
On Every Turnover 

You Make */3.3/ 

a—_" 


. . FIFTY-SEVEN OF THE HOTTEST SELLING 
Metal Display Boards without extra | 36x opeN-END AND COMBINATION WRENCHES 
charge. Start with Deal No. 1 Today ; rt ; ; 

J pa Simply display the attractive all-metal Tool Board 
and ask for free Bulletin describing which holds the brightly plated and polished, drop- 


the other money-making Hot Deals in forged select steel wrenches, and see how your 
customers go for them. All in popular sizes and no 


full detail. duplications. All identified by name, size, number 
and price. Order this starter No. 1 Deal today. 


GET ALL 3 DEALS FOR ONLY $92.45 18 Box Wrenches %"to 1” 18 Open-End Wrenches 3%" to 1” 


21 Combination Wrenches 7c" to '3/o" 
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the Quali L 


“WOODRUFF KEYS 


«MACHINE KEYS 
“MACHINE RACK 
“TAPER PINS 


“COTTER PINS 
“SPECIAL PARTS 


and other Stanho products 


Bulk or Packaged 


WRITE for CATALOG 


and PRICES 


ORSE NAIL CORP 


NEW BRIGHTON, PA 
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THE FINEST... 
at a far lower price! 


“DUCK BILL” 





PATTERN 
(ILLUSTRATED) 
SIZE LIST PRICE | . 
7 inch $1.50 
10 inch "$1.80; COMPARE 
12% inch evcece $2.30 x BLUE BIRD in 


(inn i | 


b 


















Quality, Finish 
AND PRICE! 


No finer solid drop forged 
snips on the market —.at 
any price! Longer-lasting 
Also a cutting edge, accurately 
Complete line of adjusted, fully guaranteed. 
Straight Pattern Snips 


\ 


\ 


Write for complete catalog. 





» 









Bergman TOOL MFG. CO., INC. 


1573 NIAGARA ST. BUFFALO 13, N. Y. 


Established 1899~Monufacturing Fine Quality Tools Over 50 Years 





















the invoice price and the new ceil- 
ing price on all shipments made 
during the period. 


American Stove Co., St. Louis, 
stated it has a price protection 
policy on its full line of Magic 
Chef domestic cooking ranges, 
commercial equipment and heat- 
ers, in effect from May 1 through 
June 30. The firm’s announcement 
stated that in the event of any 
price reductions it would rebate 
on any products in transit or in 
the jobber or dealer’s unsold in- 
ventory. 


National Pressure Cooker Co., 
Eau Claire, Wis., announced that 
it will protect its accounts on any 
price reductions from May 3 to 
May 28. 


Sunbeam Corp., Chicago, an- 
nounced that should there be any 
reduction on any of its items, it 
will issue a credit to the distribu- 
tor, covering the difference be- 
tween the current price and the 
new price on all shipments of 
those items made between April 
25 and the effective date of the 
order. It will not be necessary for 
the distributor to send a debit 
memorandum as Sunbeam will au- 
tomatically send the credit memo- 
randum. 


Toastmaster Division, McGraw 
Electric Co., Chicago, indicated 
that there will be no change in 
the price of 1B14 Toastmaster 
toaster, but that in the event of 
any reduction of price it will make 
an adjustment on any shipments 





Appliance Production 
Increased 10-20 Pct 


January and February out- 
put of major household appli- 
ances was 10 to 20 pct ahead 
of the total for the same 1950 
months, the Office of Business 
Economics reported in the 
April issue of the Survey of 
Current Business. Refrigera- 
tor output was up almost 10 
pct in the first two months of 
the year. The production of 
electric ranges was at a rate 
almost 20 pct above that of a 
year earlier. Increases were 
much larger in the radio and 
television group. 

Production of consumer dur- 
ables in the first quarter was 
above that in the same quarter 
last year but it failed to touch 
the high level reached in the 
last half of 1950. 











made between April 25 and May 


25. 


Dormeyer Corp., Chicago, an- 
nounced that effective May 1, it 
would protect its customers 
against rollbacks by guaranteeing 
final maximum price established 
under CPR 22. 


Chicago Metallic Mfg. Co., Chi- 
cago, stated that it would guaran- 
tee against any price reductions 
on shipments after April 25, on 
its Bake-King ware. 


Sales Resistance Will Grow 
Predicts Alex Lewyt 


The need for a more aggressive 
selling policy, with emphasis on 
advertising, was stressed by Alex 
M. Lewyt, president of the Lewyt 
Corp., Brooklyn, vacuum cleaner 
manufacturers, in addressing the 
New York Section, American So- 
ciety of Refrigerating Engineers. 
He predicted increasing sales re- 
sistance in coming months, due to 
increased living costs and taxes. 

He said that manufacturers will 
make a serious mistake if they 
think that lower output of con- 
sumer goods will create a demand 
for everything they can produce. 
His company, doubling its adver- 
tising budget for spring, “will 
fight harder than ever for business 
in 1951,” he said. 


Time-Pay Credit Total 
Drops Again in March 


There was a drop of $95 million 
in outstanding instalment credit 
during March, a month in which 
a rise generally occurs, the Fed- 
eral Reserve Board announced. 
This decline compared with de- 
creases of $203 million in January 
and $182 million in February. In- 
stalment credit at the end of 
March totaled $12,980 million. 

Total consumer credit stood at 
$19,375 million at the end of 
March a drop of $161 million from 
February. 

Charge accounts at $3,938 mil- 
lion at the end of the month were 
down $72 million from February. 





Wholesale Hardware Inventories! 
By Geographic Divisions, for March 1951 





| Number 
Geographic of 
Division Firms 

UNITED STATES TOTAL 302 
New England 13 
Middle Atlantic | 68 
East North Central , 43 
West North Central | 35 
South Atlantic. . | 67 
East South Central 19 
West South Central 26 
Mountain 9 
Pacific... . | 22 





End-of-Month Inventories (Cost) 
Percent Change 
March 1951 vs. Amount (Add 000) 

March February March March February 
1950 1951 1951 1950 1951 
+26 +5 $157,994 $149,062 $179,400 
+ 4 4 3,504 3,382 3,353 
+30 -—7 21,482 16,581 23,127 
+35 9 34,488 25 , 567 31,644 
+23 + 9 34,483 28 ,083 31,608 
+29 +4 31,262 24,169 30,091 
+37 + 8 13,938 10, 158 12,887 
+23 7 15,930 12,981 14,829 
+ 1 6 3,176 3,130 2,991 
+19 - 3 29,731 25,011 28,870 








Weeks’ Supply 
Stock-Sales Ratios? of Inventory 
on Hand* 

March March February March March 
1951 1950 1951 1951 1950 
202 231 210 11.9 13.6 
247 345 239 14.6 20.4 
161 193 189 9.5 11.4 
216 226 215 12.8 13.3 
224 248 226 13.2 14.6 
185 220 191 10.9 13.0 
199 216 215 11.8 12.8 
213 226 215 12.6 13.3 
211 267 264 12.5 15.8 
209 257 218 12.3 15.2 











? Includes 6 reports received tuo late to be incorporated in Census Bureau published releases. 


? Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 


* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the 
number of weeks in the month. Sales include direct shipments and consignments business, Weeks’ supply is lower than if based on cost 


of sales from owned stocks. 
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March Chain, Mail Order 
Sales Fell 19°/, From 1950 


Chain store and mail-order sales 
for March totaled $2.7 billion, 
about 19 pet above a year ago, the 
Dept. of Commerce announced. 

While sales in March were up 
from February, the increase was 
somewhat less than usual, in view 
of the early date of Easter this 
year. After allowance for seasonal 
factors and trading day differ- 
ences, March sales were 4 pct 
below February. 

Most lines of chain store trade 
reported declines after seasonal 
adjustment. 

Among the durable-goods group 
a decrease of 12 pct was regis- 
tered by stores selling automotive 
parts and accessories, and one of 
8 pet by lumber and building ma- 
terial and hardware stores. Fur- 
niture store sales were down about 
4 pet. 

For the nondurable-goods groups 
as a whole the February to March 
decline in sales after seasonal ad- 
justment was much less than for 
the durables. 

Decreases of 13 pct were shown 
for department and general mer- 
chandise stores, and 7 pct for mail- 
order business. 


Stove Maker Predicts Less 
Business in 2nd Quarter 


Sales of Florence Stove Co. set 
a new high in the first quarter of 
this year, Robert H. Taylor, presi- 
dent, reported. He expected some 
easing of business in the second 
quarter. Plant operations will be 
down due to the effectiveness of 
restrictions on the use of. steel. 
Mr. Taylor also reported there had 
been some slackening in demand 
for cooking and heating apparatus. 
Defense business in the second 
quarter will not make up for this 
lag, he stated. 


TV Makers Renew Plea for 
Easing of Credit Control 


For the second time officials of 
the Radio-Television Manufactur- 
ers’ Association have appealed to 
the Federal Reserve Board to mod- 
ify or relax Regulation W to stim- 
ulate retail sales of television sets. 
Additional data was submitted to 
board members by Glen McDaniel, 
president, and James D. Secrest, 
general manager of the associa- 
tion, to support their contention 
that the board’s credit regulation 
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| know there's lots more | could do to help you fellers. 
1 know all this National 
Advertising . . . reaching 
3,000,000 readers . . . and 
all this sampling and pro- 
g motion . . . doesn't make 
SS Qo Ambroid Sales come auto- 
if- 3 900 0 matic. 
ea That's why we make Ambroid 
so good in the first place 
. so good that art galleries and museums use 
it . . . so reliable big industrial firms use it in 
making products that are known all around the 
world . . . so good that after a customer tries it 
once, he always comes back to you for more. 
| know even that doesn't take care of everything. 
You still have to put the Ambroid Display Box out 
where folks can see it. You still have to wrap up the 
package. Sometimes you even have to make change. 


There must be a way somehow | can fix that. Got a 
notion for a contraption that almost does it. Not 
perfect yet—but I'm working on it. 


Accept this introductory offer 


Meanwhile, if you haven't been selling Ambroid—let's get 
started. Let me send you—postpaid—one dozen 2 oz. 25¢ 
tubes of Ambroid (retail $3.00). To save bookkeeping, just 
send your check along—$1.80 less 2% —that's $! Te—together 
with your jobber's name. 
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has unduly retarded TV set sales. 

It was stated that some dealers 
have been forced into bankruptcy 
in recent weeks and others are in 
financial difficulties due to large 
inventories and the inability of 
many prospective buyers to meet 
the credit requirements imposed 
by Regulation W. 

The association officials asked 
the Regulation W be modified by 
reducing the required down pay- 
ment from 25 to 15 pct or that 
trade-ins on TV receivers be ap- 
plied against the down payment 
as is allowed in automobile sales. 

Data was submitted which in- 
dicated that installment purchases 
of TV sets have dropped more 
sharply than cash buying since 
present terms of Regulation W 
were made effective last October. 


TV Set Output Drops 
Five Straight Weeks 


Television set output dropped 
for the fifth consecutive week, in 
the week ended April 20, prelimi- 
nary figures announced by the 
Radio-Television Manufacturers’ 
Association disclosed. Output to- 
taled 122,489 sets, compared with 
133,576 in the previous week. Ra- 
dio set output was nearly equal 
to that of the previous week. 


Less Tungsten’ for Tubes 


A substantial cut in the amount 
of tungsten available during July 
and August is to be expected, NPA 
warned its Transmitting and 
Special Purpose Tube Industry 
Advisory Committee. Demands 
are far in excess of anticipated 
supplies. 


Shortage on Known Brand Housewares by Oct. 15 
Is Predicted; Maker Sees No Need for Pessimism Now 


J. W. Alsdorf, president of Cory 
Corp., Chicago, and president of 
the National Housewares Manufac- 
turers Association, has predicted 
that by Oct. 15, retailers and dis- 
tributors in the electric appliance 
and housewares industry will have 
completely forgotten current wor- 
ries and jitters about abnormally 
heavy inventories—and will find 
themselves in a position whereby 
most nationally known brand name 
items of electric housewares will be 
in limited supply. 

He said that pessimistic attitude 
being currently expressed through- 
out retail and distributor trade cir- 
cles is completely temporary and 
unrealistic—and is a normal psy- 
chological reaction to unprecedented 
overbuying on the part of the trade 
—rather than any long term pro- 
jection and appraisal of what is to 
happen to the appliance business in 
the months to come. 

“If retailers, who are worried, 
will examine current consumer buy- 
ing trends,” says Alsdorf, “they'll 
find that increased industrial ac- 
tivity resulting from the present 
military preparedness program has 
already began to reflect itself in 
accelerated consumer purchases and 
that small electric appliances are 
continuing to move off the retail 
counters in quantities exceeding 
the same consumer unit purchases 
during the last few years. 

“True,” says Alsdorf, “the dis- 
tributor and dealer who has en- 
gaged in widespread scare buying 
might not be able to justify current 
inventories on his normal 30-60-or 
90 day stock turngver—but a long 


term realistic analysis of the situa- 
tion will tell him quickly that the 
consumer is continuing to buy more 
than ever before and with produc- 
tion being curtailed, shortages must 
ultimately occur unless the whoie 
international situation and govern- 
mental defense plans take a com- 
plete about face. 


Dept. Store Stocks Index Up; 
Sales Higher in March 


The preliminary index for de- 
partment store stocks for March 
was at 366 (1935-39 average = 
100), seasonally adjusted, the 
Federal Reserve Board reported. 
This was 11 pct above the 349 
reported for February, and a rise 
of 28 pct over the 285 reported for 
March, 1950. 

Sales at 296 department stores 
for March amounted to $348 mil- 
lion, compared with $286 million 
in February and $320 million in 
March, 1950. 

Stocks of these stores at the end 
of the month totaled $1,207 mil- 
lions, compared with $1,094 mil- 
lion at the end of February and 
$920 million in March, 1950. 


More Scissors and Pliers 
Imported From Europe 


April imports from Europe of 
scissors and pliers were reported 
increased, compared with the rate 
for the first quarter. Buying here 
is centered largely on items which 
are unavailable from domestic 
sources. * 





Estimated Sales of Wholesale Hardware Distributors 


By Months 1939 to March 1951 
($000,000 omitted) 








; 1951 1950 1949 1948 1947 1946 1945 1944 1948 1942 1941 1940 1939 
January............ ..... 295 160 184 204 185 120 87 72 59 89 55 44 39 
February......... ames 267 173. 178 207 ~~ 191 126 85 82 64 83 52 41 37 
I i an .... 292 219 222 246 219 141 103 89 73 93 61 49 48 

$-month totals............. 854 552 684 657 695 387 875 243 196 265 168 184 124 
ee. 207 «204. ss256——«éiDk 154 97 85 74 93 74 55 47 
REE eetiptenag 231 206 «=: 283—t—é«é21 159 93 86 71 78 77 57 52 
he ee aS 243 198 237 202 157 92 89 76 80 77 56 51 
RE Ra IER 272 171 227 + # 200 162 89 82 73 73 79 55 45 
hse oe ce wee 324 192 248 204 174 96 91 75 74 82 59 50 
September................ ” 984 213 253 #222 176 97 90 73 73 87 63 60 
en 2988 212 262 254 4214 113 94 76 74 91 71 60 
TE tte ewe oe -8 tS 259 197 241 212 195 108 89 77 58 80 65 54 
I re ae 253 175 212 ~~ «211 185 103 82 75 58 82 67 49 

2918 2352 2896 2543 1963 1168 1031 866 986 897 682 59 


TOMI FOOT. oon coc ciess 





Source: Bureau of Census. 
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Builders Beginning to Feel 
Shortages in Metal Items 


There is an ample supply of 
building materials in most sec- 
tions of the country despite the 
heavy volume of home construc- 
tion but shortages in some metal 
items are beginning to be felt and 
there is a distinct drop in plan- 
ning by speculative builders, 
Oscar R. Kreutz, executive mana- 
ger of the National Savings and 
Loan League, Washington, D. C., 
said in addressing the joint an- 
nual meeting of the Louisiana and 
Mississippi Savings and Loan 
Leagues. 

He said that a nationwide sur- 
vey just completed by his office in- 
dicates that while construction 
credit controls have little bearing 
on the unusually heavy spring vol- 
ume of building, since most of it 
is exempt by reason of prior com- 
mitments for financing made be- 
fore the controls went into effect, 
future building plans are being 
sharply reduced in the low and 
medium price ranges on account 
of these controls. 

While government officials are 
adhering officially to predictions 
of 850,000 new homes this year, 
he said, privately they are expres- 
sing the belief that the total will 
reach the million mark. The first 
quarter showed just under 300,000 
starts, he stated. 


Factory Output Highest 
Since March of 1945 


Industrial production in March 
hit the highest level since May, 
1945 on the Federal Reserve 
Board Index. Output for the 
month was put at 222 pct of the 
1935-39 average. In May, 1945 pro- 
duction was estimated at 225. The 
board said that output was main- 
tained at a high level in early 
April. 

Production in March was one 
point above the February figure. 
Durable goods output, however, 
moved up five points from Febru- 
ary, touching the 276 mark in 
March. 

The board noted that produc- 
tion had increased 3 pct in the 
past six months and was about 20 
pct above the level of a year ago. 

“Overall output of consumer 
durable goods,” the board said, 
“was maintained at advanced lev- 
els in March partly because of 
very high assembly rates for pas- 
senger cars. In April, car produc- 
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This Chapin No. 575 
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Write for Catalog No. 51 gives com 






plete buying information 


3 R. E. CHAPIN mec. works, inc. 


200 CHAPIN ST. BATAVIA, N. Y. 


227 






















tion has decreased to a rate about 
5 pet below average first quarter 
levels; and output of household 
durable goods has apparently also 
been reduced owing in part to de- 
mand influences.” 


Makers Sales Rise But 
Backlogs Are Even Greater 


Sales of all manufacturers in 
March amounted to $24.4 billion, 
compared to $21.8 billion in the 
previous month, the rise being 
greater than seasonal, the Com- 
merce Dept. reported. Sales of 
durable goods industries totaled 
$11.5 billion, as against $9.9 bil- 
lion in February. 

The gain in sales in March did 
not keep pace with new orders. 
Almost $5 billion was added to 
backlogs, the Department said. 
Unfilled orders of all manufactur- 
ers totaled $51.4 billion, compared 
with $46.5 billion in February. 
For durable goods industries, un- 
filled orders amounted to $44 
billion, as against $39.2 billion a 
month earlier. 

New orders of all manufactur- 
ing amounted to $29.3 in March, 
compared with $25.5 billion in 
February. For the durables goods 
industries the totals were $13 bil- 
lion and $12.3 billion in the pre- 
vious month. 

Inventories for all manufactur- 
ing was put at $36.6 billion in 
March, as against $35.8 billion. 
For the durable goods industries 
she total was $17.2 billion and 
$16.7 billion. 





Cost of Living Index 
Hits its Highest Mark 


The cost of living index ad- 
vanced four-tenths of 1 pct be- 
tween Feb. 15 and March 15, 
to set a new high, the Bureau 
of Labor Statistics an- 
nounced. The price index 
touched 184.5 pct, which was 
84.5 pct above the 1935-39 
average. The latest figure was 
exactly the same in the old 
and in revised index series, 
being 8.4 pct above the level 
it was just before the Korean 
war price freeze and 9.6 pct 
above a year ago. 

All major groups of com- 
modities showed increases, the 
largest being reported for 
miscellaneous goods and ser- 
vices. 
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RCA and G.E. Guarantee to Hold Present Prices 
On TV Sets; Emerson Had Made Big Reductions 


Two major producers of TV re- 
ceivers, RCA Victor and General 
Electric Co. have announced that 
they will guarantee their present 
price schedules through the next 


several months. 

This will have a bolstering effect 
on a jittery television trade which 
has been struggling with heavy, 
slow-moving inventories, and a rush 
of dealer price reductions. 

The biggest 
recent weeks was the announce- 
ment by Emerson Radio & Phono- 
graph, that it was cutting the prices 
of its sets $15 to $145, or 9 to 33 
pet, on its entire line of TV re- 
ceivers. Emerson stated that the 
cuts were intended as “an incentive 
to increase television buying.” 

The General Electric Co., on May 
3, announced that it would hold its 
prices on current models at current 
levels for the next four months, 
until Sept. 10. G.E. announced that 
it was making the guarantee as “an 
indication of our continued faith in 
the market immediately ahead.” 


development of 


Arthur A. Brandt, general sales 
manager of the receiver division, 
said, “We believe our receivers 
have the same value in the present 
seasonally-slack market as they did 
at the beginning of the year when 
the industry’s sales were skyrocket- 
ing.” 

Curtailed production will catch up 
with the industry later in the year 
when the full impact of material re- 
restrictions is felt by manufactur- 
ers, Mr. Brandt predicted. 

Earlier, RCA Victor had an- 
nounced that it “plans to hold the 
line” on factory prices for at least 
the next three months, or until 
Aug. 1. It said that distributors 
would be able to extend price guar- 
antees to dealers on future pur- 
chases, thus helping to eliminate 
price uncertainties which have a 
depressing effect on sales. 

RCA will not introduce any new 
models now. This is a change from 
the practice of recent years when 
new models were presented in July 
for the fall and winter season. 





Roofing Contractors Raise Howl to Truman for 
Relief from the Inflated Prices on Nails 


Charging a black market in nails 
which makes them _ unavailable 
except at inflated prices, the 
Northeastern Roofing, Siding and 
Insulating Contrd@tors called on 
President Truman to take immedi- 
ate action to correct the situation. 
The association is said to represent 
100,000 small home improvement 
and maintenance contractors. The 
appeal to the President was made 
in a letter by C. N., Nichols, manag- 
ing director of the association, who 
said that efforts to secure relief 

*from the NPA have been fruitless. 

Contractors, he said, can purchase 

nails in carload lots if they will pay 


$18 to $25 a keg. The usual price is 
$10 to $12, he said. Mr. Nichols 
asked “an investigation of why, 
when actually there is no shortage 
of nails, they still cannot be pur- 
chased in the open market.” 

“The association directors,” he 
also stated in his letter, “have 
found that present emergency regu- 
lations of the Government have not 
solved the problem of getting the 
all-important nails, without which 
maintenance repair and improve- 
ment of homes cannot be carried on. 
True, if a contractor wants to look 
into the black market he can find 
all the nails needed.” 





Good Response to Ad 
On Jobber Distribution 


The Landen Putty Works, Mal- 
den, Mass., reports that it had 
heavy reader response, in the way 
of requests for reprints, to an ad 
which it recently ran in hardware 
publications. The ad chided deal- 
ers who buy direct from manufac- 
turers under the illusion that they 
are making a greater profit. 

Under the heading, “Think This 
Over!” the ad copy pointed out that 
“the jobber has always been an im- 
portant cog in the efficient distribu- 


tion set-up of any industry, giving 
the manufacturer volume business 
at low selling costs, thus keeping 
down your (dealer) costs. 


Among the reasons advanced for 
dealing through jobbers, the ad 
read, “If the present supply situa- 
tion tightens further, you can be 
sure that the jobber with his tre- 
mendously greater buying power 
will get first call on the manufac- 
turer’s production; and it is only 
natural that the jobber will take 
care of the needs of his regular 
customers first.” 


HARDWARE AGE, MAY 17, 1951 








Prices Li 
Oversto 


Prices 
scattere¢ 
ported a 
of over: 
report 0: 
mittee 0 
of Pure! 
found t 
declined 
second 
the sta! 

The p 
there h 
crease | 
this do 
slack i 
Produc 
it was § 
partici] 
which t 

lower : 

The 

new O1 

to hole 

price 

pointes 
mula — 
exorbi 
outsid 

ical m 

Whi 

ing a 

dubioi 

propo: 
terial: 

an im 

priori 

statec 
failur 


Enou 
This 

The 
letic | 
cinna 
the f 


on hi 
1951 


Glid 
ToE 


Ins 
000 « 
the | 
vege 
Cea. 4 
proc 
use 
bear 
ther 
that 
oper 
safe 


HAR 





ral sales 
division, 
receivers 
> present 
they did 
ar when 
‘yrocket- 


catch up 
the year 
erial re- 
ufactur- 


iad an- 
iold the 
at least 
r until 
ibutors 
e guar- 
‘e pur- 
minate 
have a 


ly new 
e from 

when 
n July 
2. 


‘ice is 
ichols 
why, 
rtage 
pur- 


‘have 
regu- 
2 not 
' the 
hich 
“ove- 
1 on. 
look 
find 


ring 
1eSs 
ing 


for 
ad 
ua- 





re- 
ver 
ac- 
ily 
ke 
ar 







Prices Leveling Off as 
Overstocks Are Reduced 


Prices are leveling off and some 
scattered declines have been re- 
ported as a result of liquidation 
of overstocks, according to the 
report of the business survey com- 
mittee of the National Association 
of Purchasing Agents. The report 
found that new business volume 
declined during April for the 
second consecutive month since 
the start of the Korean war. 

The purchasing agents said that 
there has been an appreciable in- 
crease in defense orders but that 
this does not compensate for the 
slack in new civilian business. 
Production has slowed somewhat, 
it was stated, with 17 pct of those 
participating in the survey on 
which the study is based reporting 
lower activity for the month. 

The purchasers expected the 
new OPS price regulation formula 
to hold back many contemplated 
price advances. The survey 
pointed out, however, that for- 
mula controls do not reach the 
exorbitant prices in the gray and 
outside markets for several crit- 
ical materials. 

While the majority of purchas- 
ing agents were inclined to be 
dubious of fast results from the 
proposed open-end Controlled Ma- 
terials Plan, the majority felt it 
an improvement over the present 


priority system which it was 
stated, was showing signs of 
failure. 


Enough Horsehide for 
This Year's Baseballs 


The Draper-Maynard Co., ath- 
letic goods manufacturers, of Cin- 
cinnati, O., has announced that 
the firm has sufficient horsehide 
on hand for baseballs during the 
1951 season. 


Glidden Building Plant 
To Extract Linseed Oil 


Installation of a new type $250,- 
000 extraction plant will increase 
the output of linseed oil at the 
vegetable oil plant of the Glidden 
Co. at Buena Park, Cal. The new 
process will make it possible to 
use the equipment for various oil 
bearing seeds, it was stated. Fur- 
ther advantage is seen in the fact 
that the new process is an outdoor 
operation, which provides greater 
safety. 
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Here is a new tool that hand - small | 
shops and service men buy on si A drop | 
forged, heat treated, alloy stee eor and | 
wheel puller . . . that makes tough obs easy 
: every household can afford. 

“No. CD-70 Counter Display Carton carries 6 | 
individually boxed No. oe x 3 Pullers (Dia. 
52°’; Reach 3''; Screw '/2"' pe 

On your counter or in ae. = this dis- 
pa | carton will bring you extra sales and 


"Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO. 
5348 Northwest Highway, CHICAGO 30, U.S.A 


Price and Priority 
Digest 


accurate reports on 











For fast, 
latest developments in OPS 
price ceilings, and how they af- 
don’t 
miss reading the PRICE AND 
PRIORITY DIGEST which appears 
in every issue of HARDWARE | | 
AGE. This 
helps thousands of dealers keep 


fect hardware dealers, 


popular feature | | 
up with the changing picture 
in Washington. It contains in- 
formation written exclusively 
for hardware dealers and which 
is obtainable no place else. 
Check the contents of this issue 
on page 5 for the page num- 
ber of this valuable service to | | 


the hardware trade. 
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Glass Insurance Rate 
Increased in 20 States 


An increase in glass insurance 
rates averaging 5.3 pet has been 
put in effect in 20 states and the 
District of Columbia, the National 
Bureau of Casualty Underwriters 
announced. The increase in re- 
placement costs caused the rate 
rise. The states involved are Ari- 
zona, Connecticut, Florida, Iowa, 
Kentucky, Michigan, Minnesota, 
Missouri, Montana, Nebraska, New 
Hampshire, New Mexico, Ohio, 
Oregon, Pennsylvania, Tennessee, 
Vermont, Virginia, West Virginia 
and Wisconsin. An increase in 
Texas rates was to be announced 
by the Board of Insurance Com- 
missioners. 


Refrigerator Sales Slump 
Reflected in Dealer Orders 


A slump in retail buying of re- 
frigerators is reported to have re- 
duced orders by home furnishing 
stores to a low level. However, 
buyers were said to be still plac- 
ing orders on a few leading brand 
refrigerators, retail sales of which 
were described as satsifactory. 


Corning Converts New Plant 


The new Albion, Mich. plant of 
Corning Glass Works, which man- 
ufactures glass bulbs in which tel- 
evision tubes are enclosed, is con- 
verting its equipment to manufac- 
ture of sealed beam headlights and 
glass bulbs for electronic equip- 
ment and incandescent lights. The 
change was due to the drop in de- 
mand for TV tubes. 





‘Terrific’ Selling Job 
Needed on Refrigerators 


Edward R. Taylor, general 
sales manager of Hotpoint, 
Inc., speaking at a meeting 
of distributors in Chicago, 
opening the company’s 1951 
retail sales program, esti- 
mated the present refrigera- 
tor inventories in the hands 
of factories, distributors and 
dealers at about 2,500,000 
units. About 5,000,000 refrig- 
erators will be produced this 
year, lifting the number avail- 
able this year to 7,500,000. 

Last year was the biggest 
in the industry with refrig- 
erator sales of between 6 and 
7 million, “indicating that re- 
tail selling faces a_ terrific 
job,” Mr. Taylor added. 











Ekco Sales Ran Way Ahead 
Of Last Year in Ist Quarter 


Sales of Ekco Products Co. in 
the United States and Canada in 
the first quarter have been running 
at a record level, Arthur Keating, 
chairman, said at the annual meet- 
ing. Total for the first three months 
of this year was $10,300,000, com- 
pared with $6,800,000 in the same 
period of 1950. The company, which 
has a backlog of war orders amount- 
ing to $9,280,000, is adding 100,000 
sq. ft. of floor space in plants in 
Chicago and Massilon, O. This ad- 
ditional space, Mr. Keating said, 
would probably enable the company 
to continue production of civilian 
items at a high level. 





Packaging Industry Optimists About Supply 
Of Most Materials for the Present Time 


Conservation of packaging ma- 
terial by discovering methods to 
make supplies go further and by 
refusing more supplies was urged 
at the National Packaging Exposi- 
tion at Atlantic City, sponsored 
by the American Management As- 
sociation. Optimism was general 
at the meeting on the outlook for 


glass containers, paper board, 
wood, adhesives, closures and 
plastic films, except aluminum, 


polyethylene and pliofilm. 

An increase in production of 
glass containers during the spring 
and summer was forecast by Vic- 
tor L. Hall, general manager, Glass 
Container Manufacturers’ Insti- 


tute. He said the industry entered 
» 


the emergency with a substantial 
cushion of unused capacity. 

Al B. Clunan, Chief, Plastic 
Container Section, Container Divi- 
sion, NPA, stated that due to the 
restriction on the use of natural 
rubber no further expansion pro- 
gram is contemplated for pliofilm. 
He anticipated more capacity for 
the production of Cellophane by 
the end of the year. The poundage 
of Cellophane is the largest of all 
the transparent films. 

Metal closures, with the excep- 
tion of aluminum, should be in 
good supply this year, said Gordon 
M. Shimer, purchasing agent, con- 
tainer materials, E. R. Squibb & 
Sons, Inc., New York. 
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Nearly as Many Washers Sold 
in First Quarter at Plants 


Factory sales of standard-size 
household washers in March showed 
an unexpected advance over Febru- 
ary but the quarter ended behind 
the first three months of 1950, ac- 
cording to industry-wide figures 
announced by the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Washer sales in March totaled 
368,455 units, 7.9 pct ahead of the 
preceding month’and 13 pct less 
than in March, 1950. Washer sales 
for the quarter aggregated 1,030,- 
875 units, compared to 1,042,345 in 
the opening quarter of 1950, down 
1.1 pet, and 13.9 pet off from 
1,196,901 in the closing quarter 
last year. 

Automatic tumbler dryers sold 
in March totaled 44,020, up 19.5 
pet from February and 62.3 pct 
more than in March, 1950. Dryer 
sales in the quarter amounted to 
70.8 pet more than in the first quar- 
ter of 1950 and 20.2 pct above the 
last quarter of last year. 


RCA Gets Steel to Resume 
TV Output After Shutdown 


RCA Victor Division of the Ra- 
dio Corporation of America, which 
on April 23 announced a complete 
shutdown of television receiver 
manufacturing and some radio 
production for one week, in order 
to comply with government regu- 
lations on critical materials, was 
able to resume operations April 
26 when the NPA granted the com- 
pany’s application for adjustment 
of limitations on the use of steel 
in television receiver production. 
The shutdown involved a layoff 
of 5800 employees. 


More Tracy Cabinets Now 
Being Sold by Dealers 


Sales of Tracy Mfg. Co., makers 
of cabinet sinks and kitchen cab- 
inets, have set new highs for the 
third consecutive month, it was 
announced by Edgewater Steel 
Co,. Pittsburgh, which took over 
Tracy at the beginning of the year. 

Before 1951 a heavy proportion 
of the company’s production had 
been committed to large building 
projects, housing developments 
and apartments. Now the bulk of 
the company’s production is being 
diverted into channels of estab- 
lished distributor - dealer outlets. 

(Resume reading on page 15) 
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3 BIG REASONS WHY 
THERE’S SUCH DEMAND 


FOR GREENLEE CHISELS 



















HANDSOME, TOUGH 
PLASTIC HANDLES 
that withstand the sever- 
est hammering. 
Attractive green 
transparent plastic... 
weather-resistant ... 
safe from flash fire. 
Special hand-fitting 


FINE-CUTTING, DURABLE 
EDGES for long-time, 
accurate performance 
on a wide variety 

of work. The blade 
of every GREENLEB 
Chisel is of 
special-analysis, 


high-grade design makes it 
steel . . . expertly extra casy to guide 
formed and and hold blade 


heat treated... 
highly polished. 
And then carefully 
inspected for top 
quality throughout. 


exactly where 
wanted. Just 

the kind of fine tool 
making you can always 
expect from GREENLEE. 








a 





PLASTIC-SEALED When you sell Greenvee, you 
FOR PROTECTION 
From factory to your 
customers, this 

heavy protective coating 
shields GrEgNLEE 
blades . . . protects 
them from shipping 
and handling damage, 
seashore and other 
humid conditions. 
Eliminates costly 
stock mainte- 
nance for you 

... keeps your chisel 
inventory in perfect # 
shape . . . brings 
full value to the user. 


GREENLEE 


can be sure you're selling top 
quality always. Write today for 
complete information on 
Greenuee Chisels and these other 
high-quality tools: Auger Bits, 
Expansive Bits, Car Bits, 





Gouges, Draw Knives, Turning 
Tools, Spiral Screw Drivers, 
Automatic Push Drills and many 
more. Ask for 

new Hand Tool Quick 


Reference File. 











STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL Om 1805 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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Whether Production FLOWS or SLOWS 
Keep Your Hardware Trade 


“Lines of Communication” Open 


Sifted Ques gi 


HATEVER conditions obtain in the year ahead 
— a limited defense economy or that of a major 
war — one fact is certain, manufacturers will experience 
a sellers’ market with its attendant problems. Since hard- 
ware merchants must have goods to sell, both wholesalers 
and retailers will again scour the highways and byways 





seeking new and additional suppliers. 

Experience, within the last decade, has proved it is 
wise for manufacturers to protect their normal distribu- 
tion channels against the damaging effects of dislocation 
caused by emergency government control. They must 
maintain their trade relations even when product flow 
becomes a trickle and salesmen contacts are reduced. 

A tried and tested way to help you “keep your lines 
of communication open” is through the Annual Catalog 
& Directory Number of HARDWARE AGE — a 29 year old 
“Hardware Buyer Habit” when looking for sources of 
supply. When it counts the most, you will profit by an 
adequate cataloging of your products in the 1951 edition 
of HARDWARE AGE Catalog & Directory Number — the 
“Who Makes It?” issue to be published July 26, 1951. 

The 40,000 copies of this established buying guide 
will practically saturate the hardware market. Thus, you 








HIGWNY ANOLIZNIO GUB SO1HLH) 







oe: will be assured of keeping your company and its prod- 
ucts identified, in the place the hardware trade expects 
to find such data when they need it. 


ff we Plan now for an adequate catalog type advertisement 
fy in the pages of this issue. Considering the long life of 

VOL. RESERVE this book, its thorough coverage of the trade and its 
SPACE NO W 4 intensive use throughout the year, the cost of an adequate 

168 ¢ condensed catalog representation makes this issue the 


no. y 4 ce he “advertising buy of the year.” 
















LAST FORMS CLOSE JUNE 8 LRA W 0 


Same Kates as Reg War “THE HARDWARE DEALERS’ MAGAZINE” 
HAROWARE AGE p oan A Chilton (Y) Publication Charter Q Member 


1OQQEAST 42nd STREET NEW woe 17, N.Y: 
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PLAS-T-CAP 


AMERICA’S OUTSTANDING 
taume tack VALUE 


TACK LIFTER Im EVERY PACKAGE 
21 DECORATOR COLORS 


SAFE NO MORE BROKEN FINGER NAILS 
PIN WILL NOT PRESS THRU HEAD 


Yun ONE DOZEN PACKAGE 
FOUR DOZEN DISPLAY UNIT 
NATIONALLY ADVERTISED 
3 FAST SELLING STYLES 


AMERICA’S LARGEST THUMB TACK MFG 


SHELTON 


SINCE 1836 





co. 


SHELTON, CONN 











FINGER GRIP ADJUSTABLE CLIP 


HOLDERS 


Now with ‘silent salesman’ 


“Park” things where 
you want them... 


display card at- 


tached for quick, profitable sales. Holds 6 arti- 
cles. Adjusts in a jiffy to any size up to 14” 


dia. 
long, %” 


Clips are nickel plated. 
thick. Ready to hang! 


See your Jobber 


Hardwood 15” 





ARTHUR I. PLATT & CO. 
FAIRFIELD, CONNECTICUT 





EASILY! 





e Shops 

e Kitchens 

e Cupboards 

e Closets k 
e Etc. t 








@ CHEAPER THAN TURPENTINE 





s 


‘ee eeoeee8e8t 8 @ @ @ 


NEW Scientifically °* 


Compounded e 


PAINT THINNER. 


7 . 
. FOR USE IN ALL PAINTS—INSIDE OR OUTSIDE e 
e Drums (55 Gal.) 65¢ Gal. | Quarts 24¢ Qt. “ 
e > Gallon Cans.. 75¢Gal. | Pints 15¢Pint , 
1 Gallon Cans 80¢ Gal. | 4 Oz. Bottles. 96¢ Doz. : 
Prices Delivered East of Mississippi River Bottles e 
. USE TO THIN: 
. 1—Paints 6—Good for ° 
7 2—V arnishes cleaning . 
e 3—Synthetic Wood, - 
Enamels Metals, 
e 4—Auto-Brush- Cements 
ing Enamels 7—Dry-Cleaning 
54 5—Use as a Clothes ° 
e grease remover e 
*SPESCO 1744 N. W. Ist Ave., Miami 36, Fla. ° 
“WORLD'S LARGEST PAINT MANUFACTURER" ° 
ecoeoeoeveveevt7e7 te eeveeee*7e eee eee & @& 


OLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 
profits to you. 

Sells on sight from 
counter display cartons. 


self - selling 


See your jobber or write 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, O 








—- 








MACHINE BOLTS 


DIAMOND EXPANSION BOLT CO., 







by EXPANSION 
DIAMOND 2b 


lel 
af Soy “il 
bd 





Fer 
LAG SCREWS 





For HOLD AS LONG AS THE WALL LASTS 


- ASK FOR CATALOG 
INC. 


DEPT. H.A. © GARWOOD,N. J. 











Bewildered ?? 


... then read. 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand _re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 








LEATHER AND SADDLE SOAP 


Sells 
Readily 


For 


Many 


Uses 


Cleans ond preserves ALL kinds of leather, 
except suede. Imparts a soft fine finish. 5 o2., 
12 oz., and 5 Ib. cans. If your Jobber cannot 
supply—contact us 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn, N. Y. 














CHROME 
NIPPLES 
Vg" to 4" sizes 
Vg" and !/2" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, inc. 


1455 Spring Garden Ave., Pittsburgh 12, Pa 
7h 





Boll 
Type 


METAL FLOATS 


3" to 12" diameter 
ball floats of cop- 
per or stainless 
steel for open 
tank to I50# 
pressure in stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 



























@ EASIER TO USE 
#LASTS LONGER 
WCLEANS BETTER 


a 


SUNSHINE 


REG. US. PAT. OFF. 


FRENCH PROCESS ASK YOUR JOBBER 
CHAMOIS Wace 
ewine Oh tae | DOUBLE DUTY CHAMOIS 
mace musa | DOUBLE VALUE TO THE 








7 oousle oury CONSUMER 


call 
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HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 
"CHA IR S IMMEDIATE 

bd DELIVERY! ° 
° All types, wood and e 
. steel in stock. ° 
° Also Folding Tables e 
e State requirements! e 
bd Charch bd 
e pe anein WRITE . 
e a = ote. prices ° 
oe ” 
ADIRONDACK CHAIR CO. 1 aay ° 
ee@eeee2ne9e7#ee?8e8e8e8 @ eee e 
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Classified Opportunities Section 





C 





Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additional word.......... 10 


Positions Wanted 
Raney set solid, maximum, 


ged 


Allow Seven Words for Keyed Address 
or Your Address 





5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


sufficient postage for remailing. 
No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Accounts Wanted 


Accounts Wanted 








NEW REPAIR KIT OFFERED 


REPRESENTATIVES: Sell to Jobbers & Mill Supply. 

Market tested RIVET-KRAFT Kit of Clineher Tools, 
popular sizes of tubular Rivets, Washers to fit, and 
Instructions. Attractive carton. Used by repairmen & 
craftsmen in many, many fields. Long dissount for 
Dealers. Please define your market. 


LLOYD'S CRAFTLINES 
921-H5 East Cedar Avenue BURBANK, California 


SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue, Miami 38, Florida 











OPPORTUNITY?? 
WE HAVE IT?! 


Full line industrial and household brushes for 


housewares, hardware, restaurant and hotel 
supply and automotive supply jobbers. All 
Sou , Western and Central States open. 


Wri tating qualifications to 
Box A 134, care of HARDWARE AGE 
100 E. 42nd Street, N. Y. 17, N. Y. 











WANTED SALESMEN SELLING THE 
WHOLESALE, chain and large retail trade in 
the metropolitan areas to sell toy and wooden- 
ware specialties, Commission Basis. Short line 
but made and priced right. Also some territories 
open for salesmen selling the retail hardware and 
department store trade. Address Box A-154, care 
of Harpware Acr, 100 East 42nd Street, New 
York 17, N. Y. 


OLD-ESTABLISHED IMPORT HOUSE OF 
Hand Tools, Hardware, Cutlery, Plumbing Sup- 
plies, etc., keeping large duty-paid stock in USA, 
requires commission agents well-introduced with 
the hardware wholesale trade for New England, 


Southern, Northwestern States. Applications 
should state exact territory covered. Address 
Box A-143, care of eres Ace, 100 East 


42nd Street, New York 17, N. 





SALESMEN WANTED: TO SELL COM- 
PLETE line of plumbing goods to the retail hard- 
ware trade, plumbers and lumber yards. Many 
choice protected territories open. Commission. 
Address Box A-138, care of Harpwarr AGE, 100 
East 42nd Street, New York 17, N. Y. 





WANTED: Manufacturer’s Representative call- 
ing on hardware dealers in metropolitan Chicago 
to sell nationally advertised range-refrigerator 
and small refrigerator line. If you can’t do a 
hard, aggressive selling job, don’t waste your 
time and ours, Call for appointment. General 
Air Conditioning Corp., Franklin 2-4944. 





PROFITABLE, EXCLUSIVE TERRITORIES 
OPEN on Septifeed—a new, patented product 
guaranteed to eliminate costly digging up and 
pumping out of Septic Tanks, Cesspools, Seepage 
Pools. Nothing like it on the market. Perfect for 
hardware trade. Write The Septifeed Corporation, 
Chambersburg, Penna. 





PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm, Sell to Hardware Stores and Plumbing 


Contractors, Choice (protected) territories open. 
Commission. Replies confidential. Address Box 
A-99, care 100 East 42nd 


of Harpware AGE, 
Street, New York 17, N. Y. 
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NEW LINES WANTED 


Importer selling all Hardware and Department 

in Puerto Rico, and who handles the products of 
numerous, well-known American national manufae- 
turers, wants additional general hardware lines on a 
commission or wholesale basis. Puerto Rico is one of 
the best import markets for American products. 


Address Box A-79, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Stores 











MANUFACTURING | REPRESENTATIVES 
CALIFORNIA, OREGON "AND WASHINGTON 


WHOLESALE HARDWARE, MILL SUPPLY AND 
SPORTING GOODS JOBBERS 


Address Box A-125, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











NATIONAL DISTRIBUTORS 

Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 

Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














MISSOURI SALES REPRESENTATIVE 
DESIRES TWO quality non-competing lines 
marketed through Hardware Jobbers. Willing to 
carry stock—Manufacturers to invoice. Young— 
successful—experienced—veteran and draft ex- 
empt. Address Box A-146, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE, 
HAVE ESTABLISHED FOLLOWING of both 


jobbers, hardware dealers and building supply 
companies. Would like to add new lines direct 
from manufacturer due to shortage of many 


items. [ cover thoroughly Alabama and Georgia. 
Best of references furnished. Address Box A- 
147, care of Harpware Ace, 100 East 42nd 
Street, New York 17, a 


MANUFACTURERS’ AGENTS DESIRE 
HARDWARE SPECIALTIES for Metropolitan 
New York, Northern New Jersey. Well estab- 
lished. Have excellent following among Lumber 
Yards, Hardware Dealers and Kitchen cabinet 
manufacturers. Have warehouse and _ packing 
facilities. Commission basis, Address Box A-137, 
care of Harnware Ace, 100 East 42nd Street, 
New York 17, B® Y 


MANUFACTURERS ATTENTION. 
PROVEN SALES AND MERCHANDISING 
record available. Established Manufacturers Rep- 
resentative seeks 1 additional line for Metro, 

- Y. Will consider only substantial offering. 
You will be assured of intensive coverage to 
jobbers, syndicates and chains. Address Box - 
153, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. 

SALESMAN WITH FINE SELLING | REC. 
ORD covering Metropolitan New York and _sur- 
rounding states, contacting the wholesale hard- 
ware, housewares, novelty trades and major 
retailers for the past twenty years, offers his 
services to well-rated manufacturer of substantial 
competitive line. No objection to strictly com- 
mission basis. Address Box A-156, care of Harp- 
Sa Acz, 100 East 42nd Street, New York 17, 





MANUFACTURER’S REPRESENTATIVE 
OF BUILDERS’ and CABINET hardware cov- 
ering New York, New Jersey, Eastern Pennsyl- 
vania and Connecticut, seeks additional line, Ad- 
dress Box A-152, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


WESTERN CANADA. MANUFACTURERS, 
WE ARE OPEN to accept one or two major 
lines on Commission Basis, Hardware, Electrical 
or Automotive. We sell to Jobbers only. Our 
D-B rating is B-1. James B. Carter Limited, Est. 
1920, Winnipeg, Canada. 





MANUFACTURERS’ AGENT desires suit- 
able lines for wholesale hardware, paint and 
building supply jobbers. Southern territory of 
Louisiana, Mississippi, Alabama, Eastern Texas 
and Southern Tenn., imited warehouse space 
available. Address: J. Preston Perilloux, Jr., 
529 Iberville St., New Orleans 16, La. 





SALES REPRESENTATIVE WANTS AD- 
DITIONAL LINES for state of Mississippi and 
Alabama, Have nice following among hardware 
dealers, lumber yards and building supply deal- 
ers, Inquiries from Manufacturers of quality 
lines invited. Address Box A-135, care of Hakp- 
a 3 AcE, 100 East 42nd Street, New York 17, 





MANUFACTURERS’ REPRESENTATIVE 
established in Texas, Oklahoma, Arkansas and 
Louisiana, with following of Wholesale Hardware, 
General Merchandise and Chain Accounts desires 
additional line. Excellent references. Will give 
accurate and complete coverage. Address Box 
A-136, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





Help Wanted 











MANUFACTURERS SALES ASSISTANT 


with considerable experience and good con- 
nections and who is willing to hustle to pro- 
duce high sales volume, by a nationally known 
and old established Builders Hardware, Pad 
lock and Night Latch manufacturer. 


Address Box A-150, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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first letter. Address Box A-131, care of Ha®D | side position, future. Lead to sales. Will relo 
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ee _ c New York City for the Export trade. S N Y 7, 
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a complete con dence. Address Box A-102, care of concen 21 N.W. 36th St., MIAMI, FLA. 


Harpware Acz, 100 East 42nd Street, New York 
ay as Oe 





NTION. 
NDISING 
irers Rep- 
rr Metro, 
offering. 
verage to 
s Box A- 
ast 42nd 


YG REC. 
and sur- 
ale hard- 
d major 
ffers his 
ubstantia! 
‘tly com- 
of Harp. 
York 17, 


TATIVE 
yvare cov- 

Pennsy]- 
ine. Ad- 
AGE, 100 


URERS, 
‘© Major 
clectrical 
ly. Our 
ted, Est. 


es suit- 
int and 
itory of 
1 Texas 
¢ space 
ux, Jr., 





‘S_ AD- 
ppi and 
ardware 
ly deal- 
quality 
f Harp- 
ork 17, 





ATIVE 
as and 
rdware, 
desires 
ill give 
ss Box 
t 42nd 





ANT 


pro- 
nown 
Pad- 


E 





1951 








SALES MANAGER, EXPERIENCED IN 
HAND TOOLS, hardware and cutlery, wanted 
for import and sales department of old-estab- 
lished import house with sizable stocks in New 
York; capable building up national sales organ- 
ization; knowledge German essential. Address 
Box A-144, care of Harpware Ace, 100 East 
42nd Street, New York 17, New York. 


Positions Wanted 
EXECUTIVE wintnn 


Experienced all phases wholesale hardware 
Outstanding record in sales management. Have 
served as vice-president and sales manager large 
wholesale hardware concern 
Capable of organizing a new wholesale hardware com- 
pany or i a small one through aggressive 
sales Managemen 
Well naan ‘with leading manufacturers serving 
the wholesale hardware industry. 

Address Box A-i4i, care of eres gee 

100 East 42nd Street. New York (7, 

















SALES MANAGER 


Experienced in supervision of salesmen, 
product development and promotion, adver- 
tising co-ordination, contacting jobbers and 
dealers for appliances and oil products. 
22 years’ experience. Married. Chicago resi- 
dent. Age 43. Ex-GI. University graduate. 

Address Box A-157, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 














HARDWARE MAN, EXTENSIVE EXPE- 
RIENCE TOOLS, Plumbing and Industrial sup- 
ply, desires responsible position with progressive 
company, Reliable and capable of planning effec- 
tive sales promotion campaign. Address Box 4- 
149, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





YOUNG MAN, EXPERIENCED IN ALL 
PHASES of wholesale hardware, wishes to rep- 
resent a wholesale house in E. Ill. or W. Ind. 
Would consider good proposition in office with 
a reputable house in Middle West. Can furnish 
best references. Address Box A-142, care of 
Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





“ NEW ENGLANDER WANTS TO MOVE 


TO SOUTHWEST. Eighteen years’ experience 
in sales, inventory control, purchasing and ex- 
pediting. Has held administrative, sales and 


sales promotional positions for manufacturers and 


distributors, Now employed as wholesale floor- 
covering salesman. Is familiar with hardware, 
industrial tool and automotive specialties busi- 


nesses, 38 years old, family man, presents ex- 
cellent appearance and inspires confidence in per- 
sons who work under his directions. Wants to 
relocate in Southwest. References and photos if 
desired. Will accept sales position on commission 





basis. Please write Box 85, Dedham, Massa- 
chusetts, 
SALES REPRESENTATIVE WITH 15 


YEARS EXPERIENCE selling hardware, paint 
& mill supply jobbers. College graduate, age 38, 
desires to represent manufacturer. Prepared to 
execute all phases of Los Angeles Sales Office. 
Address Box A-139, care of Harpware AcE, 100 
East 42nd Street, New York 17, N. Y. 


SALES POSITION WANTED, AGE 38, past 
5 years employed by nationally known manufac- 
turer, traveling Southwest, calling on leading 
hardware and building material distributors, 
headquarters Dallas, Texas. Government restric- 
tions on materials caused curtailment present line. 
Address Box A-145, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 

















FOR SALE: 250 ROLLS 12” high x 1” mesh 
Hex. Poultry netting, galvanized after weaving 
at $3.30 per roll, f.o.b. Buffalo, Kentyeky. 220 
rolls 24” high x 2” mesh Hex, Poult netting, 
galvanized after weaving at $3.27 per roll, f.o.b. 
Buffalo, Kentucky. Address Box A-155, care of 
Harpwace Ace, 100 East 42nd Street, New 
York 17, N. Y. 


HARDWARE STORE, HANDLING INDUS- 
TRIAL SUPPLIES, also wholesaling. Have 
many national hardware lines. Established 1923. 
Surrounded by farming, industrial, lumbering. 
Located in central Willamette Valley in Oregon. 
Doing approximately $100,000 annually. Reason 
selling: ill-health. Excellent opportunity. Address 
Box A-120, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 








FOR SALE—HARDWARE & LUMBER- 
YARD. One of the fastest growing businesses 
located in one of the best Agricultural districts 
in Southwest Missouri. Only reason for selling 
is death of owner. If interested get in_touch 
with John T. Dickinson, Administrator 40 
Coleman Hardware & Lumber Co, Estate, Marion- 
ville, Missouri 








WANTED 


NICHOLSON FILES 
100 cases 4/2” blunt saw files 
15 cases 5” pittsaw files 
10 cases 5” slim taper files 


Address Box A-140, care of nanowagt gee 
100 East 42nd Street, New York | 


~ 














4,497 


100 EAST 42nd STREET 





Hardware Age Direct Mail Addressing & Mailing Service 


lt Will Assure You Maximum Success at Minimum Cost Contacting by Mail the Following Lists: 


16,650 MAJOR RETAIL HARDWARE DEALERS WHOSE 
SALES EXCEED $30,000.00 ANNUALLY 
INTERMEDIATE RETAIL HARDWARE DEALERS 
WHOSE SALES ARE BETWEEN $20,000.00 AND $30,000.00 
20,183 MINOR RETAIL HARDWARE DEALERS WHOSE 
SALES ARE LESS THAN $20,000.00 
6,500 OUTSTANDING MAJOR HARDWARE DEALERS 
WHOSE SALES EXCEED $50,000.00 ANNUALLY 
541 GENERAL. WHOLESALE HARDWARE HOUSES 
THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


WRITE FOR DETAILS 


HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 


134 WHOLESALE HEAVY HARDWARE HOUSES 

111 WHOLESALE HARDWARE HOUSES IN CANADA 
2,084 DISTRIBUTORS OF MILL SUPPLIES 

151 DISTRIBUTORS OF MILL SUPPLIES IN CANADA 
11,460 LUMBER YARDS 


882 DEPARTMENT STORES HANDLING HARDWARE AND 
HOUSE FURNISHINGS 


NEW YORK 17, N. Y. 
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R 
ovve® OIL HEATER 
we Features Coleman's exclusive, new 


FUEL-AIR CONTROL 


that saves up to 25% on fuel 


SEE YOUR COLEMAN DISTRIBUTOR OR WRITE FOR DETAILS TO 
THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 








Your Jobber KNOWS! 


it’s ° oe 
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Power Tool 


Accessories rence Bears aw Blccks 


for complete information 
write for catalog No. SOA 


; Shaft 
wy Collars 


Chicago DIE CASTING MFG. CO. — CHICAGO 12, ILL 


ng Pillow Blocks 











AMER-G/7S 


REPLACEABLE 
AIR FILTER 


An Engineered product of 


CEES WE: p%.\ & 
tiene Air Filter 


2iscentra.ave. COMPANY, INC.  jouisvites, Ky. 


GET THE BEST! 


ASK FOR IT 
BY NAME 











ACID CORE 


SOLDER 


Why accep? less than the Best—when GLASER costs no more? 
GLASER LEAD CO., INC. 
21-31 Wyckoff Avenue, Brooklyn 27, N. Y. 
RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 
“pape 
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STAR 


From Broadway to 
Hollywood—NATIONAL CAN 
vy is the star performer in 
every housewares 
department. 


——_\ HOUSEWARES DIVISION 


NATIONAL CAN 


CORPORATION 
110 E. 42 ST., NEW YORK 17, N. Y. 
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Kromex | 
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appeal 


Boxed & Carded 
¢ popular-priced > 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 
TOUCH-UP 


Order From Your Jobber 





GRUMBACHER. xc. 

















The buying 
preference for 


OPERATION 








It’s worth remembering! } 


460 West 34th St.,-New York 1, N. Y. 







BUILDERS’ HARDWARE 


The diversified line that comprises 
practically every requirement of the 
building trade. Each product is designed and manufac- 
tured with care and precision to assure your trade the 
ultimate in service conveniences. 

Profit from the fine prestige created for this hardware 
line during its 50 years of service to the trade. 


Sterling 


Illinois 


237 





















It’s a proven fact! Heller fixture 
equipped stores attract more trade. 
Heller store fixtures possess more 
selling features than any other 
line of fixtures on the market 
today. You will be amazed at the 
greater sales producing possibili- 
ties of Helier fixtures, and you get 
more value per dollar invested. 


Send size of store today for free 
plan. Ask for new manual No. 51A. 


tei >| W.C.HELLERG CO. Montpelier, Ohio 


MAKE MORE MONEY , yeinelel-vilela @ialacm iste 


SELLING : 
—_ | rT \a presents KEILSON” 
ae W MAIL BOXES 


EQUIPMENT ! 


Standard Single Arm Model 
Capacity: V2 Pt. to 1 Gal. 


DIAMOND PAINT CONDITIONERS Sell Service 
—Move Paint—Add to Profits! 


Renew every can of paint you sell—when you sell it—and you will build 
customer good will—sales—profits. The Standard Single Arm Model 
agitates 1400 times per minute, reconditions paint to a smooth, even 
consistency, ready to apply. DIAMOND Paint Conditioners handle cans | } Hl 
from '/% pts. to 5 gals. Stands are available for all models. mt — 


Write for Bulletin D75. AAA HN fe i 


! | 
MAHR Paint Burning Torch il | MN Hh : 
Outfits remove paint faster, cover H \ ra 
more area, cost less for fuel. They are - | 
safer to handle and offer less danger oa | \ 
from fire than those that burn gasoline Wty | — Mi 
or other dangerous fuels. Ideal where Mi jay i o | H 
continuous duty Is needed. HUNG oN 

No. 5-A Outfit Is equipped with two ARI AS 

Torches and 50 ft. of air and oil hose. 

Tank capacity is 12 gals. Torches are 
light and reliable. 


No. 5-A Outfit Write for Bulletin 75. 


DIAMOND IRON WORKS, INC. 
AND THE MAHR MANUFACTURING CO. DIV. 


1750 N. 2ND ST., MINNEAPOLIS, MINN. 


GENUINE One Set in a 
ORIGINAL DOMES OF SI LENCE *in carton 
SELL ON SIGHT when these attention-compelling con- 5, \1, 


tainers, box or card are displayed on counters. Genuine DOMES 
One set on © Card. OF SILENCE glide softly, silently, smoothly 


— over all flooring; saves floors and furniture For 
14" Wa" Wie? years the favorite with houseowners and furtature 
YM" th” manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 


HARDWARE AGE, MAY 17, 1951 








